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Sparks 


State of the Nation’s Economy: 


Up 
Ore SHIPMENTS — Reached 3,317,- 
475 gross tons last week, bringing 


' the season’s total to 34,347,393. The 


week’s shipments were the highest 
for any week in June. 


CarLoapiINnGs — Were up 1.9 per- 


Peace at Warner 
Gives Output 
A Clear Track 


| Wage Modifications 
| End 10-Week Dearth 


Of Transmissions 
By Bob Lienert 


Staff Writer 


| 


| week to $484 million, the highest 


| 25, according to Dun & Bradstreet, | 


» cent decline from the preceding) 


nr eae 
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cent last week from the preceding | 
week, and 26.2 percent above the fe ged nage od of the 10 - week 
like 1952 week. strike at Warner gear division, 
| Muncie, Ind., last week enabled the 
}auto industry to turn on the green 
: J |light for all-out production. 
ae | Thousands of vehicles had been 
Bank Ciearines — Amounted to| lost — Willys, Studebaker, 
$19,026,204,000 in week ended June; gndg Kaiser cars, and Interna- 


tional, Willys, Studebaker, Divco 
and Ford trucks — as a direct re- 
sult of transmission shortages 
occasioned by the strike, which 
started Apr. 20. 


CoNSTRUCTION Awarps — Rose last 


an increase of 1.1 percent over the| 
volume a year ago, but a 2.2 per-| 


week. 
NEWSPAPER ADVERTISING — Classi- 
fied advertising in daily papers 


for May set a record, and total | the heels of a conference between | 
advertising linage was second | officers of UAW-CIO Local 287 and | 


highest in newspaper history. |members of the UAW executive 
Business Faitures—Totaled 195 in| board at international headquarters 

week ended June 25, compared with | at Detroit. 

167 the previous week and 163 a eae eg 

year ago. PPARENTLY steamrollered 


Srore Sates— Were 13 percent | the last-minute r 
above sales in like week of 1952, but | Settlement was the dispute over 
1 percent below the previous week. | Complex incentive-pay rates which 


in 


had launched the strike and 

* * * 
|thwarted acceptance of an agree- 
Down |ment negotiated more than a month 


ago. 
Announced as the basis for 
agreement were straight wage 


PetroLEUM Imports—Total 936,000 
barrels last week, or 16.7 percent | 
below the 1,123,900 barrels imported | 
a week earlier, according to Amer- | 
ican Petroleum Institute. | 


Ou. Prorits — The total net in- 
come of 30 leading American oil | 
firms last year was $2,020,000,000, | 
compared with $2,090,000,000 in 
1951, a decline of 3.3 percent. At 
the close of 1952, the total assets 


dustry pattern — which had not 


agreement. 

Both company and union said 
each yielded a bit on the incentive- 
pay issue, but neither could give a 
clear idea of piecework standards 


|agreed upon which were not a part 
of the firms were $22,232,000,000 |of the first agreement of last 
against $20,455,000,000 at the end | May 28. 

of 1951. . = « 

Mexico Trape—Imports in 1952} UNCIE observers interpreted 
amounted to $750 million, while ex- | the settlement as a victory for 
_— totaled a little over $580| the company on incentive-pay rates, 
million. 


(Continued on Page 45, Col. 1) 

CANADIAN INVENTORIES—Estimated | 
at $3,851,100,000 at the end of April, | 
or 1 percent below March. 
Canapa Exports— Totaled $385 
million in May, a drop of $1.9 mil-| 
lion from a year earlier. | 
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Production Pace Rises 


By Bernie Thomas 
Associate Editor 
HE auto industry moved into 
the second lap of 1953 last week 
with a new first-half car pro- 
duction record, but missed by less 
than 1,500 units a similar record 


| for combined car and truck output. 


Schedules sizzled Monday and 
Tuesday last week, the last days 
of June, resulting in the first six 
months of this year yielding the 
domestic production of 3,254,939 


Each Maker’s Share of Car Output... 


How They Fared in Record Half 


Ist Half, 
1953 
697,914 
101,582 

74,268 
182,287 
339,777 
657,937 
504,707 

27,951 
125,279 

1,540,938 
276,775 

62,811 

774,258 


CHRYSLER CORP. 
Chrysler 
DeSoto 
Dodge . 
Plymouth 
FORD MOTOR 
Ford 
Lincoln 
Mercury . 
GEN. MOTORS 
Buick .... 
Cadillac . 
Chevrolet 
Oldsmobile 196,776 
Pontiac . 230,318 
TOTAL BIG THREE 2,896,739 
KAISER MOTORS . 44,371 
Kaiser .. 19,562 
Willys ..... 24,809 
CROSLEY 
HUDSON 
NASH 
PACKARD ... 
STUDEBAKER 
TOTAL 
INDEPENDENTS 


50,252 
106,287 
60,078 
97,162 


358,150 


(U. S. Car Production) 


Output Pct. of 
1953 
Total 
21.5 
3.1 
2.3 


Output 
Ist Half, 
1952 
494,198 

67,021 
51,103 
132,012 
244,062 
465,955 
362,279 
15,480 
$8,196 
939,731 
169,072 
47,079 
461,952 
119,179 
142,449 
1,899,884 
56,707 
31,874 
24,833 
1,491 
41,176 
73,427 
33,288 
89,225 


Pct. of 
1952 
Total 
22.5 

3.1 
2.3 
6.0 
IL.1 
21.2 
16.5 
0.7 
4.0 
42.8 
7.7 
2.1 
21.1 
5.4 
6.5 
86.5 
2.6 
1.5 
1.1 
0.1 
2.0 
3.3 
1.5 
4.0 


Pet. of 
1951 
Total 
23.1 
3.1 
2.1 
6.1 
11.8 


Output 
Ist Half, 
1951 
717,491 

95,200 
64,904 
190,861 
366,526 
673,468 
522,416 
15,386 
135,666 
1,287,240 
231,721 
56,138 
639,614 
163,321 
196,446 
2,678,199 
87,083 
70,326 
16,757 
3,279 
713,239 
91,283 
45,990 
127,384 
428,258 


295,314 13.5 





Total Cars, U. S. ....3,254,939 





ASHINGTON.—The Automobile 
Manufacturers Assn. asked 
Congress last week to adopt a 10- 
year road modernization program 
to help solve traflic congestion and 
accident problems. 
James Cope, vice-president of 





Auto Milestone Set as Plastic Corvettes Go Into Production— 


Tony Kleiber, a body assembler, drives the first Chevrolet Corvette off the line. The car, the first with a plastic body ever built}of the Corvette T. 


2,195,198 100.0 3,106,457 





Auto Makers Ask Congress 
For 10-Year Road Plan 


Chrysler Corp., presented the AMA 
proposal at a House committee 
hearing on the Federal-aid road 
program. 

Cope told members of the Public 
Works Committee that overcrowd- 
ed and unsafe roads and streets 
are costing the motoring public at 
least $3 billion yearly. 


* * x 


MA studies, he said, also show 
that two in five traffic deaths 
could be avoided if needed im- 
provements were made. At the cur- 
rent rate, this would mean some 
15,000 lives saved annually, he said. 
The people pay for inadequate 
roads with their time, with the 
(Continued on Page 46, Col. 1) 


Corvette Off Line 


At $3,250 List 


LINT.— The American auto in- 
dustry’s first production sports 
car with a plastic laminated fiber 
glass body was 
completed here 
Tuesday (June 
30) as the first 
Corvette came off 
the line of the 
Chevrolet Flint 
assembly plant. 
T. H. Keating, 
Chevrolet general 
manager, an- 
nounced that the 


factory list price 
H, Keating 


by mass-production methods, is a counterpart of a hand-built Corvette which made its debut in the General Motors Motorama| would be $3,250, exclusive of federal 


wn January. A manufacturing schedule of 50 units a month has been set. Pictured at the end of the assembly line at the excise 


Chevrolet plant in Flint are (from left) Kleiber; R. G. Ford, chief of Chevrolet assembly plants, and F. J. Fessenden, plant manager. 


tax and other charges. 
(See CORVETTE, Page 46, Col. 3) 








cars and 637,875 trucks for a total 
of 3,892,814 vehicles. 

This year’s first-half car output 
exceeded by some 148,000 the 3,- 
106,457 cars built in the same period 
of 1951, previous record first-half, 
and by more than a million units 
the 2,195,198 cars built in the first 
six months of 1952 under govern- 
ment material usage controls. 

* * * 


[pth relatively low truck 
production due to strikes and 
slackening demand spoiled chances 
for a combined car-truck record in 
the first half of 1953. This year’s 
first-half truck output of 637,875 
compares with 644,118 built in the 
same period of 1952 and 787,790 
built in the first half of 1951. 

Although operations through- 
out the industry tapered off at 
mid-week and most plants al- 
lowed workers to start their July 
4th holiday Thursday night, last 
week’s output in U. S. plants 
totaled an estimated 130,937 vehi- 
cles, comprised of 113,168 cars 
and 17,769 trucks. 

The 4,000,000th car or truck of 
1953 should roll from some U. S. 
assembly line tomorrow (July 7). 
Helping to pave the way for that 
milestone vehicle was the previous 
week’s build of 144,576 cars and 18,- 
514 trucks for a total of 163,090 
units. 


* * * 


_- parts Friday shutdowns, last 
week’s truck output moved up 
to almost the level of the previous 
week, reflecting the end of the 
Borg-Warner strike in Indiana. 
The end of that strike permitted 
higher truck output last week at 
International and Ford. By last 
Thursday morning, Willys, idled 
since May 6, was back in pro- 
duction, too. 

If such car makers as Stude- 
baker, Nash and Ford can quick- 
ly shed the effects of the Borg- 
Warner dispute, July car pro- 
duction for the industry may be 
the highest of the year. 

At least 620,000 cars should roll 
from U. S. plants this month, with 
Hudson being the only maker to 
take any appreciable downtime. 
Hudson lines are expected to be 
idle after July 10. Best car output 
month in 1953 was April with 601,- 

470. 

An analysis of this year’s first- 

(Continued on Page 51, Col. 3) 


’ 
Top Cars 
New-car registrations for four 
months, plus 32 states for May: 
1953 Pos. Make 1952 Pos. 
1—479,465 Chev. 322,510— 1 
2—366,162 Ford 256,121— 2 
3—220,844 Plym. 167,908— 3 
4—171,917 Buick 118,325— 4 
5—145,642 Pontiac 96,047— 5 
6—120,375 Olds 82,826— 7 
7—117,329 Dodge 88,292— 6 
8— 93,236 Mercury 64,793— 9 
9— 66,754 Nash 49,020—10 
10— 60,878 Chrysler 44,863—11 
1l— 58,512 Stude. 66,393— 8 
12— 46,492 DeSoto 34,752—12 
13— 42,421 Cadillac 30,417—13 
14— 33,920 Packard 25,008—15 
15— 28,662 Hudson 28,880—14 
16— 21,887 Willys 11,691—18 
17— 14,802 Lincoln 8,450—19 
18— 11,705 Kaiser 14,278—16 
19— 5,511 Henry J 11,699—17 
20— 2,901 MG 1,948—20 
21— 1,542 Austin 1,795—21 
22— 286 Allstate 446—22 
Total All Makes 
2,119,976 1,533,817 

For further details see page 

40, today’s issue. 
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Bankers Report Views .. . 
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Business Expected 
To Stay in High 


NEW YORK.—Expectations that 
business will continue at a high 
level during the second half of the 
current year were expressed by 
bankers reporting in the semi- 
annual survey of business con- 
ditions made by the credit policy 
commission of the American 
Bankers Assn. 


“Business activities generally 
continue to roll along at a rapid 
pace, with no immediate indi- 
cation of slowing down,” said 
Fred F. Florence, president of 
the Republic National Bank of 
Dallas and chairman of _ the 
survey commission, 

“The prospects generally for the 
balance of the year appear to be 
good unless international, political, 
or unusual economic forces should 
upset present trends. 

“Inventories at the present time 
seem to be in balance, with the 
exception of manufacturers en- 
gaged in defense work, where 
heavy inventories are to be ex- 
pected. The over-all construction in- 
dustry should continue at about the 
same level as at the present time, 
although there may be a tapering 
off on housing construction in 
certain areas of the country.” 

Florence also said that “it ap- 
pears that the over-all credit po- 
sition of the country is sound.” 

In all parts of the country, most 
bankers believe the demand for 
loans will continue at the current 
high level or better in the second 
half of 1953. 

They point out the continuation 
of expenditures in the defense 
program, high industrial pro- 
duction, large capital expenditures 
for plant replacement and _ ex- 
pansion, and a continued heavy de- 
mand for financing of consumer in- 


Studebaker Holds 
Used-Car Clinics 


Across Nation 


SOUTH BEN D.—Studebaker is 
conducting a nationwide series of 
nearly 150 used-car and truck mer- 
chandising clinics for dealers, using 
recorded interviews, slides and mov- 
ing pictures. 

The clinics are being conducted 
by teams from each of Studebaker’s 
regional offices. 

One of the chief teaching aids is 
a recording, “Interviews With Used 
Car Dealers.” It covers major points 
of used-car and truck merchandis- 
ing as suggested by dealers them- 
selves. Most of the clinic materials 
are based on the results of inter- 
views between dealers and mem- 
bers of the Studebaker field force. 

A film, “Reconditioning Pays Div- 
idends,” illustrates the importance 
of setting up an efficient recondi- 
tioning program, and materials 
needed for such a program are dis- 
played. A slide film illustrates the 
importance of attractive display of 
used cars on the sales lot. 

At the conclusion of each clinic, 
the color film “Studebaker Story,” 
which is offered for local distribu- 
tion, is shown as an example of 
material available for community 
participation. 


stallment sales. However, 22 per- 
cent of reporting bankers predicted 
a decline in the demand for loans 
as compared with the last six 
months of 1952. 

Asked about particular types of 
loans which are expected to show 
a different trend than a year ago, 
bankers in large manufacturing 


centers thought there would be a} 


slackening in applications for 
mortgage and construction loans. 

In rural areas, bankers report 
that their farm customers are 
anticipating some decline in in- 
comes and uncertainties in 
markets. 

In all parts of the country, 
bankers report that continued 
heavy production of new automo- 
biles is resulting in some slowness 
in the market for used cars. In 
some cases stocks of used automo- 


biles are expected to remain high| 


in the light of a continued high 
level of employment, and so far 
there has been no significant in- 
crease in delinquent bank loans. 
However, it is noted that 
merchants both in retail and whole- 
sale lines are increasing their col- 
lection efforts and this is helping to 
keep the situation in hand. 
Bankers in all parts of the 
country, the survey report says, 
are doing a more thorough job 
of screening loan applications to 
eliminate speculative loans in 
view of the transition from a 
sellers’ to a buyers’ market, and 
increasing business competition. 
By being selective, it is said, 
banks are providing adequately for 
sound and legitimate loans. In 
large centers, which are more re- 
sponsive to changes in money rates, 
the bankers noted some increase 
in average rates of interest on bank 
loans. However, in many country 
points, no increase in interest on 
loans to customers was reported. 


Kaiser Is Mapping New Auto Program 


By Bernie Thomas 
Associate Editor 
ORK on formation of an entire- 
ly new program to guide its 
future in the automobile industry 
moved into high gear at Kaiser 
Motors last week, following formal 
cancellation of the company’s con- 
tracts to make cargo planes for the 
Air Force at Willow Run. 


Full details of the new program 
may be given Kaiser dealers 
within a month. Top officials of 
the Kaiser Motors automotive di- 
vision are hopeful that Edgar F. 
Kaiser, company president, will 
take to the road to brief Kaiser 
dealers all across the country in 
person, 

For the present, however, it is not 
expected that Kaiser car pro- 
duction will be resumed until con- 
solidation of various Kaiser auto- 
motive departments, now located at 
Willow Run, can be made with 
their counterparts at Willys Motors 
in Toledo. 

* * * 

HE next Kaiser cars to be built 

are envisioned as rolling off 
Willys assembly lines in Toledo. 








New PAR Chairman Welcomed— 





Clem D. Johnston, vice-president of the U. S. Chamber of Commerce, is congratu- 
lated by Albert Bradley, executive vice-president of General Motors and chairman of 
the National Highway Users Conference, upon assuming chairmanship of the Project— 
Adequate Roads movement. At left is Arthur M. Hill, chairman of the executive com- 
mittee of Greyhound Corp. and president of the National Assn. of Motor Bus Oper- 
ators. To Johnston's left is L. S. Wescoat, president of Pure Oil Co. and chairman of 
the board of the American Petroleum Institute. 





Eddie Shearer. Standing in rear are L. G. 


By William Ullman 
Washington Correspondent 

WASHINGTON. — The theory 
that automobiles used by dealers 
for business purposes are depreci- 
able assets entitled to capital-gain 
treatment on sale rather than stock 
in trade (which would not permit 
such treatment) has now been 
recognized by the Bureau of In- 
ternal Revenue. 

The bureau has acquiesced to a 
ruling in the case of Latimer- 
Looney Chevrolet, Inc., of Kings- 

port, Tenn., which was decided in 
favor of the taxpayer by the U. S. 
Tax Court last November. 

The formal acquiescence had the 
effect of removing as_ exclusive 
authority the case of W. R. 
Stephens Co., in which the Eighth 
Circuit Court of Appeals held that 
demonstrators later sold by the 
company were not business assets 
but automobiles held primarily for 
sale. 

The appeals court decision, based 
upon a factual finding of the Tax 





Moreover, it seems probable, too, 
that the next Henry J models to 
be produced will be characterized 
by Willys styling. 

Kaiser officials admit that seri- 
ous consideration is being given 
to abandoning Willow Run as a 
major final assembly point, and 


Murray Purchases 


Plumbing Firm 


DETROIT.—Murray Corp. of 
America last week announced the 
purchase of Eljer Co., Ford City, 
Pa., one of the country’s largest 
manufacturers of plumbing fixtures, 
in what is believed to be the big- 
gest transaction of its kind in the 
plumbingware industry in more 
than a score of years. 

Under terms of the transaction, 
the Murray firm will acquire the 
capital stock of Eljer at $7.21 a 
share, representing approximately 
$16 million. Eljer will be operated 
as a Murray subsidiary in order to 
retain the Eljer name. 

Acquisition of Eljer—together 
with the recent purchase of Triplex 
Co., Cleveland, and added to Mur- 





ray’s present automotive, aircraft, 
plumbing fixture and appliance bus- 
iness— makes it possible for the 
corporation to attain an immediate 
sales volume exceeding $150 million, 
President Byron C. Gould stated. 


Good Scouts 


Plymouth and Dealers Aid 


Boy’s Jamboree 


DEL MAR, Calif.—The Plymouth 
division and Plymouth dealers of 
southern California are taking an 
active part in preparations for the 
National Scout Jamboree to be held 
here July 17-23. 

The affair is expected to attract 
some 50,000 boys and scout leaders. 

Six station wagons have been 
made available to scout executives 
as official cars. As an educational 
attraction, Plymouth is shipping its 
transparent plastic engine display 
to the scene. ? 





| Studebaker and Union Okay Pay Pact— 


Officials of Studebaker and representatives of UAW-CIO Local 5 sign a new wage | 
and pension agreement which follows the Big Three pattern. Seated (from left) are | 
Paul M. Carlk, Studebaker secretary; P. O. Peterson, executive vice-president; H. S. 
Vance, president; Walter S. Gundeck, director of industrial relations; George E. 
Westphal, general superintendent; Frank Nemeth; Henry Anderson; J. D. Hill; Frank 
Kuminecz; T. Forrest Hanna, vice-president of the local; Louis Horvath, president, and 


Nagy, Mike Lenyo and Bill Kaman. 


Revenue Bureau Relaxes 
Stand on Company Cars 


| Court adverse to the taxpayer, will 
| continue to be used as a criterion, 


however. 
| In the Latimer-Looney case, in 


which the taxpayer was repre- 
sented by Attorneys John Mer- 
rell and Daniel Ring, of Wash- 
ington, the Tax Court found that 
the taxpayer established the fact 
that company cars were being 
held for business purposes and 
not primarily for sale. 

Since the Stephens case and the 
Latimer - Looney case both turned 
on factual findings of the Tax 
Court, it is indicated that where 
taxpayers demonstrate as a fact 
that company automobiles are not 
being held primarily for sale, but 
are devoted to bona fide business 
uses of the auto dealer, just as 
business automobiles are devoted to 
such uses by other firms, Bureau of 
Internal Revenue agents will accept 
tax computations involving depreci- 
ation of company cars and capital- 
gain or loss treatment when the 
company cars are sold. 


instead converting the huge plant 
to a parts-making headquarters, 
including automobile bodies. 

Ultimately, they said, Kaiser 
Motors hopes to be marketing 
several different lines of cars which 
will use the same body shell, but 
have sharply different exterior ap- 
pearances. 

* * * 
EANWHILE, Air Force Secre- 
tary Harold Talbott last week 

was sticking by his decision that 
halted aircraft output at Willow 
Run. There seemed little reason to 
hope the Kaisers would gain any 
relief at a meeting Talbott agreed 
to hold this week with top Michi- 
gan lawmakers and labor officials. 


Talbott was quoted last week 
by Michigan’s Sen. Potter as 
saying that the Kaiser contracts 
at Willow Run were cancelled 
because the program there 
proved too costly and too long de- 
layed. 

Previously, Air Force officials had 
generally defended the Kaisers’ 
plane work in testimony before a 
Senate subcommittee investigating 
the cost of Willow Run output. 

As of last week, the gigantic 
plant lay idle, pending an _ in- 
spection by Air Force people to de- 
termine how many planes in the 
final assembly stage should be 
marked for completion. With auto 
assembly lines down, too, more 
than 12,000 Kaiser employes were 
out of work. 








Testimony Ends 
In DuPont Trial 


Closing Arguments 
Due in December 


CHICAGO.—The major phase of 
the duPont antitrust trial, a legal 


| marathon that started last Nov. 18, 


came to a close last week with all 
the testimony recorded in Judge 


| Walter J. LaBuy’s Federal District 





|ices Administration, 





Court. 

The final session featured a sur- 
rebuttal by two defense witnesses 
—Irvine W. Thompson, general 
merchandising manager for Gen- 
eral Motors’ parts division, and 
Elmer F. Schumacher, of Wil- 
mington, Del. Both discussed the 
antifreeze trade between GM and 
E. I. duPont de Nemours & Co. 

The case was recessed until Dec. 
7, when it is expected there will be 
two weeks of closing arguments. 
Meanwhile, briefs comprising writ- 
ten arguments and findings of facts 
will be filed in the fall. Thé Govern- 
ment will file first. Then will come 
briefs by the defense, followed by 
final written arguments by the 
Government. 

The defense’s final testimony was 
a reply to an earlier rebuttal to the 
defense against Federal charges of 
conspiracy and monopoly brought 
in a civil suit against duPont, Gen- 
eral Motors, U. S. Rubber Co., three 
smaller firms and individual mem- 
bers of the duPont family. 

Thompson declared that GM 
bought its antifreeze from duPont 
because it could not get it else- 
where. Earlier the Government 
had stressed that GM got 97 per- 
cent of its antifreeze from 
duPont. 

Thompson testified that GM be- 
gan handling antifreeze in 1933 
and that from 1933 to 1935 it bought 
the entire output of the Glycerine 
Producers Assn., of which duPont 
was not a member. 

Then, in 1935, GM was informed 
by the association that it could not 
continue the supply, Thompson said. 


| This limited GM’s sources of supply 
to Union Carbide & Carbon Co. and 


duPont, he testified, and Union Car- 
bide already had all the business it 
could handle. 

As a result, he said, GM in 1936 
signed a short-term contract with 
duPont for its entire output. In 
1940, Thompson said, duPont de- 

(See DuPONT, Page 47, Col. 1) 


Changeover Delay 
Provides Month 
Reprieve for NPA 


WASHINGTON.—A new life ex- 
tension was given NPA last week 
when the Department of Commerce 
announced that the agency would 
be continued on a limited basis un- 
til Aug. 1. 

Craig Sheaffer, assistant secretary 
of commerce, said that an operat- 
ing force would carry on defense 
mobilization functions and would 
complete planning and staffing for 
the proposed new Business Serv- 
designed to 
succeed NPA. 

Originally, it was planned for 
NPA to close down June 30 and for 
the new BSA to begin functioning 
July 1, start of the Government’s 
fiscal year. 

It is believed that congressional 
delay in agreeing on extension of 
the Defense Production Act stymied 
BSA plans although, according to 
Sheaffer, the month’s postponement 
will give needed additional time 
for perfecting details of organiza- 
tion, consulting with industry 
groups and properly staffing the 
new agency. 





Oldtime Cars Have Rendezvous— 


Scores of antique autos from all parts of the midwest vied for trophies last week 
on the Studebaker proving ground. In the judging ring are (from left) a 1914 Pierce- 
Arrow, a 1916 Auburn and 1919 Dodge. Grand prize for the best-restored car went 


to Eldon F. Brown, Frankfort, Ind., for a 1906 Cadillac. 
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Sealers tell me 


By John 0. Munn 






ECENT mail from dealers to! ments can be cancelled by a manu- 


this column has been on the! 

subject of dealer contracts. The in- | 
terest was stirred up by a speech | 
made recently to a dealer group by 
the chief executive of one of the 
manufacturers. He kept repeating | 
in the discussion that the dealers’ | 
contract was fair and equitable. 
Both individual dealers and local 
and city dealer association execu- | 
tives contributed opinions. They 
were not from the belligerent type 
of dealer, but from men with 
proved records of sound judgment 
and vision. The mail related con- 
tract inequities experienced by in- 
dividual dealers and groups of deal- 
ers throughout the history of the 
trade, It reviewed the efforts on 
the part of the dealers individually 
and collectively to improve factory 
contractural relationships. 

Judges sitting in the many 
courts and many government 
agencies, including the Federal 
Trade Commission, have pro- 
nounced factory contracts unilat- 
eral agreements. I am assured 
that any impartial or neutral 
agency or individual upon investi- 
gation would also declare, as deal- 
ers do, that the contract is a 
one-way street in which the 
manufacturer’s interests are ex- 
clusively protected. 

I am sure that the contract will 
eventually be revised. The question 


now is how best to go about it to! 


get quick results. When we talk 
about contract revisions, we must 
first consider the public interest 
and then the interest of the dealer 
as well as the manufacturer. As it 
is now, the automobile manufac- 
turers, by virtue of the contract, 
actually dictate the terms by which 
any dealer enters this business. 
Dealers think that it is not in pub- 


lic interest for a few manufactur-| and lose registrations, he is not apt | 


ers to have such power over people 
who would like to enter this field, 
a field that should be rewarding 
and remunerative simply because 
of the size of it. 
* 


Disadvantages Cited 


HERE are 50 million owners to 
be cared for. There are at least 


* * 


five million new cars to be sold) 


each year. There are 15 million used 
cars to be marketed, and there is 
the income from all the supple- 
mentary activities such as parts, 
accessories, storage, gasoline and 
oil, 

No one can enter this field unless 
he signs this contract. Even before 
a dealer signs, the manufacturer 
stipulates how much capital is re- 
quired, approval of location and 
market potentialities. All this in- 
volves on the part of the dealer 
a capital investment and the meet- 
ing of a payroll which, when com- 
bined with all dealers, is much 
larger than the requirements of the 
factory. This dealer investment and 
responsibility is jeopardized right 
at the start because the arrange- 
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facturer without cause. 
It works great hardship on any 
dealer who has been in the busi- 


ness for a long time and has | 


made a success, because when he 
wants to sell out either volun- 
tarily or on account of pressure, 


| he must sell to individuals with 


factory approval. Therefore, un- 
like merchants in other lines, he 
is forced to sell his assets, which 
perhaps were built up over a pe- 
riod of years by hard work, at 
less than their inventory value. 
No consideration is ever given to 
the goodwill that may have been 
developed throughout the years. 
All the advantages are given to 
the new dealer. The old dealer 
must sell out on factory terms, 
even though he can find some 
buyer that may be willing to pay 


| @ premium for a going business. 
Dealers point out, too, that the) 


present contract works much to the 
disadvantage of the factory. In 
times when over-production is 
threatened, 
continues to force his dealers, the 
competitive manufacturer is at a 
great disadvantage. If he does not 
continue to force his dealers, 
loses registrations and percentage 
price class that he may never re- 
cover. When a manufacturer real- 
izes that the market is being forced, 


|he cannot afford to cut production 


and let his competitors continue to 


build and ship to dealers. It is all) 


very well to expect a manufacturer 
to reduce production to market 
needs, but it just doesn’t work out 
that way. 


* * * 


Combined Efforts 


ACTORY executives are em- 
ployed to make money for stock- 
holders. Should one, in considera- 
tion of his dealers, cut production 


to be around to prove that his 
policy, considering the long-term 
effect, was correct. 

Failure to get better contracts is 
not altogether the responsibility 
of the dealer organization. Neither 
is the responsibility of the factory. 
There has been no concentrated 


|effort on the part of the dealer to 


obtain them. In fact, there has been 
no unanimous opinion as to what 
kind of contract is desired. Until 
dealers agree, first, that they want 


a new contract and, second, on the} 


terms of the contract, nothing is 
going to happen. 

We have just been through a 
very profitable 10 years. There is 
still a lot of apathy on the part 
of dealers regarding contracts. 
There are other dealers who feel 
that it is absolutely useless to 
talk about an improved contract, 
considering the failure of such 
efforts for the last 40 years. Then 
there is a lot of divergence of 
opinion among dealers regarding 
the stipulations in an improved 
contract. 

A new contract, under any condi- 
tions, cannot be a contract that au- 
tomatically guarantees dealer prof- 
it. It must be one, of course, that 
protects the manufacturer’s inter- 
ests. How soon a new contract will 
come depends upon education of 

the dealer more than from any 
other force. 

Education is not a popular word. 
None of us seek it. Education also 
is a long-term process. Many deal- 
ers want quick action. But until all 
dealers get together and under- 
stand the effect on the entire trade 
of the various suggested contract 
provisions, we will still struggle 
along under the present contrac- 


tual relationship. 
* 


~ * 


Unity Is Necessary 


ERHAPS it is an indictment on| 


our way of life. Before great 
changes have been made that im- 
proved civilization, people have had 


to suffer. Perhaps this trade has to} 


go through a period of failure and 


liquidation before the forces can be | 
marshalled to improve the situa-| 


(See MUNN, Page 47, Col. 1) 
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Lassen Elected President . . . 









Michigan Dealers Reassured 


MACKINAC ISLAND, Mich.—-An| “separating the men from the 
|optimistic future was painted for| boys.” Millians said there is no 
Michigan Automohile Dealers Assn.| reason for dealers to worry unless 
members at their|they decide they’d rather coast 


annual con-/|than work. 

vention here| He added that since the U. S. 

last week. has now become a_ suburban- 
None of the! dwelling population, dealers 

speakers viewed | should be more conscious of 


things to come | turning many families into two- 


with pessimism.| car groups. He called this a 
The only vaguely| whole new field of opportunity, 
sour note was| At the three-day convention, at- 


sounded by Paul 





Millians, vice-| persons, Stanley K. Lassen, Cadil- | 

5 president of Com- lac-Pontiac dealer of Battle Creek, | 

| oS. K. Lassen mercial Credit|was elected president. Other of- 
|Corp., who said the dealers’ de-| ficers chosen include: Group I| 


|mise department is doing a little| vice-president, Robert Cooper 


| (Dodge - Plymouth), Kalamazoo; 


business now. 
merely | Group II vice-president, Victor L. 


But | this, 


he said, is 


| 
| 
| 
| 







| 
1 


he | i 


Dealer Van Etta Builds His Dream Car— 


Working more than a third of a century in the automotive business gave Jim Van 
Etta, Lincoln-Mercury dealer in Santa Barbara, Calif., many ideas of what he wanted 
in a personal car. So he made those dreams come true in this special sports model 
with a fiber glass body and special 165-horsepower Mercury engine, which was built 
in his own shop. Long and low, this roadster weighs only 2,700 pounds. 


Fly-by-Night Solution? 
New Mexico Law Designed to Eliminate 
300 Shade-Tree Operators 


ALBUQUERQUE.—Aimed at put-| 2. Post a $5,000 surety bond. 
ting the shade-tree operators out 3. Have established premises 
of business, New Mexico's new| with a permanent building ex- 
motor vehicle law became effective; clusively devoted to the car busi- 
July 1. | ness. 

The new law makes no distinc-| William Randolph, general man- 
tion between franchised new-car/ager of the New Mexico Automo- 
dealers and independent used- car| tive Dealers Assn., 
dealers, but does provide that every | 
dealer must: 

ze Obtain an annual $5 permit. 


NADA Prepares 
To Form National 


‘Make’ Groups | 


| WASHINGTON.—I nitial steps 
leading to the formation of national | 
“make” advisory committees within 
the general framework of NADA 


were taken last week, Frederick J. | counsel for the Motor Vehicle Deal- 








representatives of new- car dealers, 
|used-car dealers, finance compa- 
nies, truck operators and auto junk 





| years to help write the law. 

“All,” he said, “were definitely 
| determined to make it easy for 
the legitimate dealer to operate 
and put the screws on the ‘fast’ 
operator.” 

Randolph said that the bonding 
provision should put an end to the 
fly-by-night, as he cannot get a 
bond. 

R. F. Stephens, public relations 


~<a viesgenem, a ers Assn. of New Mexico, composed 
Plans for this development in @'8ely of used-car dealers, pre- 
NADA’s approach to industry dicted that the independent car 


business will be a “better, sounder 
industry with bonded protection to 
the buying public.” 

Stephens estimated that the new 
law will put some 300 curbstoners 
out of business. 


relations problems were worked 
out under sponsorship of the as- 
sociation’s industry relations 
committee, of which Frederick M. 
Sutter, Dodge-Plymouth dealer of 
Columbus, Ind., is chairman, 
Final approval of the plans was 
given by NADA's board of di- 
rectors at its meeting in Detroit 
early in June. 
Bell said that, in states where | 
elections will be held, each NADA 
|!member will receive a mail ballot | 
on which to indicate his choice of 
a dealer whom he wishes to desig- 
nate as the member from his state 


St. Louis Show Planned 


ST. LOUIS.—Directors of the 
Greater St. Louis Automotive Assn. 
have voted to hold an automobile 
show sometime in 1954. Association 
members have been urged to offer | 
suggestions for the show. 





on the national make advisory | : 
|committee for his particular line of | Western Papers Urge: 
cars. 


Buy a New Car Now 
WASHINGTON.—Two western 
newspapers have advised their 
readers to buy a new car now, 
according to an NADA bulletin. 
The San Francisco News and 
the Rocky Mountain News at 
Denver featured a drawing of a 
1906 car which originally sold for 


In a few states which now have} 
active state industry relations com- | 
mittees, elections will not be held, | 
present members serving as repre- | 
sentatives from these states on the | 
respective national committees. 
The elections will be conducted 
| make by make. Bell said that six 
to eight weeks will be required to 
complete the 16 make elections. 
Each of the 16 national advisory | 
committees will be composed of 54| 
state representatives for that par- | 
ticular make. Members will serve a} 
three-year term. i 


| 
} 
| the 1906 model had to offer 
against today’s $2,500 car. 


“This year,” the papers asserted, 
“you deserve a new car!” 











|tended by approximately 500} 


*|government controls. 


George (Dodge-Plymouth), Flint; 
Group III vice-president, Bruce 
Nickless (Chevrolet), Grand 
Rapids; Group IV vice-president, 
Clayton Frei (Chevrolet), Mar- 
quette; Group V_ vice - president, 
Hanley Taylor (Dodge - Plymouth), 
Detroit, and treasurer, Howard 
Cook (Chevrolet), Lansing. 

Gil Haley was promoted from 
;executive secretary to executive 


vice-president of MADA., 

The dealers were urged by two 
| speakers to take an active in- 
terest in government affairs to 
protect their Constitutional rights 
and freedoms. 

In a stirring speech, Dean Clar- 
j}ence Manion of Notre Dame Uni- 
| versity said that unless all Ameri- 
cans do this, their hard-won 
| worldly goods will amount to 
nothing. He said people must never 
relax and take their freedoms for 
granted. 

Charles J. Farrington, assitant 
to the president of NADA, said it 
is up to the dealers to preserve free 
enterprise and _ prevent further 
They must 
become acquainted with their legis- 
| lators and work with them, he said. 

The postmaster general of the 
U. S., Arthur E. Summerfield, a 
Chevrolet dealer in Flint, re- 
viewed President Eisenhower’s 
policies and accomplishments and 
told how everything possible is 
being done to get the post office 
department out of the red. He 
said it is very discouraging to 
close his desk every night know- 
ing that his unit is operating at 
| @ loss. 


Karl M. Richards, field services 
| manager of the Automobile Manu- 
|facturers Assn., stating that the 
U. S. population is due for a big 
rise, said there therefore will be 
more cars sold in the future and 
added that more roads must be 
built to handle them, 


A light-hearted banquet speech 
was delivered by Gene Flack, sales 
counsel and advertising director of 
Sunshine Biscuits. He told of 
humorous selling situations. 


Two main resolutions were 
passed at the parley. One urged 
Secretary of State Owen Cleary, 
who attended the convention, to 


| 





said that| allow auto dealers’ license numbers 


to remain the same year to year 
and to give dealers the same 
number on license plates as on 


|yards worked together for three! their licenses. 


The other made Summerfield an 
honorary director of MADA for 
life. This resolution lauded the 
postmaster general for his efforts 
on behalf of dealers over the years. 


Virginia’ Ss Dealers 


Mull Next Action 
In Records Fight 


RICHMOND, Va.— The Automo- 
tive Trade Assn. of Virginia last 
week was undecided whether it 
would continue to fight for access 
to automobile license records of the 
State Division of Motor Vehicles. 


Paul R. Lauritzen, association 
president, said he was “awfully 
surprised” at a decision of Circuit 
Court Judge Harold F. Snead 
which sustained a State demurrer 
to Lauritzen’s petition for a writ 
of mandamus forcing DMV to 
make the lists available. 


Lauritzen, whose association’s bid 
for the records several months ago 
|was topped by that of the Motor 
Vehicle Statistical Service, said he 
|planned to call a special meeting 
| of the trade group’s executive com- 
| mittee to discuss the ruling. 
| The Motor Vehicle Statistical 
| Service at present has exclusive ac- 
}cess to the records. The service is 
|owned by John E. Raine, who was 


| fired some months ago as manager 


| 


$2,500. The papers compared what_ 


| 


of the Virginia association, and his 
son, David, who was ousted as as- 
sistant manager of ATAV. 


If granted, the petition for man- 
damus would have forced the State 


| bureau to open the license records 


to any qualified person or associ- 


|ation wishing to copy or inspect 


| them. 
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and dealers in ene vehicles, parts and accessories. § 2. A fair profit to 
. ™ the dealers on every used vehicle accepted in partial payment for a new 
& Aa car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
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. R a 15. A return to the precepts of independence and the rewards of 


pplied energy and ability, which made America and gave more of her 


NEWS tt zens more of the better things of life than anywhere else in the world. 


The Man Who Sold Hot Dogs 


a was a man who lived by the side of the road and 
sold hot dogs. He was hard of hearing, so he had no 
radio. He had trouble with his eyes, so he read no news- 


papers. 


But he sold good hot dogs. He put up signs on the high- 
way telling how good they were. He stood on the side of the 
road and cried: “Buy a hot dog, Mister?” And people 
bought. He increased his meat and bun orders. He bought 
a bigger stove to take care of his trade. 


He finally got his son home from college to help him out. 
But then something happened. His son said, ‘Father, haven’t 
you been listening to the radio? Haven’t you been reading 
the newspapers? There’s a great world crisis. The European 
situation is terrible. The domestic situation is worse.” 


Whereupon the father thought, “Well, my son’s been to 
college, he reads the papers and he listens to the radio, and 
he ought to know.” 


So the father cut down on his meat and bun orders, took 
down his advertising signs, and no longer bothered to stand 
out on the highway to sell his hot dogs. And his hot dog 
sales fell almost overnight. 


“You’re right, son,” the father said to the boy. “We cer- 
tainly are in the middle of a great world crisis.” 


~ * * 


Epitor’s NoTE: While the above is an old story, we 
believe it particularly appropriate today with this addi- 
tion: Don’t be like the man who sold hot dogs—Expand 
your sales efforts. 
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Drive Carefully —The Wife 
You Save Might Be Your Own. | 
Headline in THOMPSONVILLE 


(CoNN.) Press. || of Bus ciVi lizetron ls the 
aed | orn A olf business 


a aahyzs 
No Cash, No Ulcers ony te hh See 


British Columbian Indians, | = Survival OF Hp)27 


who spend their whole lives . 
working for copper plates, have 3 on oon’ b them 


found a way around the busi- tee and 
ness of accumulating a pile of ot Ate oy itp 


cash and a pile of ulcers at the 
same time. 


From time to time they pile 
all their plates into canoes and 
paddle ceremoniously out to sea. 
When they get to a suitably deep 
place, they pick up the plates 
and toss them over the side. The 
man whose money made the big- 
gest splash is immediately elec- 
ted head man until the next 
time for throwing away money 
rolls around.—Tide magazine. 

cd * * 


Time to Sell 
There is plenty of evidence 
that the time has come for all 
dealers to get back to really | 
selling agcin.—Pav. R. Davis, 
Studebaker sales manager. 
* * * 


No Local Affair 


We must begin ...to make | 
decisions with an eye to the | 
national need ... bearing in | 
mind always that a_ short- 
sighted decision in Minnesota | 
or Louisiana can very easily 
create inequities and disloca- 
tions which will have a serious | 
influence on motor vehicle 
transportation in Maine or 
California.—Don McClaugh- | 


®Qhe o the major miracles 


erty, president, American | 
Assn. of Motor Vehicle Ad- | 
ministrators. 


* * * 


Best Notice 


Publicity is the most valuable 
advertising a businessman or 
his firm can get. It can’t be 
bought like a full-page ad; it 
has to be earned. — Dan Valen- 
tine, Salt Lake City Tribune 
columnist. 


WA USEP-CAR DEAL WHATS 
THE BEST /NSURANCEE ? 


Letterbox 





* * * 


Share in Safety 


Management, labor and pub- 
lic and private agencies share 
an obligation to safeguard their 
fellow citizens employed in the 
workplaces of the nation.— 
President Eisenhower. 

a * * 


Cost of Legislating 

The House votes ot let con- 
gressmen deduct all Washing- 
ton living expenses from 
income taxes. A congressman, 
you know, has to maintain two 
residences—one where a con- 
stituent can always call to find 
that he’s at the other one.— 
Fletcher Knebel. 


* * * 


Need Backlog Is Huge 


The prosperity of our country 
is not dependent upon war or 
defense expenditures. The back- 
log of needed municipal and 
state improvements is huge... 
The American people have a 
continuing appetite for new 
products. — Harlow W. Curtice, 
president, General Motors. 





used, if you so request. 


Dealer Tactics 

Over three months ago AUTOMO- 
Tive News published a letter of| 
mine concerning the ethics of cur- 
rent automobile advertising. You 
will be interested to learn that I 
have received numerous letters 
from various parts of the country 
and many telephone calls from 
dealers in this area, in response to 
that letter. 

First information that it was 
printed came from a local sub- 
scriber, who expressed appreciation 
and stated that the article would 
be included in the agenda at the 
next meeting of the dealer associ- 
ation. 

Although my time allotted to 
broadcast listening is limited and 
I have no ambitions as a censor, 
I have noted a conspicuous ab- 
sence of flagrant claims during 
the past few weeks. On the other 
hand, a few automobile men have 





10 Years Ago... 


The Big Story 


Arguments have been heard by the Texas Supreme Court on the 
appeal of Ford Motor Co. from an Austin Court of Civil Appeals 
decision remanding for trial a suit charging violation of antitrust 
statutes. Contention of the State is that Ford’s agreements with 
dealers violate the restraint-of-trade prohibitions regarding desig- 
nation of sales territory and prices at which merchandise is to be 
sold ... Motor carrier freight volume decreased in May by 3.5 per- 
cent from April but was 16.4 percent greater than in May, 1942, the 
American Trucking Assns. reported ... An amendment to existing 
tire-freezing regulations which would permit any used-car dealer to 
install such tires as are already in his stock on his own used cars 
was urged by Martin Bury, president of the Philadelphia Automobile 
Trade Assn. . . . The average automotive wholesaler last year did 
$338,883 worth of business, it is reported by the National Standard 
Parts Assn. It was further revealed that the average jobber carries 
an inventory of $69,037, has 751 accounts and employs 25 persons. 

—From the files of Automotive News. 





‘Flagrant Claims ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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Kil KE CLOWNS OF THE HIGHWAYS 
SET OVe INSURANCE RATES? 
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gone out of their way to inform 
me of trading practices and 
transactions, the like of which 
should be turned over to the legal 
authorities. Most of this informa- 
tion had to do with abusive con- 
tracts and, in most cases, the 
methods were under-handed, 

Through a source entirely apart 
from automotive channels, in fact 
during a luncheon for advertising 
men, I heard the story about an 
elderly gentleman who had been in 
the market for a good used car. 
The old man had no car to trade 
and was expecting to pay about 
$1,000 in cash. He approached a 
dealer’s representative at an estab- 
lishment of good repute and out- 
lined his desires. 

The young salesman led the pros- 
pect to a 1948 sedan and gave a 
thorough presentation, calling at- 
tention to cleanliness and quiet, 
good rubber and attractive finish, 
then offered a demonstration. After 
a dozen blocks, the prospect was 
offered the controls and he drove 
the car, liked it and ordered it 
licensed in his name. Before de- 
livery the car was sent to the 
grease rack for final checking, oi! 
level, tire pressure and battery. For 
good measure the right front wheel 
was pulled to examine the remain- 
ing brake lining. 

The buyer was assured that he 
should have good brakes for many 
thousands of miles. About two 
months thereafter, the old gentle- 
man thought that the brake pedal 
was extending too close to the floor, 
so he requested an adjustment. Ex- 
amination showed that the brake 
linings were worn to the point of 
needed replenishment. The sales- 
man was called, he re-checked the 
right front lining and then the 
others. 

Then without delay he procured 


a requisition for a complete set 
(See LETTERBOX, Page 49, Col. 1) 
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Retail Used-Car Sales. 
Are Up Slightly 


By Sam Sampson 
Staff Writer 

HERE was a marked readjust- 

ment in the prices of used cars 
at wholesale last week, according to | 
Automotive News’ used-car index, 
but the over-all average price re- 

mained unchanged from a week 
earlier at $988. 

Retail sales, according to re- 
ports received here last week, are 
slightly improved, as several areas 
saw increased action on the lots 
in the pre-July 4 period. 


But used-car inventories are still 
very high, the reports say, and 
dealers a are e searching hard for used- 


Chevrolet to Build 
25 Percent of 


Own Car Frames 


FLINT.—Chevrolet is going into 
the frame business, setting up 
capacity to build 25 percent of its 
own car frames in a new 600,000- 
square-foot Flint plant, T. H. Keat- 
ing, general manager, announced 
last week. 

Ground will be broken in August 
and the plant is scheduled for com- 
pletion in 1954, Keating said. The 
new structure, to be built adjacent 
to the Flint assembly and new 
Flint engine plans. It will be No. 
28 in the Chevrolet network of 
manufacturing and assembly plants 
in 10 states. 

About 850 new jobs will be pro- 
vided in the frame plant, Keating 
said. Heavy stampings, such as 
hoods and fenders, will be moved 
from downtown Flint to the new 
plant, while light stampings will 
continue downtown. 

“Our present car frame suppliers 
have been informed of _ these 
plans,” Keating said. “Whereas we 
now buy all our frames outside, we 
intend to purchase approximately 
75 percent of our frames from our 
present suppliers after the new 
plant is built, and with no ceiling 
in sight on the rising demand for 
Chevrolet product, our own frame 
capacity only anticipates Chevro- 
let’s increase in total manufactur- 
ing requirements.” 

Overhead in the stamping plant 
will be a mezzanine for employe 
cafeterias and locker rooms, served 
by reversible escalators for one- 
way pedestrian traffic in rush 
hours. 


car customers. Many dealers staged | 
last-ditch sales drives before the} 
holiday. 
a * * 

T THE wholesale level, action oi 

the auctions appeared to cool 
| off last week, as the sales ratio of | 
cars offered at the blocks dropped | 
to 59 percent—the lowest level since | 
mid-March. 

As compared with the prices a| 
week ago, prices by years changed | 
sharply. Fluctuations ranged from 
a $46 loss for '47s to a $37 gain for 


| 53s, the index showed. 


Auction operators declared that | 
prices were quite steady on real! 





Removable steel sections in the | 


stamping plant floor provide flex- | 
ibility for repositioning big presses | 
during model changeovers. The | 
plant will contain a completely | 
automatic scrap handling system 
using under-floor trenches and con- 
veyors, automatic balers and auto- 
matic positioning of freight cars to 
receive the baled scrap. 


Truck Committee 
Plans Clinic for 


NADA Parley 


WASHINGTON. — NADA'’s truck 
committee has developed plans for 
a truck-merchandising clinic to be 
held at the NADA convention Jan. 
9-13 at Miami Beach. 

The committee held a two-day 
meeting here last week and ar- 


| 


ranged the convention clinic after | 


deciding that profitable selling of 


trucks is one of the major problems 


of dealers. 
The committee 
suggested appraisal and sales an- 


also developed 


alysis forms to be used as working | 


tools for truck dealers. 

NADA’s next Motor Truck Dealer 
Aids will include samples of these | 
suggested forms. 


| 


Truck committee members are: | 


R. S. Abbott, Alexandria, La. 
(Ford), chairman; xr. J. Ross, Ft. 
Smith, Ark. (Dodge). R. J. Soulen, 
East Hartford, Conn. (GMC); Hal 
L. Smith, Atlanta, Ga. (Chevrolet); 
F. C. Armstrong, Warren, O., (In- 
ternational); Lew Ullrich, Louis- 
ville, Ky. (ATAM representative), 
and D. C. Barnhart, secretary 
(NADA staff). 


clean cars, but that reconditioned | 
units and rough cars were not 
moving. 
* * * | 
REPORT from the Detroit Auto | 
Dealers Assn, last week showed | 
that realers in Wayne County had | 
sold 5,500 used cars during the first | 
10 days of June, as compared with | 
4,202 units for ‘the similar period | 
of May. 

Detroit dealers say that prices | F 
are at rock bottom in the area, | 
but that apparently used cars have 
caught on a little. A part of this, | 
however, is credited to hard selling | 
on the part of used-car personnel, 
and programs of “sharpening them 
up” for eye appeal. 

* * * 


[DEALERS across the country are | 
undecided as to what to expect 
of the market following the Fourth. 


If the seasonal drop occurs, 
many of them say, dealers will 
be closing doors by the dozens as 
large stocks of expensive used 
cars drag them under. 

“How much worse can it get?” | 
others ask. “We've had a slow used- 
car market all spring. The market 
is going to stay about the same or 
perhaps get a little better.” 

And those dealers who are in- 
clined to be pessimistic answer the 
question of how much worse can | 
it get with a “Wait and see.” 


+. * * 
"2 used-car market has re- 
mained soft in Miami, dealers 
there report. By comparison, new- 
(Continued on Page 51, Col. 1) 
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| Night Turns to Day as Chevrolet Plant Works Around Clock— 


Typical of night production scenes as the auto industry turned the six-month mark at high output levels is this view of the 


Chevrolet plant at Tarrytown, N. Y., one of four Chevrolet assembly plants operating a night shift. 
supplies the eastern market with Chevrolets. 


the Hudson River near New York City, 


cars and trucks built in the U. S. and Canada in the first half. 


But Chicago Survey Uncovers Wide Variance .. . 





Chevrolet set a new record of 
The previous record was 1,049,336 in the first half of 1950. 


located on 
1,071,030 


Tarrytown, 


Salesmen’s Earnings Top $100 


of earnings of new-car salesmen/earnings is due to differences in 

| conducted by the Chicago Automo- | | ability and effort, the survey re- 

| bile Trade Assn. The survey covered | port says. 

636 salesmen employed by 162 new- | 

| car dealers. 
About 21.6 percent of the sales-| salesmen salary plus commission; 

~ |men have weekly pay checks of $150 | 23 percent allow a drawing account 


By George Barclay 
Staff Correspondent 


CHICAGO.—More than 22.6 per- | 
cent of automobile salesmen in Chi- | 


|cago earn between $120 and $130) 


per week, according to a survey 


Convention Aides 


Appointed by 


‘Missouri Dealers 


JEFFERSON CITY, Mo— 
Members of the convention and dis- 
trict committees have been ap- 
pointed by Hubert L. Tate, presi- 
Automobile 
Dealers Assn. 

R. G. Bentrup, of Kansas City, 


| will be chairman of the convention 
| committee. Other members are Ray | 
Faddis, Ervin Feld, Don E. Fitz- | 


gerald, Herbert Kincaid and Wil- | 
liam J. Sullivan, all of Kansas City. | 

The district committee, according 
to the association, is composed of 
a member from each of the seven 
districts and has the job of stimu- 
lating better convention attendance. 

Its chairman is William R. Allen 
jr. Other members are Lawrence 
Cooper, St. Joseph; Roland Martin, 
Canton; Charles Donnelly, Fayette; 
Dan Stanley, Joplin; Bill Gladney, 
Sikeston, and Laurence Goldbeck, 
St. Louis. 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


July 1 | 
(Prices down—but sale was fast. | 

Sold 109 cars out of 149 offerings.) 

BUICK—'51 RM conv., $1,540*. ‘50 
Special 4-dr., $725, $960*; 2-dr., 
$905*; RM 4-dr., $945*. "49 RM 4- 
dr., $610; 2-dr., $620. ‘48 RM 4-dr., 
$460, $420, $350. 

CHEVROLET~—-'52 SL Deluxe 2-dr., $1,- 
225*. ‘51 SL Deluxe 4-dr., $1,010*, 
$910; 2-dr., $1,000, $900, $855; Bel 
Air, $1,285. ‘50 SL Deluxe 4-dr., 2 
at $800; club coupe, 2 at $700; SL 
Special 2-dr., $635. ‘49 conv., $775; 
SL Deluxe club coupe, $575; 2-dr., 
$510. 

CHRYSLER—'51 4-dr., 
conv., $1,385". 

DeSOTO—'51 Custom 4-dr., $1,060, $1,- 
170*. °50 Custom 4-dr., $870; club 
coupe, $785. '48 Custom 4-dr., $515, 
$505. 

DODGE—'51 Coronet 4-dr., $950. °50 
Wayfarer 2-dr., 2 at $715; Meadow- 
brook, 4-dr., $855 

FORD—'52 Custom (8) 4-dr., 
"51 conv., $1,225*; 
$1,005*, $1,010*, $900; Custom (6) 
2-dr., $780. '50 Custom (8) 2-dr., 
$650, $705, $735, $510, $525; 4-dr., 
$725. °49 Custom (6) 2-dr., $500; 
Custom (8) 2-dr., $370, $470. 

KAISER—’51 4-dr., $965*; 2-dr., 

MERCURY — ’51 conv., $1,225; 
$1,000. '50 4-dr., $880, $900; 
terey, $1,010. 

NASH—’'52 Statesman 2-dr., $1,100; 4- 
dr., $1,275*. °51 Statesman 4-dr., 
$700. °50 Statesman 2-dr., $530. 

OLDSMOBILE—'52 (88) 2-dr., $1,775*. 
"51 (88) 4-dr., $1,235*. '50 (88) 4- 
dr., $930*. '48 (76) 2-dr., $440*. 

PACKARD—'51 (200) club coupe, §$1,- 
350*; 4-dr., $1,130. 

PLYMOUTH—’52 Cambridge 4-dr., $1,- 
030. °51 Cambridge 4-dr., $850; club 
coupe, $935, $770. '50 club 
coupe, $710; 4-dr., $750. 

PONTIAC—'51 Chieftain (8) 2-dr., $1,- 
325*. °50 conv., $1,135*. '49 SL (8) 
2-dr., $740*. '48 SL (8) 2-dr., $650. 

STUDEBAKER ’52 Commander (8) 
club coupe, $1,190. '51 Commander | 
(8) 4-dr., $775, $875; 2-dr., $710. '48 
Champion 4-dr., $390. 


*Indicates automatic transmission or 


$1,270*, $1,220; 


$1,490*. 
Custom (8) 2-dr., 


$865. 
4-dr., 
Mon- 


$810, sD 


June 24 
(Dealers looking for good clean 
cars, Good sale, Sold 100 cars out of 
130 offerings.) 


BUICK—’'48 RM 4-dr., 
4-dr., $460. 
CADILLAC 
$1,530*. 
CHEVROLET ‘52 SL Deluxe 2-dr., 
$1,190. ‘51 SL Deluxe 2-dr., $1,050*, 
$1,030, $1,005, $1,000*, $1,035, $1,- 
055*; 4-dr., $915, $1,070*; Bel Air, 
$1,310. $1,270*, $1,200. ‘50 SL De- 
luxe 2-dr., $845, $775, $580; 4-dr., 
$795. $800. "49 SL Deluxe 4-dr., $660, 
$620; club coupe, $600, $620. '46 SM 
4-dr., $220. 
CHRYSLER 
4-dr., $295. 
DeSOTO ‘50 conv., 
luxe club coupe, $660. °47 
4-dr., $275; 2-dr., $320. 
DODGE—'51 Wayfarer 2-dr 
Custom 4-dr., $520. 
FORD — '53 Custom (6) 4-dr., 
"52 Custom (6) 2-dr., $1,250; Custom 
(8) 2-dr., $1,590*, $1,400. °51 Cus- 
tom (8) 2-dr., $855; 4-dr., $1,070. ’50 
Custom (6) 2-dr., 2 at $720, 2 at 
$600; Custom (8) 2-dr., $835; conv., 
$1,020*. "49 Custom (8) 2-dr., $525; 
4-dr., $575, $570. (8) club 
coupe, $460, $400. SD (8) club 
coupe, $425. 
HUDSON—’'48 Super (6) 4-dr., $310. 
LINCOLN—’'53 Cosmopolitan 4-dr., $3,- 


425*. 

MERCURY $1,860*. 
49 2-dr., 2 at $525; conv., 
$650. 

OLDSMOBILE 
$1,440°. ‘50 
(76) 2-dr., 
$475*. 

PACKARD—’52 (300) 4-dr., $1,910*. 

PLYMOUTH —'51 Cambridge 4-dr., 
$820, $900; club coupe, $855. ’50 De- 
luxe 4-dr., $790, $695; club coupe, 
$670. '49 SD 4-dr., $665. 

PONTIAC — '51 Catalina, $1,585*. 
Catalina, $1,280*, $1,320*. 
tain (8) club coupe, $550. 
4-dr., $325. 

STUDEBAKER ‘53 Commander (8) 
club coupe, $2,200*. ‘51 Commander 
(8) 4-dr., 2 at $800*. '50 Champion 
2-dr., $520, $625; Starliner, $550. 


overdrive, and (ps), power steering 


$475. °47 Super 


‘49 (62) 4-dr., $1,505", 


"49 club coupe, $765*. ‘47 


$1,025". °49 De- 


Custom 
, $875. °48 


$1,680. 


’48 SD 
"47 


~ '52 club coupe, 
710*, 


‘51 
(98) 
$675. 


(88) 
4-dr., 
"48 


club coupe, 
$915*. °49 
(78) 2-dr., 


"50 
"48 Chief- 
‘47 SL (8) 


Other Auction reports are on Pages 18, 41-42. 











|to $160, the survey shows, Sixteen | 


|percent are in the $140 to $150 
| bracket; about 9 percent earn $130|3 percent pay a straight salary. 


to $140, and 7.5 percent are in the 
$100 to $110 category. 

The survey shows that about 
2.7 percent make from $90 to 
$100 per week. At the top of the 
list are slightly over 2 percent 
with weekly earnings over $210; 
a similar percentage make from 
$200 to $210. 

The _wide Tange i in total _weekly 


Dealers Warned 


Of Ex-Police Cars 
On N.Y.C. Market 


NEW YORK. More than 1,000 
used police cars from Philadelphia 
have been emptied on the used-car 
market here, the Automobile 
Merchants Assn. of New York 
warned dealers last week. 

Most of the cars, AMANY said, 
are '52 Fords and Chevrolets, and 
some new and used-car dealers are 
offering the cars to the public at 
prices from $100 to $300 below the 
going wholesale rate here. 

The organization warned dealers 
to look over '52 models offered as 
tradeins, in the belief that as soon 
as the buyer knows that his re- 
cently bought car is an ex-police 
ear, he will attempt to unload it. 

New York newspapers have re- 
fused ads on the cars unless the 
ads specify the cars to be ex-police 
cars. However, before the ban was 
laid down, one used-car dealer of- 
fered them in a large ad for $1,095, 
it was said. 

Meanwhile, according to AMANY, 
the City License Department is 
contemplating adding police cars to 
its “Rules Governing Dealers in 
Second-Hand Automobiles,” mak- 
ing it mandatory that police cars 
be advertised as such at the time 
of resale. 


White Announces 


| 


‘Stock Issue Plan 
‘To Buy Autocar 


CLEVELAND.—White Motor Co. 
announced last week its intention 
to acquire substantially all the as- 
sets of the Autocar Co. in exchange 
for White preferred stock. 

Autocar’s president, E. F. Coogan, | 
confirmed the deal at Ardmore, Pa., 
adding that Autocar personnel aa| 
continue in their present posts. Au- 
tocar will be operated as a White 
division. 

Robert F. Black, White president, 
described the move a part of his 
company’s “long-range plans for di- 
versification.” It could not be im- 
mediately determined what the 
effect will be on a present arrange- 
ment whereby Autocar branches 
sell Reo trucks. 

Under terms of the White-Auto- 
car agreement, White will issue 86,- 
500 shares of 5's percent voting- 
preferred stock, $100 par value, and 
will assume substantially all Auto- 
ear’s obligations. 


| covered 








Fifty-nine percent of the dealers 
in the survey pay their 


plus commission; 13 percent operate 
on a straight commission basis, and 


Seventy-five percent of the new- 
car dealers pay commission to sales- 
men on the sales of accessories. 
Sixty-one percent of the dealers pay 
salesmen commissions on the sale 
of financing. 

Seventy-two percent of the deal- 
ers sell demonstrators to their 
salesmen at a discount. Most of 
the other 28 percent provide cars 
for their salesmen. 

In further questionnaires cover- 
ing 92 dealers employing 224 used- 
cars salesmen, the survey disclosed 
that 21.4 percent of the used-car 
salesmen earn $150 to $160 per 
week; 20.5 percent are in the $120 
to $130 bracket; 14 percent earn 
$140 to $150; 6.2 percent earn over 
$220 and 1.8 percent make $70 to 
$80 per week. 

Sixty-three percent of the dealers 
pay salary plus commission to used- 
car salesmen; 8 percent provide a 
draw plus commission; 24 percent 
work on a straight commission 
basis and 4 percent pay a straight 
salary. 


Ruef Is Promoted 
In Dodge Sales 


DETROIT. — Promotion of Paul 
M. Ruef to the Dodge executive 
sales staff was announced last week 
by R. C. Somer- 
ville, sales vice- 
president. 

Ruef formerly 
was midwest zone 
truck manager, 
and prior to that 
served as a 
regional manager 
in Kansas City, 
New York City 
and Memphis. He 
joined Chrysler 
Corp. in 1941 and 
was assigned to Dodge in 1944. 

Ruef will take part in the plan- 
ning and direction of the over-all 
Dodge sales program, Somerville 
said. 





Paul M. Ruef 





é 


‘Oscar’ for Kaiser— 


Detroit Traffic Court Judge John CD. 
Watts (left) hands the National Safety 


| Council's 1952 award for the best safety 


movie to C. J. Leonard, Kaiser advertising 
manager, in recognition of the firm's pro- 


duction of ‘Word of Honor," a film deai- 
ing with thrill-driving teen-agers. It is 
distributed nationally through Kaiser 
dealers. 
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WHATS AROUND THE CORNER ? 
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Anyone who’s been a part of the automotive indus- 
try during the last few years knows what a fast- 
moving, fast-changing race it is! In the tire business, 
for example, it isn’t enough to keep a jump ahead of 
other tire makers—we have to anticipate the needs 
of the cars of tomorrow. 


Just think of the advances of the past few years— 
automatic gear shifts, power steering, power brakes, air 
conditioning, higher and higher horsepower. They’ve 
come off the drawing boards in Detroit and gone 
rolling down the highways. 


Such advances have made today’s dream wagon a 
heavier, more powerful car—have increased the burden 
today’s tires have to carry. And keeping far enough 
ahead to see what tomorrow will bring is no easy job! 


Here at Goodyear, we’re understandably proud of the 
fact that we’ve managed to keep ahead of the indus- 
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try’s fast pace. For despite the extra burden on tires, 
today’s De Luxe Super-Cushions are giving motorists 
more trouble-free miles than ever before. It’s a fact 
that the cost of driving a thousand miles on Goodyear 
tires today is just about half what it was in 1926! 


Small wonder, then, that car makers—who really 
have to know tires—are putting more Goodyear 
Super-Cushions on their newest cars than any other 
tire! And that car owners, too, buy more Super- 
Cushions than any other low-pressure tire! 


Yes, again this year as for the last 38 consecutive 
years—more people ride on Goodyear tires than on any 
other kind! 


This nationwide preference for Goodyear speaks 
for itself. It assures customer confidence when new 
cars are delivered on De Luxe Super-Cushions—by 
Goodyear. Goodyear, Akron 16, Ohio. 


De Luxe Steer f cushion by 
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(And who'll build the tires for it?) 
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New Chrysler Tanks | 


On Way to Troops | 


NEWARK, Del.—Patton 48 | 
| tanks, latest addition to America’s | 
| armored might, now are on their 
>| way to field troops. The first 
| trainload of these medium tanks, 
| left Chrysler Corp.’s Delaware 
| tank plant last week. 
| Foremost among their features 
are one-piece cast armor hull and 
turret with shell-shedding con- 
| tours, high-velocity 90-millimeter 
| cannon, power steering, stronger 
and wider tracks, and an im- 
proved optical range-finder sys- 
tem, 









#.> | Tire Dealers Schedule 


Convention for October 
WASHINGTON.—The 33rd annu- 

al convention of the National Assn. 

of Independent Tire Dealers will be 





Truck Caravan Planned by Dodge Dealers— 


Dodge dealers from Tennessee, Louisiana, Mississippi and Arkansas study road maps 
to chart their routes home from Memphis. They drove 150 new Dodge trucks to their 
home cities to observe the opening of the Dodge truck merchandising center in held Oct. 11-14 in Cincinnati. 
Memphis. In the front row (from left) are R. J. Young, New Orleans; Thomas A. Tingle, The association expects some 3,000 
Memphis regional manager for Dodge, and R. N. Parris, of Nashville. Back row: E. C. dealers and industry officials to at- 
Freeman, manager of the center; John Wellford, Memphis; James Liles, Searcy, Ark.; tend. 

J. M. Wilson, Memphis regional truck manager, and E. C. Johnson, Meridan, Miss. | Topics scheduled for discussion 
: ~|at the parley include advertising 





Wondering how new-car and truck production and sales are making out? AUTOMO- | programs and budgets, management | 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | problems, recapping techniques and 
automotive industry, every week throughout the 


year. 


|'development of executives. 


FLOYD CLYMER REPORTS ON 





“The car steers 


power steering and easier 
most cars of comparable 
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| Detroit Dealers Stage ‘Teacup Test’ Parade— 





Bill Hermann (seated in car), president of the Metropolitan Detroit Hudson Dealers, 


| leads a parade of Hudson Jets past City Hall to invite Lovis C. Miriani, Common 
| Council president, to take a “teacup test’ demonstration ride. This was the first of 


five cavalcades to tour each dealer area of the city this month. At right is Al Rhodes, 


zone merchandising manager. 


DETROIT. — A new building has 
been opened at 13580 Conant Ave. 
here by Detroit Automotive Prod- 
ucts Corp. for the convenience of 


Thompaton Front Suspension Ball Joints- 


almost as easily 


while in motion as if it were equipped with 


at all speeds than 
weight”. 


. .. from Mr. Clymer’s Popular Mechanics report on the 1952 
Lincoln, with whose engineers Thompson Steering experts 
worked in the development of its new front suspension ball joints. 


@ Reducing lubrication points from 12 


put them on your Team! 


If you have a steering problem you'd 











Standard King Pin Type ae 
Suspension . 


Thompson Front Suspension 
Ball Joint 


Lubrication points are reduced from 
approximately five to two fittings per side. 


@ Increasing service life many times over. 


. .. Showing what Thompson Engineers can do whe 


write, phone or wire Thompson Products Iac., De 
aa ; & . : 
Division, 7881 Conant Ave., Detroit Lag Mi : 


Si major eutomoti oloed. 
i major aulemotive problems 4 

@ Reducing turning resistance for much easier steering. 

@ Creating new space for wider modern engine design. 


@ Cutting the manufacturers assembly line time. 
@ Eliminating front end suspension bind. 


to 4. 
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Truck Axle-Mounting Shop 
ds Opened in Detroit 


dealers who wish to have dual-drive 
rear axles mounted on the cus- 
tomer’s truck chassis before the 
chassis is delivered to the dealer. 

The new building will be de- 
voted exclusively to the mounting 
and servicing of Thornton Drives, 
NoSpin differentials, NoSpin over- 
running clutches and other com- 
pany products, 

Due to its location, the new build- 
ing will be of special benefit to 
Ford, Chevrolet and Dodge dealers 
who are furnished a “package deal” 
in axles for their truck chassis in 
the more popular sizes. 

The new mounting station, it is 
claimed, will have these dealers 
money in freight as well as ma- 
terially cutting down the time 
needed for such mounting when the 
chassis has to be sent first to the 
dealer, then to a distributor and 
then back to the dealer before it is 
{turned over to the ultimate cus- 
| tomer or body shop. 

In addition to the 70 equipment 

distributors throughout the U. S. 
| and 15 in export territories, De- 

troit Automotive Products has 
| established three supplementary 

installation centers in the De- 
troit area, These are the Thorex 

Corp., 21427 Mound Rd.; B & L 

Truck Equipment Co., 13996 E. 

Nine Mile Rd., and Tardiff Sales 
| & Service, 9102 Telegraph Rd. 

In the process of developing new 
| products as well as sales and mer- 
chandising programs, the company 
has retained the Detroit territory 
as a sales and service development 
area. The resultant sale and service 
plan which has proven so success- 
ful in Detroit is now being trans- 
planted to prominent distributor 
areas with considerable success. 

Recent new products developed 
by the company include the Super 
Load-Booster third axle unit, which 
| is of the so-called pusher type. This 
| unit lends itself to a shorter-coupled 
| tractor-trailer combination for 
highway purposes. 

The driving axle at the rear of 
the tandem improves traction 
over trailing axle types, the firm 
says. Original production units of 

this third axle have now traveled 
| more than 250,000 miles with little 
or no service requirements in that 
| period, according to Alvin Hill, 
| president of Hill Lines, Inc., oper- 
| ating out of Amarillo, Tex. 

The company says its NoSpin 
overrunning clutch permits the use 
lof two-speed axles in a tandem- 
drive bogie, heretofore found im- 
| possible. The firm has licensed its 
| NoSpin products for manufacture 
|in Italy and is conducting negotia- 
|tions for manufacturing rights in 
other European countries as well as 
with certain automotive equipment 
manufacturers in the U. S. 

According to S. F. Baker, presi- 
dent of Detroit Automotive Prod- 
ucts, in the last three years more 
than 300 Thornton Drives have been 
i\sold to the trucking industry in 
{and around Detroit. 

Detroit installation with drive- 
| away facilities has been the means, 
for some years, of reducing costs 
|for the company’s customers 
| throughout the U. S. 


Monarch Moves Office 
CHICAGO. — The Chicago sale3 
staff of Monarch Machine Tool Cc. 
has moved to larger quarters at 
6645 W. North Ave., Oak Park, Il, 
= is announced by R. A. Bertsch, 
district manager. 
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New Twist In Demonstration Drives... 


‘Teacup Test’ Draws Prospects 
Sells Jets, Hornets, Wasps— Even Used Cars 


DETROIT. — For the past five 
weeks, Hudson dealers have been 
extra busy giving demonstration 
rides in the compact, new Hudson 
Jet. More aggressive dealers have 
taken on extra salesmen to help 
handle increasing business. The rea- 
son: Hudson’s multimillion-dollar 
“Teacup Test” campaign. 

According to N. K. VanDerzee, 
Hudson sales vice-president, “The 
‘Teacup Test’ campaign is an out- 
standing success. It’s swelling sales 
and profits for dealers and their 
salesmen all across the U. S. 

“The ‘Teacup Test’ is a dramatic 
way to demonstrate a car: scien- 
tific and convincing. Dealers in- 
vite the public to witness the Jet’s 
performance and economy on just 
a teacup of gas! Demonstration 
cars are equipped with gasoline 
metering devices. Prospects not 
only feel the exciting performance 
of this new kind of car; they see 
proof of the astonishing gas mile- 
age they’re getting. 

s “This campaign is proving to be 
of widespread interest — it’s drawing 
prospects from every price field,” 
continued VanDerzee. “Here’s what’s 
helping to turn the trick: a contest 
with 23 Jets as prizes; advertise- 
ments in more than 1800 newspapers 


Hudson Will Award 
23 Jets in Contest 


DETROIT. — As part of their 
“Teacup Test” campaign, Hudson 
is sponsoring a contest in which 23 
Hudson Jets will be given away. 

Contest participants must visit 
a Hudson dealer and try the Jet’s 
remarkable performance and 
economy—demonstrated with “a 
teacup of gas” in a gasoline 
meter. After the “Teacup Test,” 
an entry blank must be filled out, 
and this sentence completed in 25 
words or less: “The advantages of 
this new kind of car, the compact 
Hudson Jet are...” 

Should a winning contestant 
purchase a Hudson Hornet, Wasp 
or Jet during the period of the 
campaign, he will be awarded a 
check for the delivered price of 
a Jet. 








Survey Shows 
Buyers Like the 
Advantages of 
Compact Cars 


DETROIT.—People appreciate the 
advantages of a compact car — when 
these advantages are coupled with 
high-power performance and big-car 
stability on the road. This is shown 
in a survey of motorists taking 
Hudson’s “Teacup Test” in the new 
Hudson Jet. In the past five weeks, 
over 100 thousand motorists have 
taken the “Teacup Test,” and toted 
up a million miles of driving. For 
most, it’s been their first drive in 
a compact car. 

They’ve found this compact car 
is easy to maneuver in traffic and 
on the highway. It has a shorter 
turning radius—it is easier to 
handle, easier to park. Also, this 
compact car costs less to operate. 
These motorists discovered that 
performance didn’t have to be sacri- 

ficed in order to gain economy. In 
fact, they were astonished at the 
Jet’s remarkable performance. 

Those taking the “Teacup Test” 
found that, while the Jet is a com- 
pact car, it gives an unusually 
smooth, comfortable ride, maintains 
ample room for six passengers and 
has plenty of luggage space. And 
they appreciated that not only does 
a compact car give better gas mile- 
age, it also has a lower first cost, 
saves on tires, oil and on upkeep. 

Hudson’s “Teacup Test” proves 
that a compact car is the only answer 
to the driving needs of many motor- 
ists. For other motorists, it solves 
the problem of the second car. For 
women drivers, it’s a dream come 
true. For all, it is definitely some- 
thing to look into and try when out 
shopping for a new car. 


each week; use of more than 750 
radio and TV stations; and the novel 
nature of the ‘Teacup Test’ itself. 
Hudson is backing up the ‘Teacup 
Test’ campaign with almost three 
million dollars in advertising and 
merchandising support. 

“All this is really paying off in 
new-car orders, and it sets the pace 
for a truly bright future for Hudson 
dealers. New prospect lists that we 
are building will bear fruit long 
after the end of the campaign. What’s 
more, a large cross section of com- 
petitive owners are experiencing 
Hudson performance and economy 
for the first time — and nothing turns 
a new-car prospect into a Hudson 
prospect faster than a demonstration. 

“The features that make the Jet 

a wonderful car to own and drive 
—for example, its extremely low 

center of gravity due to exclusive 


ADVERTISEMENT 





‘step-down’ design — are embodied 
in all Hudson models. That’s why 
many Jet prospects who want 
these features, yet want a bigger 
car, have placed orders for Hudson 
Wasps and Hudson Hornets. 
“Also, many buyers, visiting 
dealers to take the ‘Teacup Test,’ 
actually can’t afford a new car. Alert 
dealers help them to solve their car 
needs with reconditioned used cars— 
which accounts for stepped up used- 
car sales during the campaign. 
“With the Jet in the Hudson line, 
Hudson dealers now have a 94% 
coverage of the entire new-car mar- 
ket — a coverage greater than that of 
dealers handling any other single 
make of car. For Hudson dealers that 
spells more profit opportunities than 
they’ve ever enjoyed before. It makes 
a Hudson franchise one of the most 
desirable in the industry.” 





Hudson Dealers Use Scientific Testing Device— 


In their dramatic “Teacup Test’’ campaign, Hudson dealers are demonstrating 
the spectacular performance and economy of the new Hudson Jet with the help of a 
scientific gasoline meter. During the demonstration drive, gasoline is drawn into 
the device, and fuel from the gas tank is shut off. Then the car is operated solely 
from the gasoline meter, and exact, low fuel consumption is shown while the Jet is 
in action. With just a “teacup of gas’’ Hudson dealers prove that the Jet outperforms 
and outdemonstrates any other car in the lowest price field — and does it with less gas! 





A TEACUP OF GAS” 


AND A NEW KIND OF CAR 
BRING HUDSON DEALERS THE BUSINESS 


Yt 





Dramatic, scientific test proves the compact HUDSON JET has 
the best performance and economy in the lowest price field! 


Right now Hudson dealers are in the midst of one of the 


hardest-hitting demonstration programs in the history of 
the auto business: the ‘“Teacup Test”’ 


Hudson Jet. 


with the compact 


This is a dramatic test of performance and economy. 
Just a teacup of gas, in a scientific gasoline meter, proves 
this new kind of car outperforms any other car in the 
lowest price field—and does it with less gas! 


The ‘‘Teacup Test” is drawing buyers in every price 
field: prospects not only for Jets, but for Hornets and 
Wasps—even used cars. 


This program is backed by nearly three million dollars in 
advertising and promotion—the kind of aggressive sup- 
port you’d be getting if you were a Hudson dealer! Why 
don’t you check into the Hudson franchise—today ! 


Standard trim and other specifications and accessories subject to change without notice. 


HUDSON 












JET 


Best Performance and Economy 
in the Lowest Price Field 


National Stock-Car 
Champion 







WASP 


of the Hornet 








Lower Priced Running Mate 











Phone, wire or write TODAY ! 
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| C. A. J. Hadley, Sales Manager | 
| Hudson Motor Car Company | 
| Detroit 15, Michigan | 
| Please rush full information on the Hudson dealer fran- | 
chise and details on the new Hudson Jet. | 

| 
| Name | 

| 
| Address_ aa | 

| 
| City & State Ste hs { 

| 
| Business SR oe | 
Hsia scammed eguhdisimghaphbe oatmeal , 












Oldsmobile Dealer Council in Session at Lansing— 

Members of the Oldsmobile Dealer Council, representing each of the division's sales zones, held its quarterly meeting in 
Lansing recently. They are (front row, from left), Sam Monfgomery, Houston; E. W. Schuon, Oldsmobile comptroller; William 
Burke, New York; R. E. Griffin, executive assistant to the general manager; J. F. Wolfram, general manager; G. R. Jones, gen- 


eral sales manager; T. C. Downey, works manager; J. L. Conlon, general manager of the Buick-Oldsmobile-Pontiac assembly | 


division; W. J. Croxson, manager, Linden B-O-P plant, and A. D. Anderson, Baltimore. 

Second row: Howard Granger, Kenosha, Wis.; W. M. Werrell, Shawnee, Okla.; C. R. Halladay, Cheyenne, Wyo.; C. A. Blake, 
Harrisburg, Pa.; A. D. Malkin, Chicago; Solomon Spector, Syracuse, N. Y.; M. M. Nevins, Lawrence, Mass.; E. D. McKean, 
Pittsburgh; C. M. Baldwin, Ashville, N. C., and D. W. Good, Bay City, Mich. 

Third row: R. K. Spurgeon, Tulare, Calif.; E. W. Essig, Indianapolis; J. A. Butts jr., Wichita; W. J. Willkomm, New Orleans; 
H. H. Murray, Lakewood, O.; Leonard Bernard, Omaha; C. W. Marti, Rochester, Minn.; James Aiken, West Los Angeles; E. B. 
Jones, East St. Louis, Ill., and R. W. Holler, Orlando, Calif. 


Nutt Adds British Cars 


| has added two British cars-.-MG|parts and service department for 
Clifford T. Nutt, head of the Mon- | 2nd Morris 


to his sales list, Nutt | both the MG and the Morris and 


rovia (Calif.) Packard dealership, | says that he will put in a complete | will expand his sales department. 






A TRUE SUCCESS STORY 


A ride in Doc’s 1900 horseless carriage carried Eli away 
from the farm forever. Coffee and tea, butter and 
eggs—all helped this small farm boy’s dreams come true 


Reading time: 1 minute, 41 seconds 


Ves Ex! ran pell-mell down the dusty country road, his 


face alight with excitement. 


This was in 1900. Master Eli, 10 years old, was on the 
way to Doc’s house, three miles distant. Doc had prom- 
ised not only to show the boy his new Duryea—but to give 
him a ride! 

The thrill of that ride hasn't been dulled by a mere 
passage of half a century. Even today. Eli's face glows 
and a spark is rekindled in his eyes as he recalls the scene. 


Chrysler entered his life. 


“That day.” he said, 
“I knew why I was put 
on earth, and it wasn’t to 
farm. I was crazy for 
just one thing—to be 
around cars.” 


more convinced of it.” 


That enthusiasm—and 
his native ability— made 
Eli a successful man. He 
has been selling automo- 
biles since 1912—and 
Chryslers since they were 
introduced in 1924. He 
can be found at a desk at 
the rear of his showroom, 
easily accessible to his 
customers coming in for cars or service. 











“Management.” he declared firmly, “should be avail- 
able to purchasers after they buy their automobiles—not 
just when the sale is being made.” 

Eli talks to them with obvious sincerity and _ listens you said, 
with a sympathetic ear. Because they go away satisfied. 
they usually return, often with friends. 

The path from the 1900 farm lane to the executive 
desk in his own dealership was not smooth. When he was 
12, Eli and his family moved to the city. His ill father no 
longer could operate the farm. Eli worked days, but he 
was fiercely determined to get an education. Going to 
school nights. he completed high school in 3 years. 


Write for our free booklet of true stories 


Highland Park 3, Michiaan 


DEALERS in Chrysler Corporation 





He not only worked his way through college. but sent 


about enterprising men. Chrysler Corporation, 


Ford’s J. S. Richards 
Slain in South Africa 

NAIROBI, Kenya.—John S. Rich- 
ards, 48, managing director of Ford 
Motor Co.’s South African opera- 
tions since 1949, was slain here July 
1 by African Mau Mau terrorists 
raiding a gun shop. Associated 
Press reported that Richards had 
come here on a business trip from 
his headquarters in Port Elizabeth. 

Richards, who joined Ford in 
Winnipeg in 1928, was district sales 
manager in Toronto prior to being 
transferred to South Africa. 

* «x * 


Mary Anderson, Inventor 
Of Windshield Wiper 

MONTEAGLE, Tenn.—The wom- 
an who invented the windshield 
wiper, Mary Anderson, died at her 
summer home here June 2. She 
was 87. 

In 1903 Miss Anderson was grant- 
ed a patent for a “window clean- 
ing device for electric cars and 


Eli started his own garage and dealership. It flourished 
to such an extent that he sold his food business. 


Returning from World War I to an insolvent business, 
he was invited to be guest of honor at a creditors’ meet- 
ing. He asked for time and got it. In a few years, he 
rebuilt his dying automobile business. 


It was then that 


“At its first showing.” he recalled, “I saw it had features 
found only on much more expensive cars. I drove it and 
it outperformed anything on the street. I knew immediately 
it was the car for us to sell, and 29 years later I’m even 


\ NEW 19244 
| CHR@SLER 4 
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Eli’s prosperous Chrysler-Plymouth business rests on 
a sales theory he evolved peddling door-to-door: “Tell the 
truth, stick to facts, and you don’t have to remember what 


The once barefoot farm boy still has his feet solidly 
on the ground—and money in the bank! 


Obituaries 


money home. His jobs included supervising campus main- 
tenance and 3 coffee-and-tea routes. operating a lunch 
room and repairing cars for less expert students. 
Grubstaked by a former farm neighbor. Eli opened 
up a butter-and-egg business after college. His success 
in peddling coffee and tea door-to-door led him to mer- 
chandise his new products the same way. But this took 
trucks, and the service available disappointed him. So 


CHRYSLER CORPORATION 


PLYMOUTH « DODGE 


products are selected for their 
integrity and merchandising skill... 
to serve expertly the ever-growing 
preference for the superior cars 
and trucks that are products of 
Chrysler Engineering 
Leadership. 











e DESOTO « CHRYSLER & IMPERIAL CARS « DODGE “JOB-RATED" TRUCKS 
FINE CARS OF GREAT VALUE 


|other vehicles to remove snow, ice 
lor sleet from the window.” The 
| first models were hand operated. 

| a” +. * 


| Wilmer A. Hagen, 51, 
|United Motors Official 


PHILADELPHIA. Wilmer A 
Hagen, 51, general sales manager 
of the United Motors Service di 
vision of General Motors, died Jun 
25 while on a business trip here. 

An employe of the firm since 
1927, he became general sales man- 
ager last August. His home was in 
Birmingham, Mich. 


* * * 


Howard J. Cooper, 69, 
Kalamazoo Dodge Dealer 


KALAMAZOO, Mich.—Howard J 
Cooper, 69, Dodge-Plymouth dealer 
here, died June 27. Death was at- 
tributed to cerebral thrombosis. He 
had been hospitalized since Apr. 5. 

. ££ @ 


James Miller Wilson Sr. 
JACKSONVILLE, Fla. — James Miller 


Wilson sr., 67, of Birmingham, Ala 
former southwestern regional manager of 
Oldsmobile, died here June 21 while 
vacationing. 

* td * 


Henry C. Hopkins 
WAYNESBORO, Ga.—Henry C. Hopkins 
61, former car and truck dealer, died June 
25 following a long illness. 
* * * 


S. D. Armstrong 
KINGSVILLE, Tex. Ss. D. Armstrong. 
44, a Buick dealer here, died in a hospital 
at Roswell, N. M., June 23. 


* * s 


John Walter Craig 
ROCHESTER, N. Y.—John Walter Craig 
42, used-car sales manager of Brown 
Chevrolet, Inc., died June 23 in a hospital 
He formerly was with Clark Chevrolet, 
Inc., in Avon, N. Y. 
* ca » 


Norman Wood Squire 

TORONTO. — Norman Wood Squire, 64. 
former manager of the west end branch of 
Durant Motors. Ltd., and later manager of 
a division of Mount Pleasant Motors, Ltd., 
died June 22 at his home. In recent years, 
he was associated with the Wartime Prices 
and Trade Board and the Ontario Rentals 
Administration. 

* * 


Edward W. Bliss 

ROCHESTER, N. Y.—One of the nation's 
earliest automobile inventors, Edward W. 
Bliss, died here June 26. Mr. Bliss is 
listed in ‘‘Clymer’s Treasury of Early 
American Automobile Inventors’’ covering 
the years 1877 to 1925. The 77-year-old in- 
ventor’s pride and joy, according to his 
family, was his steam-propelled automobile 
Lack of capital precluded his going into 
; the auto manufacturing business, the 
| family said. 
| * * * 
| Edward A. Perkins 

PORTLAND, Me.—Edward A. Perkins 
68, sales manager of the used-car de- 
| partment of Bodwell-Leighton Co., died at 
ja sales meeting here June 29. 


| * * * 


Raddie Francis Ellis 
LAWRENCEVILLE, Va.—Raddie Fran- 
cis Ellis, 62, president of Lawrenceville 
| Motor Co., died at his home here June 23 
| x * s 


William W. Hirst 
| LOS ANGELES.—William W. Hirst, 67 


| veteran fire-truck manufacturer, died June 


22 at the Queen of Angels Hospital of a 
cerebral hemorrhage. He had been ill for 
'a year. He came to Los Angeles from 
|San Francisco in 1909. 


British Car Output 
‘Highest Since 
November, 1950 


| LONDON.—The Society of Motor 
Manufacturers and Traders has an- 
nounced that British car output in 
April was stepped up to a rate 
| which has not been equalled since 
| November, 1950, the year when the 


|motor industry reached all-time 
peak levels in production and 
export. 


In April, 44,000 cars were made 
for the home and world markets, 
just over 1,000 a week more than 
|the average weekly output during 
the first quarter of this year, the 
Society said. 

The percentage of production al- 
‘located each month to _ export 
orders has now risen from 50 per- 
cent in January to 65 percent in 
April. For commercial vehicles, the 
export percentage has mounted 
|from 39 percent in January to al- 
most 47 percent in April, when the 
total number made stood at nearl,’ 
17,000 units. 
| The number of cars actually ex- 
{ported in April numbered 25,600, 
|}over 3,000 more than the monthly 
average for the first three month; 
of 1953, and car sales to Canad: 
numbered nearly 4,600, almost 2,00) 
more than in March. 
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This 18 NOT A WIRE WHEEL 
except in appearance — 


This 18 A SOLID DISK 
with 48 embossed spokes... 
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Made entirely of Gleaming Stainless Steel with 


special baked enamel background 









WHEEL 
COVER 


the most modern 





thing on wheels? 


Sw ish! 


iT’S CLEAN? 


LIST PRICE 


999) 


COMPLETE 
Me ems SET OF FOUR 


For 15” Wheels Only 
Fair Traded F.O.B. Factory, Detroit, Mich. 
Slightly higher west of the Rockies 





LYON INC., 13881 W. CHICAGO BLVD., DETROIT 28, MICH. 
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Dealer’s Well-Drilled Crew Pays Off .. . 





Sales Savvy Hikes Car’s Rank 


|and the damage then was less than 
$100. 

Most important, the company 
says, no salesman has ever been 
accused of misrepresentation or 
making unkept verbal promises. 
This has produced a sales force 
with a reputation for square deal- 
ing and veracity. 

Salesmen are constantly taught 
that “tomorrow may be tougher.” 
Each one is instructed to get the 
name, the kind of car owned, the 


By L. H. Houck 
Staff Correspondent 
CHARLESTON, W. Va.—When a 
dealer pushes his make into a local 
position higher than its national 
sales rating, he usually has a lot on 
the ball. Strong demand is no acci- 
dent. 

In Charleston several dealers 
consistently generate more vol- 
ume for their cars than could be | 
expected on a basis of the nation- 
al position. One dealer in particu- 
lar has sales methods which could employment of every person who 
be of value to other dealers. | enters the dealership. If the per- 

This well-established firm says it! son is shopping for a car, he is 
has never had a salesman resign,| followed up by personal visits, 
although several have been released.| telephone calls and offers of as- 
None of the present staff of 15 sistance in providing any car that 
ever sold cars any place else and) will fit his budget. 
each has been carefully trained| ach salesman keeps a record of 
from scratch. names and addresses of old cus- 

No salesman has ever been ar-|tomers. He calls these persons at 
rested for a traffic violation or been| intervals and asks if they know of 
involved in an accident of any con-| any potential customers. 
sequence, it is said. Only one dem-}| connection, the company says, it 
onstrator car has been involved in| positively pays no bird dogs and 
an accident in the last five years—| does not give gifts to persons fur- 
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@ From his own broad stocks, your 
NAPA Jobber can promptly meet the 
vast majority of your parts require- 
ments—for cars and trucks of a/l 
makes and ages. Of equal importance, 
the lines your NAPA Jobber stocks 
are genuine quality lines in every re- 
spect. But what of “emergency” calls 
... for rarely used numbers that no 
jobber normally stocks? Here, too, 
the NAPA Jobber is equipped to give 
outstandingly prompt service. From 


aishing the names of prospects. 

Every salesman completing the 
sale of a new car is required to call 
the owner within one week to ask 
how the car is performing and in- 
quire if the owner knows of any- 
one else who might be in the 
market. 

The company believes that if 
the buyer is satisfied with the 
car, he will be pleased by the 
company’s interest. On the other 
hand, if he has a complaint, the 
firm believes, he will be glad to 
know the dealership is anxious to 
be of help, The company says it 
has noted a definite annual in- 
crease in repeat customers since 
this practice was inaugurated five 
years ago, 

Each customer, when he makes 
the final payment on an installment 
contract, is called to see if he wish- 
es to buy a new car or if he knows 
of anyone who does. 

All of these sales leads have gen- 
erated enough volume to move this 


| particular dealer’s car one notch 
| above the national sales listing. 
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Letter to Salesmen 


By John O. 


Dear Son: 
NECESSITY is the 
mother of invention. Need 
is the stimulat- 


aA ing force which 
SERIES actuates human 


beings to accom- 
plish the seemingly impos- 
sible. 

The urgent need in this 
field today is good sales- 
manship. This is a selling 
business. We have strayed 
too far away from the sell- 
ing principles on which the 


industry was founded. 
Originally, we sold the idea 
of individual transportation 
and, with creative salesman- 
ship, put the idea across. We 
reaped the benefits. But in the 
postwar period, when the de- 
mand exceeded the supply of 





master stocks in the nearby NAPA 
Warehouse, he can get the parts you 
need in record time—usually over- 
night or quicker .. . if needed. 

Add up the hours you save—the 
work hours you gain—when you do 
business with your NAPA Jobber. 
Why shop around? Concentrate your 
purchases with a ‘“‘good man to 
know” ... your NAPA Jobber! 


NATIONAL AUTOMOTIVE PARTS ASSN. DETROIT 1, MICH 





Munn 


automobiles, the need for sales- 
manship did not exist. We sim- 
ply lined up the customers’ 
orders for delivery. 

In returning to a com- 
petitive era, we find: 

1.—That buyers no longer 
want any car on which they 
can get delivery. All makes 
are now available. Buyers 
are again selective, and 
they once again come into 
the market unaided and un- 
influenced by salesmen. 

Cg cd * 

2.—THAT the majority 
of automobile buyers de- 
termine in advance the 
make of automobile they 
intend to buy, before the 
dealer or salesman becomes 
aware they are prospects. 

3.— That the source of 
the majority of automo- 
bile prospects for any deal- 
er is his salesrooms. 

So, if the prospect has 
already selected his new car 
without the aid of a salesman, 
then it naturally follows that 
the most important point of 
the sales canvass is to sepa- 
rate the prospect from his used 
car in a manner satisfactory 
to him and with profit to the 
dealer. To the inexperienced 
salesman, the alibi is that it 
is impossible to get the cus- 
tomer’s business unless he is 
paid more than the used car 
is worth, 

The antidote is to real- 
ize that the public buys 
different makes of automo- 
biles, even though there is 
a wide variance in the 
price. This means that peo- 
ple can be sold on spending 
more money, if value can 
be sold to them. By the 
same token, they can be 
sold on accepting less mon- 
ey for their old car, if the 
value does not exist. 

* * * 

WITH THE desire for a 
new car already created in 
the public mind, sales re- 
sistance has been a negligi- 
ble factor. We have been in 
a seller’s market for such a 
long period that we have 
allowed our selling methods 
to become sluggish. So long 
as we let customers search 
for us, instead of locating 
many of them ourselves 
and so long as we let the 
amount of used-car allow- 
ance stand as an alibi for 
successful deals, the longer 
our commissions will suffer. 

The most important need in 
this field today is for every 
salesman to use modern sales 
methods on selling the used- 
car allowance, There is much 
literature and training on this 
subject. Much has already ap- 
peared and will follow in these 
letters. The technique on sell- 
ing a fair used-car allowance 
is explained in my book, “A 
Guide to Automobile Selling.” 

Intelligent sales efforts 
have overcome much hard- 
er resistance than the 
amount of the used-car al- 
lowance. So, as salesmen, 
let us attach the same im- 
portance to selling a fair 
used-car allowance as we 
do in the new-car canvass. 
Let us perfect our tech- 
nique. Never can we be 
successful if we substitute 
alibis for salesmanship. 


Cordially yours, | 


Dad 








= 


* 
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50,000 Worth of 
Prizes! 


for U.S.I1. PERMANENT ANTI-FREEZE 
DEALERS AND THEIR EMPLOYEES 
in U.S.1.’s great $50,000 Prize Contest! 


(Contest not open to the general public!) 










Per Here’s how you can win: Finish this sentence—following the Contest 
Rules—in 25 words or less: “Mr. Motorist, Get U.S.I. PERMANENT Anti- 
Freeze, and get it early because . . .” You just write what you think are the 
best reasons to give car owners for buying U.S.I. PERMANENT Anti- 


Freeze and for buying it early in Fall. 


Ever see prizes like these before 





9-Week Air Tour of Europe for Two! 


i 1 
10 Nash Ramblers Completely Equipped, any model! 
Consoles! 






22 RCA DeLuxe TV-Radio-Phono 
AA Prizes, $100 Each! 


Here’s how we help you: All U.S.I. dealers will receive the “U.S.I. 
PERMANENT Anti-Freeze Contest Book”. It gives valuable information, 
including Contest Rules, that can help you win a Contest Prize. If you 
have not received your copy of Contest Book and Contest Entry Blanks, 
ask your jobber for them! 


°1,000,000 Worth of Advertising! 


supporting U.S.I. PERMANENT ANTI-FREEZE DEALERS AND THEIR EMPLOYEES 





The strongest selling-story behind any Anti-Freeze! U.S.I. 
’ PERMANENT is the world’s safest anti-freeze! Contains more ethylene 
glycol; plus Special Inhibitors, a top trade secret exclusive with U.S.I. 


The broadest National Advertising coverage in anti-freeze history! 
Big-space U.S.I. ads run in 15 big-time magazines—the longest list you 
ever laid eyes on! 


The heaviest Local Advertising barrage ever set off by U.S.I.! A 
hard-hitting combination of TV, Billboards and Radio will reach prac- 
tically every motorist in U.S.I. territory! 






Warning against re-use of eld Anti-Freeze is featured in U.S.I. 
advertising, quoting U. S. Government scientists. This alone can increase 
your sales 40%, by recapturing the 40% of the market now lost through 
re-use! 





© © Intensive TV Campaign runs every day, 


week after week after week, pre-selling - 
U.S.1. PERMANENT early in Fall! 


world’s safest 
anti-freeze 


For the big anti-freeze season just 
ahead, now’s the time to order your 


new Improve" .S.1, PE 





U.S.INDUSTRIAL CHEMICALS COMPANY ¢ DIVISION OF NATIONAL DISTILLERS PRODUCTS CORPORATION 
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FOB FACTORY 


Auto Engineers Accept 
Challenge of Plastics 


LASTICS may account for less than 10 pounds by weight 
of a car today but the importance of plastic materials 


for engineering parts, decorative trim, functional parts, | 


automotive bodies and production tooling has grown so 
rapidly that their challenge can hardly be ignored. This may 


be the reason plastics pro- 
duced one of the most inter- 


esting sessions at the recent 
SAE convention at Atlantic City. 

The number of applications of 
plastic materials, both functional 
and nonfunctional, now exceeds 100. 
As was emphasized by Travis Meis- 
ter, Kaiser engineer, this list in- 
cludes insulators, sealers and me- 
chanical parts. 

Phenolics are being specified 
for an increasing number of elec- 
trical parts and insulators, not 
to mention a growing number of 
applications in radios and heat- 


Os 


| ers. An interesting development is 

| the improved properties now 
available by combining plastics 
with cloth and paper. 

In the engineering materials clas- 
sification, plastics are now being 
| specified for gears, cams, gaskets 
|and locking nuts. Many types of 
| filters are made of plastic materials. 
* * * 


Use Is Expanding 


Bot supported and nonsup- 
ported plastics are finding in- 
creasing use in car bodies. New 





The Double Lip Means 
Ca he 






There’s quality throughout the Bower roller 


bearing line. Only Bower gives you exclusive 
“Spher-O-Honed” tapered roller bearings... 
double-lip straight roller bearings .. . plus journal 


roller assemblies: 


—all in one line! You get fast 


service on Bower bearings through your Federal- 


Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogu! Corporation) 


DETROIT 13 


e« MICHIGAN 


straight. 
roller 
bearings 
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Road Students See Firestone Plants— 


Five International Road Federation fellowship students from different countries were 
guests of Firestone International Co. and were taken on a tour of Firestone plants and 
loboratories in Akron. Fourth from left is Sam Broers, president of Firestone Inter- 
national. The students have been studying highway engineering at Ohio State Uni- 
versity and Yale University under sponsorship of the federation. 


plastic-type textile materials have 
greater strength than ordinary tex- 


tiles. They are also easier to clean. | 


They resist fading and can be wov- 
en into many types of attractive 
fabrics. 

A limitation is a tendency to be 
hot to sit on, but this is being 
overcome through design and by 
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re 
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combining plastics with other ma- 
terials, Plastisol fender and mois- 
ture sealers of the expander type 

work very satisfactorily, it was 
explained. 

The nickel shortage has not been 
altogether unfortunate, it was em- 
phasized, since it has forced engi- 
neers to come up with some new 


types of plastic decorative materi 
als that are unique and highly at 
tractive. Some of these new mate 
rials are being used for a variet) 
of taillight lenses. The newest de 
signs, Lincoln, for instance, us: 
aluminum deposited in a vacuun 
on the inner surface of a molde: 
|plastic part. In some other parts 
plastic is fitted over an aluminun 
|or metal sleeve, producing a highl: 
attractive design. 

Combining injection molding and 
the latest compositions and tech- 
niques in plastics, automotive en 
gineers are now producing attrac 
tive parts that require no machin 
ing. Some of the parts now being 
injection molded require a charg: 
of as much as 300 ounces per shot 

* * * 


Economically Attractive 


HE attractiveness of vacuum 

plating of aluminum from an 
economic standpoint was empha 
| sized by J. T. O’Reilly, Ford Moto: 
|Co., that up to 25,000 surface feet 
can be covered by a single pound 
of aluminum using the vacuum 
techniques. These methods atomize 
|the metal in a vacuum, plating 
|hundreds of parts simultaneously 
New materials and new techniques 
are being added every day, O’Reilly 
| emphasized. 
Another plastic material—mold- 
| ed nylon—is being used effectively 
by the auto industry, Potential 
applications for nylon were de- 
scribed for SAE members by 
Parker Woodworth, of duPont. 
Nylon can be molded to almost 
any desired shape and provides 
| @ part that will give long life 
| without lubrication. As used in 
| door latches, nylon reduces noise 
and friction. 


| Nylon offers considerable latitude 
|in design and can be used up to 
| 250° F. One of the attractive prop- 
jerties of nylon, the speaker em- 
phasized, is its ability to “roll with 
the punch.” This has made it pos- 
sible to use nylon for applications 
where metal is unsuitable. The cost 
of a speedometer gear was cut 
nearly 50 percent by switching to 
nylon, it was explained. 











Easier Changing 
Is Claimed for 
New Truck Tire 


AKRON.—A new truck tire, tube- 
|less and mounted on a one-piece, 
drop-center rim, has been de- 
|veloped by Firestone Tire & Rub- 
|ber Co., it was announced last 
| week by Raymond C. Firestone, 
| vice-president in charge of re- 
|search and development. 


“This development will make 
changes of truck tires as simple 
and easy as the mounting and de- 
mounting of car tires,” Firestone 
declared. 


“The greatest departure from 
|conventional truck tire design in 
the new product,” he explained “is 
the new head construction.” A con- 
ventional tire is held on the rim by 
flanges of substantial height, but 
|the new tire is supported on the 
|rim by a tapered fit so that the 
|customary high flanges are no 
longer necessary according to Fire- 
stone. 


Lowering of the rim flange per- 
mits the new tire to be mounted 
on a one-piece drop-center rim. 
The forced taper fit permits a 
lighter construction bead, and the 
combination of lowered flange plus 
forced-taper fit reduces the forces 
on the rim so that a lighter rim 
is now possible, Firestone said. 

“In addition,” he said, “the new 
tire runs appreciably cooler, which 
means more durability of tire body 
and longer tread life.” 








Binks Sets Dates 
For Paint School 


CHICAGO.—Binks Mfg. Co. has 
released the dates for fall and wir- 
ter sessions of its spray paintinz 
school, and has requested students 
to register in advance of the oper- 
ing of the school. 

Classes are scheduled for Sept. 14 
through Sept. 18; Oct. 5 throug1 
Oct. 9; Nov. 2 through Nov. 6, and 
Dec. 7 through Dec. 11. Opened to 
all interested persons, the class: s 
will be held here in the main pla::t 
of the company, 3114-44 W. Carr« ll 
Ave., officials said. 











AUTOMOTIVE NEWS, JULY 6, 1953 





oJ 


; } 





as 


~~ " 





/ 


NZ 


~ 












ANY 
DIRECTION! 





Whatever the weather . . . or wherever you are... you'll 
know your car finish is safe once it’s been given a Blue 
Coral treatment. 

Summer sun, driving dust, or winter's freezing rain— 
they have no effect on the beautiful, hard, mirror-like sur- 
face of a car that’s been treated with Blue Coral liquid, 
then finished with the amazing Blue Coral Preservative 
Sealer. 

That’s because the Blue Coral treatment is more than just 
an ordinary temporary wax or shine up. It’s a two-way combination 
of priceless ingredients created to work together in safely clean- 
ing, quickly burnishing and completely fortifying the car finish against 
every climate and driving condition for months to come. 

Show your customers how to keep their cars a thing of beauty as 
well as a joy to drive. Recommend Blue Coral to take them over the 
years and over the miles—in style! 


She fishing tudh, fll Ui tl... 


© 1953—H.D.1. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. * Creators of the Blue Coral Treatment * WHITE PLAINS, NEW YORK 
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Salesmen Compete for 


By Marty Whitmyer 
Staff Writer 

ST. CLAIR SHORES, Mich. 
Despite the fact the dealership is 
working on a backlog of new-car 
orders, Roy O’Brien, Inc. (Ford), 
refuses to draw the reins on its 12 
salesmen. 

Instead, the company has in- 
stalled various types of contests 
to create more incentive to sell 
not only more new and used cars, 
but also to increase revenue in its 
parts and service departments. 

Presently, the firm is conducting 
a month-long parts, service, paint- | 


Contests Spur Dealer Staff 


In Parts and Service Drive 





ing and bumping contest among} 


the salesmen. The contestants not 
only win prizes such as electric 
toasters, luggage, silverware, perco- 
lators and portable mixers, but also 





receive 12 percent of their gross 
sales in cash. 

“In other words,” says H. N.| 
Kabel, assistant sales manager and | 
new-car manager, “if a salesman 
sells $600 worth of parts and serv- 
ice in a month, he not only picks | 
up a nice prize for his home, but | 
also is able to tuck away about $70 
in his pocket.” 

The first three weeks the contest | 
was in operation the dealership sold | 
in the neighborhood of $3,000 worth 
of parts, Kabel says, which gave it | 
“a running start” on its month’s 
goal. 

Every Monday and Thursday 
morning Gene Chamberlain, gen- 
eral manager and vice-president, 
and other department heads meet 
with the sales personnel to wit- 
ness training films on everything 
from new-car sales to bump work. 
In addition, the various managers 
meet with their personnel individ- | 











Exploring with Renaults— 


This is one of the two Renault Colorale 
cars used by a six-man French expedition 
across Africa to the little-known reaches 


of the Tibesti 
torial Africa, 
out a survey 
studied traces 


mountain in French Equa-| 

where the group carried | 

of the Tibesti range and | 

of vanished civilizations. | 
* * 


Africa Expedition | 
Conquers Wilds | 


In Renault Cars 


PARIS. — A 19,000- mile journey 
across Africa in two Renault! 
Colorale automobiles has been con- 
cluded successfully by six young 
Frenchmen. 

The rugged trip, which led the} 
expedition through sand and screes 
to the 10,600-foot-high peak of the) 
Tibesti mountain in French Equa- | 
torial Africa, was considered by| 
the participants as a triumph for | 
the sturdy Renault cars which, | 
although heavily overloaded, were | 
said to have performed beautifully | 
on their cross-country trek. 

The expedition not only surveyed 
the Tibesti range, but also filmed 
natives leading a nomadic exist- 


ence; discovered active volcanic 
areas, vast lakes and green oases, 
and studied the remains of 


vanished civilizations. 

The expedition reputedly is the 
first to accomplish the car journey 
from Tassili, in Algieria, to the 
Tibesti. 





Cash and Merchandise 






ually each day to help them over- 
come any weaknesses or flaws in 
their sales technique. 


“We want salesmen in this out-| 
fit that want to make money,” Ka- | 


“If a man comes to me 
$100 or 


bel says. 
and is satisfied to make 


$150 a week, he is of no use to us. | 


If a man has set that low a net, 
he will begin to sluff off once he 
reaches it, and, if that is the case, 
he is of no use to the dealership.” 


Prior to the present contest 
among the salesman, a two-month 


competition was held to bolster} 
| Stopping Traffic on 34th Street— 

Gimbel's, New York, has a window display which stops crowds on busy 34th Street 
as people gather to get a look at the Dodge Coronet Diplomat and the dress fabrics 
which are promoted at the same time. Harry Farr, of the New York regional office, 


work in the service department. 
Each of the eight managers in the 
dealership were made team cap- 


tains, and names of other employes | 


were tossed into a hat. As each em- 
ploye drew a number he was as- 


signed to the captain bearing the} 


same number. “That way,” Kabel 
says, “the teams were balanced out 
in such a way that a man in the 
lubrication department or on the 


wash rack, who doesn’t have the! 


| 


directed the operation for Dodge. 


|same opportunity to contact serv-| 
|ice jobs, would have an equal op-| 
|portunity to be on the winning 
| team.” 

Each employe was given a card, 
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lubrication or a more expensive 

job, the employe would be given 

60 points. 

If the customer had previou 
work done in the dealership, bu 
had not been in for three months 
the employe would gain 30 point 
| Beside this the employe was give 
six points for every dollar’s wor 
done in the service department and 
four points for work done in othe 
departments. 

“Although these contests are 
bound to mean more income for th 
\firm, that is not necessarily our 
biggest goal,” Kabel says. “Th: 
thing that means most to us is that 
it brings employes and manage 
|ment closer together. Our new and 
used-car salesmen engaged in th: 
parts contest are constantly collab- 
orating with our service department 
employes, just as the other em- 
ployes kept after the salesmer 
when they were engaged in the 
service contest.” 


silt 


| ca ; foods 
| McClure Sells to Allbright 
| Ronald Allbright, of Norwalk, O., 
which he in turn would give to | has purchased B. L. McClure, Inc. 
a friend or neighbor whom he had | (Studebaker), Norwalk. Allbright, 
contacted for service work, When | who has 25 years’ experience with 
the new customer would bring in | Studebaker products, has renamed 
his car for service, whether for the firm R. W. Allbright, Inc. 


American Heralds a New Era in Airfreight 


SERVES MORE LEADING MARKETS THAN 


with ALL-NEW DC-6A Cargo Planes! 






AN AIRLINE. 


sairfreigh 


























AUTOMOTIVE WASHINGTON batteries, came to no conclusion as| NO ANGLE “ 
| . AD \ 2 |showed no beneficial results, Dr. a 
Xp OSIVE ay ase | Allen V. Astin, director, has told the | ) ; , 
h Cl controversial product were engi-| 
Approac Ins imax neers of the Walter Baker choco- | 


‘ter report of the Senate Small Business Committee on 
AD-X2 ought to be along shortly. It is awaited with ¢, cess Story Told 
deep concern by many interests. During recent hearings, > 
four large industrial users of the battery powder testified Commerce, formerly was chair- 
they were satisfied with results and are saving their firms|man of the board of the latter 


money by employing the ad-®* 


ditive. 


On the other hand, an Air) 
Force tester told the Senate com- | & 
mittee that he had found the mate- | | 
rial to be unsatisfactory. 


Earlier, a Massachusetts Insti- 
tute of Technology chemistry 
professor, who ran laboratory ex- 
periments with the powder at the 
request of the committee, told the 
committee that neither his tests 


nor those carried out earlier by the | ‘ e 
National Bureau of Standards! Wiliam Ullman between batteries,| one of the company’s many large, | before the end of each day—and 
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| 
treated with AD-X2 and untreated | 


to the benefits of the additive. ae calee .% | 
| The Bureau of Standards tests | ie ' 


| committee. | 
The “satisfied’’ customers of the 


late division of General Foods, Inc., | 

sana Dorchester, Mass.; Gillette Safety | 

By William Ullman |Razor Co., Boston; Market Forge | 

Washington Correspondent Co., Boston, and United-Carr Fas-| 

tener Corp., Cambridge, Mass. 
oe * 


* 


INCLAIR WEEKS, Secretary of 





aa od zs | company. It was he who asked for | 
could be called ae oye ™ | and pees ST ae ee | Gift for Campers— 

‘ e chemist,| several months ago. e effective- | . 
Dr. Harold C./ness of the resignation was post-|_ When si YM-YWCA of Tiffin, O., found | 
Weber, said, “I’d| poned following a furor of protests | itself without transportation at its summer 
want to see the| of that action. | camp, Tom Connor (right), owner of Tiffin 
results of the| At that time, at a preliminary | Motors Co. (Ford), stepped in and filled 
practical field| hearing, Weeks summarized for the | the gap. He is shown presenting the keys | 
tests before say- |committee his company’s experi-|'© @ Ford country sedan to Richard | 
ing it would not|ence with AD-X2, given in more| Schmidt, camp director. 









work.” detail last week by a company elec- 
Weber’s report, | trical engineer. | sixteen-cell industrial batteries 
while finding) According to the testimony, a which had not been functioning 


eight differences| manufacturer’s agent inspected properly — becoming discharged 





















CONTINUING TO SET THE PACE in the air- 
freight industry, American is proud to 
present all-new DC-6A’s—largest, fastest 
cargo planes in operation today. 

With these great new planes, American 
now offers next-morning delivery on 
east-to-west coast shipments. So if you're 
located in any of the markets shown 
below, you can now give a new service 
to your customers on either coast. 


For specific information on schedules and 
rates, wire us collect and we'll have a 
representative in your office promptly. 
American Airlines, Cargo Sales Division, 
100 Park Avenue, New York 17, N. Y. 


| 


| 


17 


reported it would last only three 
months more, 

This was in March, 1952, the bat- 
tery being 50 months old. It had 
cost $1,060 initially, The day after 
it was treated with AD-X2 the bat- 
tery functioned satisfactorily all 
day “and has been in constant serv- 
ice 10 to 12 hours per day since 
that time with no sign of failure,” 
the engineer reported. The treat- 
ment cost $160, he added. Since, all 
the company’s batteries have been 


| treated, he said, with satisfactory 
| results. 


William Purcell told the commit- 
tee the story of the chocolate firm’s 
experience with AD-X2. 

He said one of the company’s 
large batteries, costing $1,700, had 
not been giving eight hours’ serv- 


jice, had failed to take a charge 


sufficient to do so, and was slated 


to be sold for junk. 
* * + 


| Now Going Strong 


REATED in April, 1952, with the 
“dope,” it ran the next day a 
full day for the first time in five 
vears and is still going at that rate. 


| Purcell said this battery “long since 


has paid for its treatment,” but on 
a second six-year-old battery 
treated, which failed mechanically 
shortly thereafter, he figured the 
company “just got its money back” 
for the cost of the treatment. 


The chief electrical engineer of 
the razor company, Howard 
Spaulding, told the committee that 
after treatment with the additive 
to a series of batteries in the fac- 
tory, their voltages rose, in some 
cases with less charge. He said 
that sediment in the bottom of 
the cells almost, or entirely, dis- 
appeared, 

The indications were that his 
company was saving money by 
using AD-X2 because he believed 





a oo 
New Location 
Automotive News’ editorial 
office in Washington, headed by 
William Ullman, is now located 
at 912 Colorado Bldg. 
Telephone number remains the 
same—NaAtional 8-4303. 





it has added to the life of the bat- 
teries treated. But he said it would 
take a few more years to be certain. 

He said while he was studying to 
obtain his engineering degree he 
had held the “highest respect” for 
the Bureau of Standards. 

“AD-X2 is obviously doing some- 
thing that is good,” he declared, 
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“but after hearing the testimony of 
Dr. Astin I was almost inclined to 
doubt my own eyesight, but the 
facts are there for anyone to see, 
and I’m sure I’m right.” 

He said, under questioning, that 
he had no reason to believe he 
had been defrauded. A Postoffice 
fraud order, although suspended, 
is hanging over the head of Jess 
M. Ritchie, the “dope” producer, 
and his business. 

One treated battery, he said, had 
now run for seven years and four 
months, “and I never saw that type 
|battery last more than six years.” 

Spaulding said if he had his own 
plant, he would continue to use the 
|product, but since “top manage- 
|ment” might question his further 
purchases of it he’ll wait the com- 
|mittee’s report before doing so. 
| * - * 

Easier Trading Urged 

|= easing of some of the na- 
| # tion’s complicated trade rules, 
which have been denounced at 
home and abroad as major deter- 
rents to better trading relations 
| between this country and the world, 
| has been urged for years by foreign 
traders. 

In his State of the Union mes- 
| sage to Congress Feb. 2, Presi- 
dent Eisenhower included cus- 
toms simplification as one pro- 
posal in an I11-point legislative 
program outlined for the present 
| session. 
| Nothing has been done about the 
|complicated maze of customs pro- 
{cedures since 1938 when Congress 
|made a few changes in the admini- 
| strative act. 

Recognizing that trade and in- 
dustry in the world in recent years 
has changed phenomenally, Con- 
| Sress in 1948 provided funds for a 
study of customs procedures and 
ithe Treasury hired a private firm 
|of management ccnsultants to di- 
| rect the study. 
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HUDSON—'49 Super (6) 4-dr., $465. ‘47 
e e PM club coupe, $205. 
| LINCOLN — '51 4-dr., $1,280. '49 4-dr., 
sea-Car AucTion Frices |” $600. 

| MERCURY —'53 4-dr., $2,335*, $2,145*, $2, - 

| 120°. '52 sport coupe, $1,935. ‘51 4-dr 

$1,355, $1,350. '50 club coupe, $925 

Market Trend | NASH—'52 Statesman 4-dr., $1,100; Coun- 

| try Club sedan, $1,075. '51 Rambler coun 

Sharp readjustments were shown in the prices of used cars at whole- | onitesneatere —aoe ao — . 
sale last week, but the over-all average price remained unchanged at | 55." 08 er er oe at nant. “Bo 
$988, according to Automotive News’ used-car index. | (98) conv., $1,415*; 4-dr., $1,095*; (88) 

- i . » ’ ’ . nn. | club coupe, $1,085* 

Losses were registered for '47s, down $46; ’51s, $40, and ’50s $10. PLYMOUTH "53 Cranbrook 4-dr., $2.050* 


Increased prices were shown for ’53s, up $37; '46s, $26; °52s, $25; $1,795; Cambridge 2-dr., $1,545. '51 Bel- 
’48s, $8, and '49s, $1 vedere, $1,175; Cambridge club coupe 
Ss, . Ss, . | $875; Cranbrook 4-dr., $795. °49 SD 4- 
The ratio of sales to offerings dropped 1 percentage point during the |, “ir., $540. 48 t-dr., $405. “47 4-dr.. $155. 

* * j 2 f 53 v 2,450°*. °f SL ) 

week, according to the index, to fall to a three-month low of 59 ("oar sso. 49 Chieftain (8) 4-dr.. $70. 
percent, At 10 representative auctions last week, 1,301 cars were sold (8) 2-dr., $745. "48 SL (6), $500. '46 


SL (6) 2-dr., $215 


from 2,187 offerings (5 reent). At the same i 
. gs (59 percent) e sa auctions a week earlier, erUbEhAmEA 6s Commander (8) 2-ér.. 


1,256 cars were sold from 2,076 offerings (60 percent). 


$1,295*. °51 Land Cruiser, $985; Com- | 
: . . : : . : : | Z g 5 $965. °47 Che - 
Prices marked with an * indicate a unit equipped with an automatic | sion 4-9 's405. gy a lara 
transmission or overdrive, and (ps) indicates power steering. | WILLYS—'49 station wagon, $615 
MISCELLANEOUS——'52 MG Mark II road- 


DENVER ban, $860. '49 conv., $705. '48 FI, aero ster, $1,495 
g - sedan, $450. | 
(Denver Auto Auction. Sale every Tues- CHRYSLE 1" NY 4- 3 295* 59 | . J * [ 
jay. Prices are for sale of June 23.) Waar a6 gi.40e" 'bo ‘Timperial “" MASON CITY, IA. 
(Fewer cars offered, prices slightly dr., $965. | aacmeeeaee ene a ae wa "hens 
7 , 9 SC f Ss & Sa ) a 
lower. Sold 128 cars out of 228 offerings.) DODGE—'52 Wayfarer 2-dr., $1,090. °50 | 94) : 
BUICK—’53 RM Riviera 4-dr., $3,070*; Meadowbrook 4-dr., $685. ‘48 Custom | (Prices firm, consignments down. Sold 
Super Riviera 2-dr., $2,835*, $2,555*, $2,- club coupe, $485. °47 2-dr., $285. | 108 cars out of 137 offerings.) 
530°. '50 Super 4-dr., $1,070"; Special 2-| roRD—'53 Country Squire, $2,610*, $2,- | BUICK—'53 RM 4-dr., $2,805*. ‘52 Super 
dr., $810*, $670. '49 RM 4-dr., $695°*. 490*, $2,185; Victoria, $2,450*; ranch | Riviera 2-dr., $1,865*. °51 Super Riviera 
CADILLAC "D3 (62) 4-dr., $4,650*. ‘52 wagon, $2,345: Custom (8) 4-dr., $2,- | 2-dr., $1,350*. '50 RM 4-dr., $955*. '49 
(62) 4-dr., $3,200*, $3,085*. '50 (61) 4- 005*; Main (8) 2-dr., $1,795. '52 Cus- | Super 4-dr., $715* 
dr., $2,010*. '48 (62) 4-dr., $1,035*. tom (8) 4-dr., $1,600*. °51 Country |CADELLAC—'52 (62) 4-dr., $3,350*. °48 
CHEVROLET—’'53 Bel Air sport coupe, $2,- Squire, $1,295*; Victoria, $1,265*, $1,- (62) 4-dr., $1,205* 
205*; 4-dr., $2,055*, $1,945; (210) conv., 255*. '50 Custom (8) conv., $1,055. '49 | CHEVROLET —'53 Bel Air 4-dr., $2,110* 
$1,990*. '52 2-ton pickup, $1,260. ’51 SL station wagon, $710. ‘47 SD (8) conv., | °52 SL Deluxe 2-dr., $1,055. '51 SL De- 
$550. luxe 2-dr., $875, $990. ‘50 SL Deluxe 


Deluxe 4-dr., $1,065, $1,005. °50 subur- | 


TRUCK 
DEALERS... 


don't pass up 
these extra dollars! 












@ Morrison Carry - All 
Model B-750 for 1/2 
ton Truck Chassis. 


© Carry-All Body with 
Caravan Top. 






LES... 
MORE PROFITS 


OVERWHELMING CUSTOMER ACCEPTANCE among the 
Service Trades make Morrison Carry-All Service Bodies a direct 
means of increasing your light truck sales and boosting your 
profit margin. Plumbing and heating contractors — electricians 
— tinsmiths — roofers — building contractors — painters — 
and scores of other trades and services know that a Carry-All 
Service Body tailors any light truck to their exact needs 
without the “custom” price. 


® Carry-All Sliding Roof for fully 
enclosed body. 


THIS IS VERY IMPORTANT. .. it keeps you out of cut-price 
competitive bidding... it helps you close more profitable orders. 
Other Carry-All sales-building features include attractive appear- 
ance... rugged, all-steel, weather-tight construction ...dependable 
delivery... models to fit all 2, 34 and 1-ton chassis ...and hard- 
hitting advertising in nationally circulated magazines read by 
the Service Trades. 


WRITE TO US TODAY for full details... find out how easy 
it is to cash-in on the popularity of Morrison Carry-All Service 
Bodies in one of the largest segments of the light truck market 
... pick up those extra dollars as a Morrison Carry-All Dealer. 





* Carry-All Body equipped with 
Ladder Bows. 


TM OR RIS ON 


STEEL PRODUCTS, INC. 


680 Amherst Street, Buffalo 7, N. Y. 
ALSO MANUFACTURERS OF ROLY-DOOR STEEL SECTIONAL GARAGE DOORS AND MOR-SUN 





WARM AIR FURNACES 





1953 





Average Used-Car Prices 


























(Compiled by Automotive News) 
July 1953 June May 
S9RR $1,017 Model To Date 1953 1953 
1953 $2,294 $2,257 $2,294 | 
1952 1,621 1,596 1,620 | 
1951 1,129 1,169 1,185 
1950 913 923 955 
1949 720 719 747 
1948 513 505 543 
1947 369 415 434 
1946 342 316 360 
| , qu jou 
July June Overall 
Average... $ 988 $ 988 $1,017 
| 
(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 
| 
4-dr., $830, $920*, $965*; Bel Air $1,- | $3,310*, $3,180*; conv., $3,155*, $3,100* 
030, $1,045*; EL Deluxe 2-dr., $730. '49 | Super (88) 4-dr., $2,930*. '52 (98) conv 
SL Deluxe 4-dr., $770. '48 FL aerosedan, $2,375*; 4-dr., ‘ $2,095*. °51 (98 
$615. °47 FL aerosedan, $415, $565 4-dr., $1,500*, 5*, $1,450%; (88 
CHRYSLER—'49 Royal 4-dr., $740. Holiday, $1,845*, $1,805*; 2-dr., $1,650* 
DeSOTO—'50 Custom 4-dr., $800. "50 (88) Holiday, $1,570*, $1,540*; club 
DODGE—'49 Wayfarer 2-dr., $685. °48 De- sedan, $1,150*. °49 (88) conv., $900*; 4 
luxe 4-dr., $570 dr., $895*; club coupe, $785*. °48 (98) 
FORD —'53 Victoria, $2,290*. °52 Custom 4-dr., $680* 
= Oa cn ei teee ae Caanem a PACKARD—'51 4-dr., $1,265*. 
B a * ° o' s ) 
2-dr “6. $815 "49 Custom (8) 2-dr., | PLYMOUTH '53 Cranbrook club coupe 
$650: 4-dr., $600, ‘47 SD (8) 2-dr.. $1,950*; suburban, $1,830; Cambridge 2 
$480. * , | dr., $1,465. '52 Savoy, $1,685*; Cran 
HUDSON—'51 PM 2-dr., $1,215* brook 4-dr.. $1,300*; Cambridge club 
MERCURY ‘52 Monterey, $1,870*. '51| Coupe, $1,095. °51 suburban, $1,405, $1, 
 4-dr.. 2 at $1.215*. '50 2-dr., $810 |} 185; Belvedere, $1,285; Cambridge 4-dr 
NASH—'50 Statesman 2-dr., $805*. ‘49 | $1,020, $1,005 
(600) 2-dr., $495 PONTIAC—'53 Catalina, $2,820*; Chieftair 
OLDSMOBILE-—'53 Super (88) 4-dr., $2,- (8) 4-dr., $2,490*, $2,340*; 2-dr., $2 
660*: (98) 4-dr., $2,985*. '52 (S88) 4-dr., 215*. ‘52 Catalina, $2,000*, $1,995*, $1, 
$1,980*; 2-dr., $1,710*%. ‘49 (88) 2-dr., 985*, $1,960*, $1,940*, $1,915*, 2 at $1 
$915". 910*; Chieftain (8) 4-dr., $1,530*. ‘51 
PLYMOUTH— '52 Cambridge 4-dr., $1,220*. Chieftain (8) conv., $1,590*; station wag- 
’51 Concord 2-dr., $905. '50 Special De- on, $1,545*; 4-dr., $1,245*; SL (6) 4-dr 
luxe club coupe, $830. $855, $845. '50 Chieftain (8) 4-dr., $1,- 
PONTIAC—'53 Catalina, $2,470*, $2,550*; 060*; sedan coupe, $1,010*. °49 (8) 4-dr., 
Chieftain (8) 4-dr., $2,375*. ‘52 Chief- $775*. "47 (8) sedan coupe, $605. ’46 (8) 
tain (8) 4-dr., $1,530*. °51 SL (8) 2-dr., 4-dr., $375. 
$1,085. | °50 Catalina, $1,275*. '47 SL (8) | sruUDEBAKER—’53 (8) Starliner, $2,545* 
2-dr., $465 club coupe, $2,300*. '51 Champion 4-dr 
i . _ $815, $755*. "50 Champion 2-dr., $775*. 
LOS ANGELES WILLYS—’ 52 station wagon, $1,280*; Aero- 
(Los Angeles Auto Auction. Sale every lark 2-dr., $1,205*. 
Tuesday and Thursday at San Gabriel, | MISCELLANEOUS — ’'51 International \%- 
Calif. Prices are for sales of June 18, 23.) ton pickup, $695. 
(Retail action reported disappointing . . 
at retail level. Prices continue downward MANHEIM, PA. 
as heavy consignments flood the block. 


Sold 370 cars out of 776 offerings.) 

BUICK—’'53 RM Riviera 2-dr., $3,070*; 4- 
dr., $2,875*. $2,775*; Super Riviera 2-dr., 
$2,.820*; 4-dr., $2,500*; Special 4-dr., $2,- 
130*. '52 RM Riviera 2-dr., $2,165*, $1,- 
820*; Super Riviera 2-dr., $1,850*; Spe- 
cial Riviera 2-dr., $1,715*. '51 RM Rivi- 
era 2-dr., $1,620*; Special Riviera 2-dr., 
$1,415*; Super Riviera 4-dr., $1,355*; 
Special 4-dr., $1,260; club coupe $1,090*. 
"50 RM Riviera 2-dr., $1,280*; 4-dr., $1,- 








000*, $995*, $960*, $865*; Special se- 
danet, $850*. ‘49 Super 4-dr., $895*; 
estate wagon, $885*; RM 4-dr., $775*. 
’47 Super conv., ; sedanet, $365. '46 
Super sedanet, $275. 

CADILLAC—’'53 (60) 4-dr., $4,920*; (62) 


4-dr., $4,750*. '52 coupe deVille, $4,215*; 


conv., $3,870*; (62) club coupe, $3,650*; 
4-dr., $3,500*; (60) 4-dr., $3,625". ‘51 
coupe deVille, $3,000*; (62) club coupe, 
$2,865*, $2,850*, $2,875*; 4-dr., $2,725*, 
$2.585*, $2,460*. '50 (62) coupe, $2,550*; 
4-dr., $2,030*. '49 (62) coupe, $1,655*; 
4-dr., $1,475*. °48 coupe, $1,335"; (62) 
4-dr., $1,250*. ‘47 (62) 4-dr., $820*, 
$540*. 


CHEVROLET—'53 Bel Air sport coupe, $2,- 
150, $2,090; (150) Handyman, $2,020; 2- 
dr., $1,735. (210) 4-dr., 
$1,590. '52 Bel Air, $1,905*, $1,830"; 
Deluxe 4-dr., $1,300*; SL Deluxe 
$1,350, $1,300*; %-ton pickup, $900. 


SL 
2-dr., 
"51 


Bel Air, $1,375*; $1,285; SL Deluxe 4-dr., | 


Deluxe 4-dr., $1,140; 
Carryall, $915, $875; %-ton pickup, $880. 
'50 Bel Air, $1,195*, $1,195*, $1,110*; 
SL Deluxe 4-dr., $1,000, $800; FL De- 


$1,195, $1,065*; FL 


luxe 2-dr., $965; SL Special, $945; conv., | 


$935. 

CHRYSLER—’'53 NY 4-dr., $2,885*. ’51 
Windsor 4-dr., $1,295*. ’50 Windsor club 
coupe, $1,160*. ‘49 Royal 4-dr., $940*. 


DeSOTO—'53 Powermaster 4-dr., $2,175*. 
"52 Custom 4-dr., $1,435*. °51 sport 
coupe, $1,280%; Custom 4-dr., $1,195*; 
Deluxe 4-dr., $1,035*. °50 Custom 4-dr., 
$985*. °49 Custom conv., $915. "47 Cus- 
tom club coupe, $450; Deluxe 4-dr., $390. 

DODGE—’52 conv., $1,390*; Coronet 4-dr., 
$1,340. '50 Coronet 4-dr., $885*. °49 Cor- 
onet 4-dr., $735*; Wayfarer 2-dr., $495. 

FORD—’53 Country Squire, $2,650*, §$2,- 
555*; conv., $2,400*; (8) ranch wagon, 

$2,245, $2,220, $2,180; Custom (8) 4-dr., 

$1,900*; 2-dr., $1,7 Victoria, $2,- 

105*, $2,015*, $1,9 . $1,925*, $1,910°; 

(8) ranch wagon, $1,920, $1,900, $1,865, 

$1,850*, $1,825, $1,800*, $1,790; conv., 

$1,845*, $1,755*; Custom (8) 4-dr., $1,- 

705*, $1,605, $1,550, $1,515; 2-dr., $1,- 

570, $1,460, $1,445*; Country Squire, $1,- 


"52 








890. ’51 Country Squire, $1,335*; Custom 
(8) 2-dr., $1,295*, $955; Victoria, $1,295; 
Deluxe (6) 2-dr., $765. '50 Custom (8) 
4-dr., $940; club coupe, $860. 49 station 
wagon, $745*; Custom (8) 4-dr., $745, 
$635; conv., $675*%; Custom (6) 4-dr., 
$525*. °47 4-dr., $465. °46 SD (8) 2-dr., 
$385. 
FRAZER—'51 4-dr., $845*, $785*. 


HUDSON—’53 Super Jet 4-dr., $1,795". '51 
Hornet 4-dr., $1,210*. "50 PM 2-dr., $715. 
"49 (6) club coupe, $675*. '"48 Commo- 
dore (8) 4-dr., $485 

LINCOLN—’53 Capri conv., $4,000°%; 4-dr., 
$3,560; Cosmopolitan club coupe, $3,580*. 
"52 Capri conv., $2,785*; Cosmopolitan 
4-dr., $2.365*. 






MERCURY—’53 Monterey, *, 2,680°, 
$2,570*. ‘52 Monterey, 335°, $2,320°, 
$2,200*; 4-dr., $2,075*, $1,870*; sport 
coupe, $2,080*, $1,950*, $1,945*, $1,885; 
2-dr., $1,845*; 4-dr., $1,840*, °51 conv., 
$1,515*; 4-dr., $1,500*; club coupe, §$1,- 
490*, $1,485*, $1,350*, $1,385*, $1,235*, 


$1,160*; station wagon, $1,455*, $1,375*; 


4-dr., $1,335*. ‘50 conv., $1,035*; club 
coupe, $940. °49 4-dr., $755*. °46 4-dr., 
$450. 

NASH—’51 Rambler country club, $1,035. 
’50 Statesman 4-dr., $755*; Ambassador 
2-dr., $735*. ‘49 (600) 4-dr., $575*, 
$465*. '46 Ambassador 4-dr., $250. 

OLDSMOBILE—’'53 (98) conv., $3,495", 
$3,390*, $3,195*; (88) Holiday, $3,400*, 








$1,800, $1,765, | 





Auto Sales & Auction Co. Sale 
Prices are for sale of June 


(Manheim 
every Friday. 
19.) 

(Market good. Sold 143 cars out of 234 
offerings.) 

BUICK—’53 Skylark, $3,200*. °52 super 
club coupe, $1,960*. '51 RM Riviera 4-dr., 
$1,570*; Special 4-dr., $1,400*. ‘50 RM 
4-dr.. $1,050; Special 4-dr., $890. ‘49 
Super 4-dr., $915; RM 2-dr., $840*. 


CADILLAC — ’52 coupe deVille, $3,950" 
(60) 4-dr., $3,560*; (62) 4-dr., $3,330* 
"51 coupe deVille, $3,220*. '50 (62) 4- 
dr., $2,220*. "49 (62) 4-dr., $1,470*. 


CHEVROLET—'53 Bel Air, $2,260*; (150) 
2-dr., $1,625. °52 Special 2-dr., $1,125 
‘51 Bel Air, $1,380*%; SL Deluxe 4-dr.. 
$1,125. "50 FL Deluxe 2-dr., $1,050. ‘49 
FL aerosedan, $880. ’48 FL 4-dr., $600. 

CHRYSLER—’50 NY 4-dr., $970*. ’48 NY 
4-dr., $950*, $620; Windsor conv., $760; 
4-dr., $410. 


DeSOTO—’'53 Fire Dome (8) club coupe. 
$2,300*. '52 Custom 4-dr., $1,000. ’51 
Custom 4-dr., $1,225*, $1,170*. 


DODGE—’'53 station wagon, $2,110*; Cor- 
onet Diplomat, $2,070*; 2-dr., $2,000*. 
‘50 Wayfarer, $680. ‘49 Coronet club 
coupe, $855. 

FORD—'53 conv., $1,990"; 

} dr., $1,950*. ’52 Country Squire, $1,775 

Custom (8) 4-dr., $1,650*. '51 Deluxe (8) 

2-dr., $980. ‘50 Deluxe 2-dr., $820. '48 

SD (8) 4-dr., $485. 


KAISER—’'51 Henry J sedan, $530 
LINCOLN ‘53 Cosmopolitan 4-dr., $3.- 
350*. '52 Capri, $2,520*. °49 conv., $700* 
| $870*; 4-dr., $760; club coupe, $610. 
NASH—'52 Rambler conv., $1,200. 
Rambler conv., $860. °49 (600) 
$645; Ambassador 2-dr., $525. 


OLDSMOBILE—’53 (98) Holiday, $3,025* 
"50 (S88) 4-dr., $1,150*; club coupe, $850* 
‘49 (76) 2-dr., $850. °48 (66) 4-dr., 
$585*. '47 (76) 4-dr., $555. 

PACKARD—'52 (200) 4-dr., $1,555*. ’51 
(300) 4-dr., $1,475*; (200) 4-dr., $1,450* 
°49 4-dr., $350. 

PLYMOUTH —’53 Suburban, $1,960*; 
bridge 4-dr., $1,925 
$1,060. °50 
4-dr., $670 

PONTIAC—-'53 Chieftain (8) 4-dr., $2,100* 
‘51 (8S) station wagon, $1,330*. °50 SI 
(8) 2-dr., $1,090*. °49 conv., $950. ‘47 
(8) conv., $500; (8) station wagon, $400 

STUDEBAKER—'53 Commander (8) club 
coupe, $1,600. °51 Commander 4-dr 
$990*, $830*. '50 Champion club coupe 
$660*. '48 Champion 4-dr., $430. 

WILLYS—’51 station wagon, $895*; 
delivery, $640. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday 
Prices are for sale of June 19.) 

(Prices about the same. Weather very 
hot. Sold 144 cars out of 217 offerings.) 
BUICK—'53 Super Riviera sedan, $2,680* 

$2,800*, $2,035. °52 RM Riviera sedan 
$2,120*; Special sedan, $1,695. 51 Super 
sedan, $1,235*. °50 Super sedan, $910. 
CADILLAC—’52 (62) sedan, $3,325*%. '5! 
coupe deVille, $2,910*. ’50 (62) club 
coupe, $2,380. 
CHEVROLET—’52 SL 
400*, $1,290, $1,445", 
$1,365*; FL Deluxe sedan, $1,050; Be 
Air, $1,710*, $1,725*. '51 SL Deluxe se 
dan, $1,185*, $1,060; conv., $1,205*; Be 
Air, $1,265*. '50 SL Deluxe sedan, $895 


Custom (8) 2- 


(6) 


"51 
2-dr 





Cam 
'52 Cambridge 2-dr.. 
Deluxe 4-dr., $810. "48 SD 


sedan 


Deluxe sedan, $1 
$1,395*, $1,375* 


CHRYSLER—’52 Saratoga sedan, $1,885* 
’47 NY sedan, $320. 
DeSOTO—'53 Fire Dome (8) sedan, §2, 


200*. ’48 suburban, $250. 


DODGE-—'51 Meadowbrook sedan, $1,005* 
$1,080*. ’'50 Coronet sedan, $740. ‘4% 
Coronet sedan, $635. 

FORD—’52 Ranch Wagon, $1,775*. ’5i 
Custom (8) conv., $1,055; sedan, $1,115 
$1,000, $1,280*, $1,050. °50 Custom (8 


sedan, $715; station wagon, $700; conv. 
(Continued on Page 41, Col. 1) 
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Here’s a new and practical approach to an old 
problem... Instead of designing a machine 
to use an axle of existing pattern, why not 
design the machine fo meet the necessities 
of its job—and then design a power- 
transmission especially for that ma- 
chine. That’s what Clark does; and 
that’s why “working with Clark” 
appeals strongly to a growing list 
of equipment manufacturers— 
automotive, agricultural, in- 

dustrial. 


Turn and see reverse 
side for more about 
CLARK products 


CLARK EQUIPMENT COMPANY, Buchanan, ee 


i ES an RS Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 
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producing transmissions for 
unusual requirements for 
trucks, busses, farm 
tractors, industrial 

trucks and road 

building machinery. 


Write for 


Eli) 


a a 


i] 


NUT WLLL LIA 


POUND FOR POUND, dollar for dollar, you can’t 
beat the value in CLARK’S POWRWORKER Line. They'll 
give you big-truck quality performance at rock-bottom, 

small-truck cost. If your warehouse, dock or 
terminal suffers from narrow aisles, low-load 
floors or low-clearance— then the rugged 
little POWRWORKERS are just what the 
Comptroller ordered to cut your 

handling costs. Write for 

Material Handling News. 


Platform 


Pallet 
Truck 


Stacker 
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AUTOMOTIVE NEWS, JULY 6, 1953 


Sales Conditions in Various Areas... 





Auto Market Reports 


Pittsburgh 


Business in the Pittsburgh area 
for the week ended June 13 declined 


slightly from the level prevailing in | 
the previous week, according to the | 


Bureau of Business Research of the 
University of Pittsburgh. 


After seasonal adjustment, the 
bureau’s index of business stood 

at 194.4 percent of the 1935-39 

average. It was 192.3 a month ago 

and 197.9 at the middle of April. 

New-car registrations were the 
lowest in six weeks, the report said, 
but industrial production and 
freight shipments showed increases. 
Department store sales dropped 
more than seasonably. 

The used-car market is entering 
a period of readjustment caused by 
money shortages, Pittsburgh dealers 
say. Many regular prospects are 
investing money in homes and 
other major items and have moved 
out of the car market, it is felt. 

Some dealers are overstocked 
with used cars bought at higher 
cost than the current market will 
return them, and the complaint 
is heard that they are making 
deals that hamper the business of 
other dealers. 

Money is scarce for dealers who 
want to enlarge used-car oper- 
ations, as well. Credit ratings are 
fluctuating with the revaluations of 
book prices. 

Used-car dealers say that a clean 
car priced right will sell if a little 
more effort is put out to sell it.— 
(Leon M. Leffingwell.) 

oe * + 


Augusta, Ga. 


Demand for used cars dropped 
‘lightly in May, according to dealer 
reports. 

Walker-Durant (Ford), which 
usually leads in Augusta on used- 
car sales every month, at around 
150, dropped to 103 in May. In 
order to encourage sales, several 
dealers are offering 100 gallons 
of gas with the purchase of every 
used car. This method appears to 
be working for some dealers. 

New-car sales are off a little for 
this season, but most dealers are 
looking forward toward late sum- 
mer and fall. Chevrolets are still 
leading and are followed by Ford. 

One dealer reports that new and 
used trucks are almost at a stand 
still—(Julanie Lampkin.) 

7 o - 


Cleveland 


A firm June market is being re- 
flected with emphasis on new-car 
turnover as evidenced by sales for 
the week ended June 20. 

According to Leonard Fuerst, 
clerk of courts, sales of new ve- 
hicles touched 1,554, about 400 over 
the same week a year ago, and the 
highest week of the month. Used- 
car sales also showed strength, 
reaching 1,769. Although 300 over 
the same seven-day period a year 
ago, used-car sales were 120 less 
than the previous week. 

New - truck sales were 88 and 

used-truck sales were 86, a 

marked improvement over the 

same period a year ago and the 
previous seven days. 

According to dealers, difficulty in 
getting the style of car they have 
been able to sell best has handi- 
capped sales. 

It appears Chevrolet will top the 
new-car sales field for the first six 
months. For the first five months 
of the year, Chevrolet has sold 6,493 


while Ford has sold 5,695.—(San- | 


ford Markey.) 
= 


* * 


Memphis 

Business remains slow in Mem- 
phis and dealers have so many 
cars, generally speaking, they don’t 
know what to do with them. 

The competitive situation pre- 
dicted for the near future in 
some cities has arrived here, and 
it is strictly a buyer’s market. 
Only a couple of makes of cars 
are selling up to par, with the 
other dealers having it rough. 

One consolation is that many of 
the dealers report that while sales 
are off, shop work is excellent. 

Used-car lots in Memphis are 
loaded. A number of the larger 
used-car firms are combining oper- 
ations and eliminating some lots. 


Many of the weaker lots are being 
|forced out of business.— (Emmett 


Maum.) 
| + * *~ 


Washington, D. C. 

| Sales of new cars in the District 
|of Columbia totaled 2,126 for May, 
according to the Washington Auto- | 
| motive Trade Assn. This represents 
|a drop of 412 cars from April, when 
| 2,538 new units were titled. 


By makes, cars were titled in 
May as follows: Buick, 155; Cadil- 
lac, 51; Chevrolet, 547; Chrysler, 68; 
| DeSoto, 30; Dodge, 88; Ford, 329; 
Henry J, 4; Hudson, 15; Kaiser, 5; 
Lincoln, 15; Mercury, 72; Nash, 23; 
Oldsmobile, 159; Packard, 26; Plym- 
outh, 308; Pontiac, 145; Studebaker, 
43; Willys, 11; British Ford, 4; Hill- 
man, 2; Jaguar, 4; MG, 10, and mis- 
cellaneous, 12.—(William Ullman.) 

* = * 





Miami 
Most Miami new-car dealers were 
well satisfied with June business, 
having had no difficulty in dispos- 
ing of their quotas as demand con- | 
tinued steady. 

A Lincoln-Mercury dealer 
staged a “50th anniversary” drive 
June 21-27, advertising “terrif- 
ically high trades” and “make 
your own deal.” 

Some independent dealers are 
complaining mildly that nearly all 
cars shipped from the factory are 


lac, 44; Chevrolet, 816; Chrysler, 81; 
DeSoto, 56; Dodge, 141; Ford, 493; 
Hudson, 25; Kaiser, 14; Lincoln, 22; 
Mercury, 79; Nash, 63; Oldsmobile, 
148; Plymouth, 246; Packard, 38; 
Pontiac, 172; Studebaker, 81; 
Willys, 20, and miscellaneous, 6. 
(Kate Savage.) 
* 
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Buffalo 


Sales of new cars in the Buffalo 
area during May showed an in- 
crease over both April and the cor- 
responding period a year ago, ac- 
cording to the Buffalo Automobile 


| Dealers Assn. 


May sales totaled 3,897, compared 
to 3,544 in April and 3,219 in May, 
1952. 

New-car sales for the first five 
months of this year totaled 16,- 
742, compared to 13,285 in the 
first five months of 1952 and 18,- 
610 in the same period of 1951. 

New-truck sales during May to- 
taled 305, compared to 319 in April 


j}and 257 in May, 1952. Truck sales 


for the first five months this year 
totaled 1,370, compared to 1,263 in 
the first five months of 1952 and 
1,820 in the same 1951 period.— 


(George E. Toles.) 
+ * * 


Moberly, Mo. 


Unemployment, retirement and 
low farm prices are being reflected 
in both new and used-car sales in 





in the top price brackets, with auto- 
matic transmissions rather than 
conventional gearshifts. 

The used-car market has _ re- 
mained soft, with prices somewhat 


lower.—(G. S. Connell.) 
* * * 


Baltimore 

May sales of new cars in Balti- 
more totaled 2,760, according to the 
Maryland Motor Vehicles Depart- 
ment. This brings the total number 
of new cars sold in the city this 
year to 12,463. 

By makes, May new-car sales 
were registered as follows: Henry 
J, 6; Austin, 1; Buick, 208; Cadil- 


the Moberly (Mo.) area. 

Some of the coal mines are work- 
ing parttime, and at least one strip 
pit has shut down entirely. 

New-car sales are stronger than 
would be expected, but are defi- 
nitely slackening off in the big- 
car and the middle-car fields and 
the lower-priced units can be had 
without waiting. 

Finance companies are balking at 
some prewar-car paper but terms 
are elastic on late models and new 
cars. Banks are handling consider- 
able auto paper. 

Repossessions are greater than at 
any time since the war.—(L. H. 
Houck.) 





Brazilian Publisher Tells 
Of Pent-Up Car Market 


| DETROIT. — Brazil’s import re- 
strictions are bottling up a _ po- 
tential market estimated at 150,000 
cars a year, according to H. D. 
Oliveira, of Rio de Janeiro, publish- 
er of the automotive trade monthly 
Automoveis & Acessorios. 

Last year, Oliveira said, the South 
American country imported 86,000 
units but this year has closed the 











Wider Application 
Of Shop Finance 
Plan Studied 


CHICAGO. — Efforts to promote 


Service Finance Plan by whole- 
salers throughout the U. S. are 
being coordinated by a special com- 
mittee. 

The committee was named at a 
recent meeting of representatives 
of the Automotive Engine Rebuild- 
ers Assn., Motor & Equipment 
Wholesalers Assn., National Stand- 
|ard Parts Assn., National Automo- 
tive Parts Assn., and Automotive 
| Advertisers Council. 

At the meeting the finance plan 
was reviewed by George Yount, of 
Engine Rebuilders. Representatives 
of the other groups said their or- 
ganizations would favor endorsing 
and supporting the plan on a 
united all-industry basis. 

The steering committee was then 
named to draw up specific pro- 
posals on organization, manpower 
and money requirements to be pre- 
sented to the directors of each 
group. Yount was named chairman 
of the committee. Members are 
Carl Dietrich, of MEWA; Jack 
Wiggins, of NSPA; Bob Stacy, of 
NAPA, and Walter Kirkpatrick, of 
AAC. 








|doors to all except knocked-down 
foreign vehicles. 


The import curbs, Oliveira said, 
are part of a long-range effort by 
the Brazilian Government to 
foster parts manufacture as well 
as auto assembly within the 

| country. He explained also that 
controls were made necessary by 
| dollar-short Brazil’s inability to 
| balance imports with exports. 

Oliveira, who was visiting Detroit 

while on a tour of the U. S., said 
that the gilt-edged postwar black 
market in American cars had been 
crushed by regulations which for- 
bid the admittance of cars even as 
personal baggage. 

| He recalled that many American 
|tourists had paid for a vacation in 


the use of the Certified Automotive|South America, and made money 


on the side, simply by bringing a 
new car with them. 

Now and then, Oliveira said, 
someone still manages to smuggle 
in a car, and a Chevrolet that 
normally would sell for $2,800 in 
Brazil brings twice that much on 
the black market. 

Both American and European 
cars assembled in Brazil are dif- 
ficult to come by, Oliveira said, 
and the prices are likely to 
fluctuate with each imported 
shipment of parts now that a free 
market exists in Brazilian-United 
States currency. 

Another annoyance to the Brazil- 
ian motorist, Oliveira said, is the 
dwindling supply of parts, of which 
there was an abundance five or six 
months ago before imports were 
curtailed. 

Oliveira said plants of American 
makers now were striving to ac- 
climate themselves to the Govern- 
ment’s policy looking toward all- 
Brazilian parts production. He said 
that American firms willing to 
license parts and accessories manu- 
facture would find many takers 
among Brazilian concerns. 
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Dealer Billboard— 


As part of a countrywide used-car pro- 


| motion campaign, Buick dealers of Alle- 


gheny County have unveiled a 15-foot-tall 
neon billboard in the heart of Pittsburgh's 
Golden Triangle at Liberty, Sixth and 
Market, where many thousands of pedes- 
trians pass daily, and where hundreds 
wait hourly for trolleys. The neon-lighted 
board features a different dealer each 
week. 
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) Parts Wholesalers 


In Canada Show 
5 Pet. Net Profit 


MONTREAL. — Gross profit for 
Canadian automotive and supplies 
wholesalers in 1951 averaged 
slightly more than 25 percent of 
net sales, according to the Bureau 
of Statistics’ biennial survey. 

Expenses— including selling, 
wholesale, delivery, administrative 
and general costs—worked out at 
20.47 percent of net sales and re- 
duced the gross profit to a new 
operating profit ratio of 4.82 per- 
cent, the bureau said. 

Addition of other trading income 
and deduction of miscellaneous ex- 
pense resulted in a net profit ration, 
before tax deduction, of 5.13 per- 
cent, it said. 

Sales made on a credit basis ac- 
counted for 91.45 percent of total 
net sales, the survey showed, while 
average stock turnover was 4.54 
times a year. 





The back pages of every issue of AUTO-. 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





give me a HEIL 
BODY and HOIST 


every time! 








BIGGER PAY LOADS 


Hauling dead weight cuts profit. With Heil Bodies, you haul pay 
load, because every unnecessary pound is eliminated. Yet there’s 
no sacrifice of structural strength! Correct design and no-sag con- 
struction assure long years of profitable service life. 


FEWER REPAIRS 


Heil’s simplified Hydraulic Hoist design eliminates unnecessary 
troublesome parts. The arm assembly, for example, is made of 
structural steel welded to extra-heavy reinforced tubing. This 
application of the simple toggle principle means fewer repairs. 
Rugged construction keeps you out of the shop, on the job. 


Fast dumping action and trouble-free operation save time on the 
job. Low mounting height makes hand-loading faster and easier. 

There’s a Heil distributor near you to explain every Heil Body 
and Hoist advantage for your specific job, and supply you with 
prompt, dependable service and parts. Call him today. 


THe HEIL co. 


DEPT. 5973, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 
District Offices: Union, N. J., Washington, D. C., Atlanta, Cleveland, Milwaukee, 
Detroit, Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle 


Heil Platform 
Conversion Hoist 


dae: 


Colecto-Pak 














Merchandising 


Memos to Dealers 





—— are pushing used cars 
with extraordinary promotions 
these days. 


Tommy Richardson, Buick dealer 
in Williamsport, Pa., for 37 years, 
recently announced a new-car guar- 
antee on his used cars. 


Copy in an ad said: 


“If it’s a Richardson 4-square 
guaranteed used car, it’s our baby 
and we'll raise it free of mainte- 
nance cost to you for 90 days or 
4,000 miles.” 

A car with such a guarantee is 
equipped with four new tires and 
a new battery, is given a complete 
checkup and is delivered with a full 
tank of gasoline. 

So far, says Richardson, the 







Erclusiuel 


SELF-ADHERING GASKET 
ACTS AS TEMPLATE FOR 
HOLE ALIGNMENT 


— FF MIRRORS 4, 





By Bob Finlay 


| plan has been very successful. 


The ad is headlined: 


“Your used-car worries are over. 
* + + 


Illustrated 

EALERS in Elkhart combined 

to take a center-spread news 
paper ad under this headline: 

“The Elkhardt new-car dealers 
announce ... A Red Hot Parade 
of Used-Car Values...” 

Copy in the center of the page 
was devoted to a pitch on the ad- 
vantages of buying used cars 
from new-car dealers. This was 
ringed with boxes containing in- 
dividual dealer ads featuring an 
illustrated special. 


” 
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| La. Jaycees Drive Fords to Convention— 

Delegates of the Louisiana Chamber of Commerce to the recent national convention 
in Minneapolis, purchased Ford cars from Andress Motor Co., Inc., Shreveport, La., 
|and drove them in a caravan to the convention. In this picture, the group is about 


to leave Shreveport. 

Actual photographs of the makes 

were used. 
* * +. 
Contest 
N ESSAY contest promoting 
used-vehicle sales from 
franchised dealerships has been an- 
nounced by Henry Darling, Inc. 
(Chevrolet), Augusta, Ga. 

Eligible to enter the contest are 
purchasers of used cars and used 
trucks from the Darling used-car 
lot. Essay subject is: “Why It Pays 


Save yourself costly “come-backs” of mirror heads that 
never stay put. You make a happy customer every time 
when you install the JF BODY- 

MOUNT. It locks the mirror 

head in any desired position 


— yet is fully adjustable. 


you in a dith . 


|to Buy Your Transportation from 
an Authorized New Car Dealer.” 
A new 1953 Chevrolet sedan 
will be awarded to the author of 
the winning essay. Compositions 
must be 200 words or less. There 
will be two consolation prizes. 
Used-car or truck buyers will re- 
ceive an essay blank for each $100 

of the purchase price. 
* * * 


Upcoming Customers 


HOMAS Chevrolet Co., Bedford, 
Pa., slanted a car promotion at 


“C 


here's the NEW 
BODY=MOUNT 







Replacement of the mirror head is never a problem — 

you never need disturb the bracket mounting. Simply 
loosen the positive-locking turret screw and replace with 
a new mirror head. It’s as easy as that! 


SO AMAZING .. . SO BEAUTIFUL . . . SO PRACTICAL! 
Adds the look of smartness to your showroom cars! 


The JF BODY-MOUNT is truly a sleek beauty — custom- 
contoured — triple chrome plated — a 412” mirror head 


of selected optical glass that gives you wide angle vision 
at all times. 


Available in non-glare or clear ———— LIST $4.65 


a JF exclusive! 


Fischer 


If not available thru your Jobber, 


write for catalog. 





JOMA MANUFACTURING CO., INC. 


NEW YORK 72, 


NEW YORK 





: 


(SSS nents 
SS 


high-school graduates in the com 
munity when it used a newspaper 
ad to stress the big advantage o 
having an automobile for busines 
and pleasure. 

The ad carried sketches of typica 
boy and girl graduates in caps anc 
gowns. It was captioned: “Owning 


A Car — Your Biggest Ambitio: 
After Graduation.” 
Said copy: “You’ve grown up 


ready to meet the world, ready to 
get out on your own. But, you’! 
need a car to do the things you 
want, go where you want, for 
business or pleasure. 

“We are ready to help you fulfil! 
this ambition. We have a selection 
of good new cars and good used 
cars. We want you to come in, talk 
over your situation. We’re sure that 
we have a car that will meet your 
needs and your pocketbook.” 

* * * 


Bow to Classified 


The most effective selling weapon 
in the used-car trade is the ef- 
fective use of newspaper classified 
advertising, according to Joseph 
Schaeffer, a Memphis, Tenn. used- 
car dealer. 

Addressing members of the 
Newspaper Classified Managers 
here in its 33rd annual con- 
vention, Schaeffer said _ that 
“prices must be geared to a com- 
petitive market” and added that 
with low prices and correct ad- 
vertising procedures, unlimited 
turnover in inventory can be 
realized. 

“The only way to get your 
product moving is to get it in a 
classified advertisement and keep 
it there,” Schaeffer asserted. More 
than 250 delegates from daily and 
weekly newspapers in this country 
and Canada attended the four day 
convention. 


Auto-Lite Adding 
More Space 


And New Plant 


TOLEDO. — A total of 380,220 
square feet of manufacturing space 
will be added to the facilities of 
Electric Auto-Lite Co. during 1953, 
according to Royce G. Martin, 
president and chairman. 

A new 225,000-square-foot build- 
ing now under construction at 
Toledo will be utilized primarily for 
the manufacture of products vital 
to defense, Martin said. 

Two battery plants are being ex- 
panded at Niagara Falls and East 
Point, Ga. Last year battery plants 
at Oklahoma City and Oakland, 
Calif., received additional manu- 
facturing space. 

A total of 50,000 square feet is 
now being added to the spark plug 
plant in Fostoria. This is the 14th 
addition made to this plant in the 
last 17 years. 

The bumper plant at Sharonville, 
O., will be expanded by an ad- 
ditional 56,000 square feet, Martin 
said. 

Auto-Lite now operates 29 plants 
in the United States and Canada 
with a total of 9,053,823 square 
feet of manufacturing space. In 
addition, five plants are operated 
overseas. 


Clark Expands 
Dealer Setup 


BUCHANAN, Mich. — Clark 
Equipment Co., manufacturer of 
materials - handling industrial 
trucks, has revamped and expanded 
its dealer organization in the mid- 
west and on the west coast to 
handle its newly acquired Ross 
straddle trucks and fork-truck 
lines, according to W. E. Schirmer, 
vice-president, 

Clark acquired Ross Carrier Co. 
last May. 

The new dealer plan, effective 
July 1, affects Clark dealer or- 
ganizations in California, Illinois, 
Indiana, Iowa, Michigan, Nebraska, 
Oklahoma, Oregon and Washington. 
In most cases, existing Clark 
dealers will add Ross products to 
their regular sales and_ service 
activities, Schirmer said. 


Harmon Sells Deal 
Frank Harmon has sold Harmon 
Auto Co., his Oldsmobile dealership 
at Dixon, Ill. He was formerly an 
Oldsmobile and Chevrolet district 
manager, 
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Nov. 30- Dec. 2—idaho Automobile Veal 

















1 ee . E t a | ers Assn., Boise Hotel, Boise, Id. 
, In VY n | Dec. 3— Utah Automobile Dealers Assn., 
; om g e Ss _—— Newhouse Hotel, Salt Lake City 
3 Dec. 4—Oregon Automobile Dealers Assn. 
- Convention, Multnomah Hotel, Portland 
Dealer Conventions | Sept. 27-28 -— Georgia Automobile Dealers " e on - * . ees 
2 a Assn., Biltmore Hotel, Atlanta, Ga . 
i Aug. 23-26—Automobile Dea ers Assn. of | Oct. 2-3—Kansas Motor Car Dealers Assn Dealer Auto Shows 
PF. ee a fn _ Tee Hotel, White | | Hotel Town House, Kansas City, Kansas. March 13-21, 1954— Chicago Auto Show, 
= rare were een eae International Amphitheater 
t. 4- Tex Automotiv alers Assn. . p eater. 
1 Sept. 9-I0—N.H.A.D.A. Granlidden Hotel we neat eed Worth. oe April 17-25, 1954 — Seattle Auto Show. Se 
Lak unapee, N. H Pe s attle Civic Audit m. 
ee oat | Oct. 7-9-—National Used Car Dealer Assn : vie pice 
Sept. 10-12— Maine Automobile Dealers | annual convention, Beuna Vista Hotel . ” ° 
: Assn., Samoset Hotel, Rockland, Me. | Biloxi, Miss. : ; General 
0 Sept. 13-14—Colorado Automob e, Dealers Oct, &10—P , hut . A ae, =A . hee deeds ms 
1) A . Broadmoc Hote! -olorado | cf. - ennsyivania utomotive ssn. ug. ~ nnué aler east, anvitie 
: ots a oe Se is William Penn Hotel, Pittsburgh Auto Auction, Danville, Va. 
c Sept. 13-15 — New York State Automobile | Oct. I-13 — Mississippi Automobile Sept. 20-22—National Truck Leasing Sys 
I | Dealers Assn., Saranac Inn, Saranac Dealers Assn., Buena Vista Hotel, Biloxi, he ‘a Annual Meeting, Palm- 
| Lake, N. Y. Miss er House, cago. ; 
| a min t i r | ‘ , Sept. 21-23 — Truck B j t 
i Sept. 3-16 Wyoming Automobile Deslers | Get. 13. 14— Federation of Automobile | S4pt.,7122 — jruck ody and, Equipment 
n Sept. 14-15—Automobile Dealers Assn. of ore ——- % anes Royal York | olay. Sheraton-Gibson Hotel, Cincinnati 
a North Dakota, Patterson Hotel, Bis- ee ee ee Oct. 19-23—National Safety Congress and 
marck, N. DO. Oct. 17-19— Arizona Automobile Dealers | Exposition, Chicago, Illinois. 
7 Sept. 17-19—New Mexico Automotive Assn., Hotel Westward Ho, Phoenix. Oct. 21-31—38th International Motor Ex-- 
Lt Dealers Assn., La Fonda Hotel, Santa “— 18-20 — 4 Automotive Assn.,_ | hibition, Earls Court, London, England. 
on o. ope : : vena Vista Hotel, Biloxi, Mi Oct. 28-30—The American Society of Bod 
Fe, N. M. ena Vista Hote Oxi, ss | 2 y ody 
ir Military Axle Now Civilian, _— Sept. 20-22—Wyoming Automobile Dealers Oct. 22 — Connecticut Automotive Trades Engineers, Seventh Annual Technical 
Timken-Detroit has announced commercial production of new tandem double-re- Assn., Irma Hotel, Cody, Wyoming. os Be Pees a pare Conn. era Rackham Memorial Build- 
Canrathet ‘ i ious! ilt| Sept. 20-22—Kentucky Automobile Dealers ct. 25-27 — Automobile Dealers Assn. o ng, Detroit. 
duction drive rear axle unit for heavy trucks. The unit had been _Previousty bui a Inc., Phoenix Hotel, Lexington, Alabama, Inc., Buena Vista Hotel, Biloxi, Nov. !-2 — Texas Independent Automobile 
™2 exclusively for military vehicles. It is available with or without an inter-axle differ- . 7 ; Miss. Dealers Assn., Ninth Annual Convention, 
| ential. | Sept. 21-22—Wisconsin Automotive Trades Oct. 25-27 — Florida Automobile Dealers Plaza Hotei. San Antonio, Tex 
n * * * * * * | Assn., Hotel Schroeder, Milwaukee. Assn., Sheraton Beach Hotel, Daytona Nov. 9-12 — American Petroleum Institute ’ 
- : Sept. 21-22 —South Dakota Automobile Beach | meeting, Conrad Hilton Hotel Chicaao ] 
d t ' k M rk ts system parallel to spring sus- | Dealers Assn., Aberdeen, South Dakota | Nov. 13-14—Montana Automobile Dealers Dec. 7 and 10— Motor & Equipment , 
h im en a ets pension; two-piece trunnion tube | Sept. 21-22—Minnesota Automobile Deal- | Convention, Finien Hotel, Butte, Mont Wholesalers Assn, Convention, Conrad 
‘ b k ts d ble torque and | ers Assn., St. Paul Hotel, St. Paul. Nov. ee Automobile aes Assn. Hilton Hotel, Chicago. 
- rackets and removable | Sept. 24-25—New Jersey Automotive Trade Hotel Commodore Perry, Toledo. Dec. 8-9-— ASI executive Booth Confer- \ 
Double-Reduction spring brackets for easier mainte- | Assn., Hotel Traymo-e, Atlantic City, | Nov. 9-11— Automotive Trade Assn. of | ence, Navy Pier, Chicago. \ 
nance, and rubber torque and_| N. J. Virginia, John Marshall Hotel, Rich- | Jon 9-13, 1954-—NADA convention, Miami 
ac : oat | Sept. 26-29—Arkansas Automobile Dealers mond. each, Florida. 
' Tandem Axle spring-seat bushings to eliminate Assn., Inc., Convention, Arlington Hotel, | Nov. 18-19— Oklahoma Automobile Deal | March 4-7, 1954—Pacific Automotive Show, j 
DETROIT.—Timken-Detroit Axle need for lubrication. Hot Springs, Arkansas. ers Assn., Mayo Hotel, Tulsa. : Seattle Civic Auditorium. 
: Co. has announced commercial pro- | 
| duction of a tandem double-re- | 
duction-drive rear axle unit for 
heavy trucks which can be obtained : 
with or without an inter-axle dif- | 
ferential. = 
r The unit, originally developed for | { 
a and used on thousands of military | 
P vehicles, has now been introduced 
’ 
i for the commercial field and has 
( 
y 
y 


been adopted as original equipment 
by such manufacturers as GMC, 
Autocar, Dodge, International, Reo, | i 
White and others, according to| e i 


Walter F. Rockwell, president of ! 
Timken-Detroit. The unit is known 
as the “SLD” unit, without inter- | 
axle differential and ”"SLDD” unit | 
with the differential. 
Described as_ straight - through- | @ * e 

0 ah line drive tandem rear axle units | Start uilding profits 

e { for six-wheel motor vehicles, they | 

f are available in three capacities— | 

, 32,000, 36,000 and 50,000 pounds on e j 

l, rear tires at the ground on hard- now wit 
surface highways. 

Features of the design include 


t top-mounted, straight-line, hypoid- 
helical final drive; optional differ- new ac ory assem y 
, 


ential spur gear with cab-controlled 


lockout; torsion-flow axle shafts; 











: : ; * 
: hot-forged steel axle housings; unit- i 
t mounted wer brakes; t - d d pe | 
i | utah ences = @NG driveaway plan! 
; 
, All Truck Owners 
s U rged to Share Now you can sell more trucks to the growing six- 100% traction in mud, ice or snow .. . instant 
: | wheeler market . . . deliver them at lower costs and selection of positive single-axle drive for free- 
e In Courtesy Drive bigger profits... with Truckstell’s new factory rolling at highway speeds. 
LAKE TAHOE, Calif. — The assembly and driveaway plan. Here are the extra e Factory-driveaway from your nearest 
4 public relations problems of the sales advantages it gives you: Truckstell assembly plant, guaranteeing 
‘. trucking industry are the responsi- | r , ‘ l deli , 
bility of all truck owners and not e Six-wheelers, factory built in Truckstell prompt, low-cost delivery. 
$ = those firms which are in the assembly plants in Detroit, Michigan, and e Continuous sales and service backing from 
: or-hire end of the business, ac- T d.M . ith d i d local Truckstell Distrib 
: cording to John L. Springer, di-| }ownsend, Mass., equipped with your produc- your experienced loca ckste : istributor 
: rector of the Western Highway In- | tion axles, ready for your customers’ heavy- ... who also can make Truckstell Six-Wheelers 
i "oe ae a : duty applications. out of your trucks in stock. 
e annual mem- | P ‘ 
bership meeting of the Califeenia | e@ Delivery at new, low prices . . . competitive e Full profits on every unit. You now can price 
aundarymen i. | . ; 
ao vane See, oeagee La or below any other comparable six-wheelers and sell them as complete six-wheelers, 
"which indicated that the public re- | now on the market. including chassis, cab, and the Truckstell 


Dual-Axle Drive. 


garded the drivers of large, over- 








the-road trucks as the most courte- | e Assembly of your 2- and 3-ton trucks into Dinas tla ieee bu chine bene waatiion to thts bh 
c ous. six-wheelers with G. V. W. ratings of from : — you poe 8, 
f He urged that campaigns be in- | 26.000 to 48,000 Ib expanding field ... without spending one cent of 
1 stituted to encourage similar | 7 - - tra i t t t. Get set fi bi 
i : : th ; Pa : | extra investment on your part. Get set tor a bigger 
: “iene Sallie ta olay ond e@ The exclusive Truckstell Power Divider with truck year. Details are yours for the asking. Send 
) delivery operations. 3-speed auxiliary gearing built in... plus in- for the new Truckstell Factory-Driveaway Sales Plan 
S Jointly sharing the program with | stant selection of positive dual-axle drive for and the name of your Truckstell Distributor today. 
. Springer was Wallace Linville, 
’ automotive engineer for the insti- 

tute, who gave a demonstration on 
i methods of improving’ gasoline 

mileage of pickup fleets through | 
> special driver-training techniques. 
. The institute is a research and 
, engineering agency for the motor | Truckstell Manufacturing Company 
’ carrier industry in 11 western | Union Commerce Building, Cleveland 14, Ohio 
. states and Alaska. | 
a r U C * & | Send me my Truckstell Factory-Driveaway Sales Plan and the 
. Denver Revenue Up | name of my nearest Truckstell Distributor. 

DENVER. —City Motor Vehicle re 

Department receipts for the first | 5 wi imse~ < Xero = ti 

five months of this year are up 5.36 a oe om 
a pee oes TRUCKSTELL MANUFACTURING COMPANY | \"...., 
; 1952, according to Maldon V. Ad- Pinter — 
: cock, supervisor, Receipts this year Union Commerce Building * Cleveland 14, Ohio Address__ pee aceite eoatoacaenae 
total $2,984,367, compared with $2,- | 

832,585 for last year. l — 
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Commeretial Car 


A Monthly Section for those who make, sell and service America’s Trucks, 


TEP eee Me eR Me 


bY 





... by Jack Weed 





T BEGINS to look, from my “sit” | job, and salvage a reasonable prof- 
in this conning tower of truck | it, meet the offerings of the “slough- 
trade news, that the NADA will! ing” dealer. 


add another muchly needed big 
educational show to its convention 
program at Miami next January. 
This “third ring” to the show would 


be a truck equipment exhibit for | 
which the dealer show heads have | 


already gotten a tentative nod of 
approval from the truck makers 
and two of the equipment associa- 
tion heads. 

Judging from the results of a 
round-robin survey of truck deal- 
ers from coast to coast and from 
the Gulf of the Great Lakes, such 
a show is really needed, not only 
to educate dealers themselves on 
the truck business and its poten- 
tials, but to acquaint the top 
sales personnel in the dealerships 
as to what can be put on a truck 
to make it a complete “go-to- 
work” unit for the buyer. 

As I looked over the reports from 
our Prying Pauls in each section 
of the country who made this sur- 
vey, I couldn’t help but sense that 
far too many dealers have not as 
yet gotten around to taking the 
truck end of their franchise seri- 
ously, and have little if any appre- 
ciation of the advantages of selling 
completely equipped trucks to their 
prospects. 

In fact, the reports from our out- 
post writers seemed to indicate that 
far too many dealers are just sit- 
ting back, smug in their belief that 
there is no profit in the truck busi- 
ness, and are content to slough off 
the trucks they get on their vehicle 
allotment without attempting to 
make a profit, and without any re- 


gard for their brother dealers. 
* * # 


Word from Webster 


—— report contained the same 
complaint from some dealers 
who gave every indication that they 
were trying to do a good truck job 
in their community, but were being 
harassed in their selling by dealers 
in the same make who continually 
upset the market by offering trucks 
at as low as $25 over just to move 
them out of stock. 

Not only does such practice de- 
moralize the entire truck market 
in the city or area in which such 
a dealer operates, but it makes the 
dealer who is trying to do a good 


Incidentally, many of these bet- 
ter truck dealers could use Web- 
ster’s definition of “slough” to 
describe the competitors who con- 
tinually upset their truck market 
by such tactics. Webster says: 
“The cast-off skin of a snake or 
other animal: Often used figura- 
tively.” 

But to get back to the third ring 
in the NADA get-together next 
January, the truck equipment show 
is on the agenda right now and 
details no doubt will be ironed out 
at a meeting that is now set, I un- 
derstand, for next week here in 
Detroit. 


* * * 


A Hit in Old Days 


_ in the days of hot com- 
petitive truck selling, these 
equipment shows were considered 
very practical and successful, al- 
though in those days the shows us- 
ually were put on by a factory and 
just for the benefit of its dealer 
group in a given area. 

In many cases, the shows went 
on the road in various parts of the 
country so that more dealers could 
bring their prospects to the show 
and thus give them a first-hand 
appraisal of what equipment was 
available to do the type of work 
the prospect wanted his trucks to 
do. 


I see no reason why truck deal- 
ers couldn’t do the same thing 
with this show. I'll bet that many 
big fleet buyers would take the 
opportunity of getting in a little 
winter sunshine and at the same 
time see what is new in equip- 
ment at such a show in Miami. I 
am certain that NADA will make 
every effort to get as many of the 
big fleet buyers to come to the 
show as possible, as well as help- 
ing dealers in the southeast get 
their prospects to come to Miami. 

The show will be an outdoor 
show, I believe, and thus can be 
made a working show, to the ex- 
tent that lifting tail gates, for in- 
stance, can be made to work for 
the benefit of the viewer; dump 
bodies can be worked; refrigeration 
bodies can be demonstrated as to 
(Continued on Page 29, Col. 3) 








‘Good Truck Salesmen Scarce... 





Sales Up, Net Down 


RUCK dealers nationally report 
that truck sales for the first 
five months of the year are well 
ahead of last year and that sales 
prospects for the last half look fair 
to good, but that both gross and 
net profits are down from last year. 
A national survey of approxi- 
mately 75 dealers, including both 

“car-truck” and exclusive truck 
dealers, indicates that the indus- 
try sorely lacks good truck sales- 

men, 

Generally speaking, both new and 
used-truck stocks are up from a 
year ago and from last month, with 
light trucks currently moving most 
freely. Yet, in several areas and 
with certain dealers, reports indi- 
cate that there is quite a satisfac- 
tory volume of heavy-duty truck 
business available for those whose 
sales organizations are tuned to go 
out and find it. 

Light and medium used trucks 
are moving fast, report the dealers, 
and in some markets the demand 
has been so brisk that dealers have 
had to buy used vehicles to keep 
their lots attractive. These dealers 
say they are not getting enough 
good used units on their trades to 


Top Trucks 


New-truck registrations for 
four months, plus 32 states for 


May: 

1953 Pos. Make 1952 Pos. 
1—129,738 Chev. 96,409— 1 
2— 85,689 Ford 67,715— 2 
3— 40,717 Int'l 33,759— 4 
4— 36,896 Dodge 34,360— 3 
5— 34,100 GMC 28,616— 5 
6— 10,472 Stude. 10,210— 6 
jI— 7,860 Willys 6,879— 7 
8— 4,698 White 4,255— 8 
9— 2,632 Mack 2,736— 9 
10— 1,503 Reo 1,133—12 

1l— 1,323 Diam. T 1,468—10 
12— 867 Divco 1,181—11 

13— 817 Brockway 655—13 
14— 663 Autocar 622—14 

15— 375 Federal 327—15 

16— 278 Kenworth 275—16 

1j— 172 Pontiac 231—17 

138— 133 FWD 217—18 

19— 61 Peterbilt 83—20 

20— 20 Crosley 131—19 

Total All Makes 
359,360 292,754 


For further details see page 
40, today’s issue. 





keep salesmen supplied with mer- 
chandise to sell. 
* * * 

EPORTS continue to come in 

that far too many dealers are 
“sluffing” their new vehicles at long 
discounts and trades without mak- 
ing much of an attempt to get a 
reasonable profit. In other words, 
as one dealer expressed it, “Some 
of my competitors are letting the 
buyers sell them without trying to 
go after the business that can be 
gotten at a profit.” 

While many reporting dealers 
complained that the factories 
were producing too many trucks, 
other dealers handling the same 
make in the same area reported 
that their new-truck stocks were 
down and that they had nothing 
to complain of as far as sales 
were concerned—if it weren’t for 
the “lazy” dealers upsetting the 
market, and established custom- 
ers, with low price offerings. 


Dealers generally have estab- 
lished a “junking” policy on trucks 
and nationally are either selling to 
the junk men or cannibalizing from 
5 to 25 percent of tradeins. 

Dealers also are doing a much 
better job of reconditioning used 
vehicles than formerly. Many deal- 
ers report they are reconditioning 
all trucks they don’t junk, with 
many doing a major reconditioning 
job on 25 to 40 percent of the used 
vehicles they offer for sale. 

* x + 


| aed dealers are stripping the 
chassis of those beaten up and 
worn stake and platform bodies. 
Some dealers report they are paint- 
ing everything they put on their 
lots. Others seemingly are content 
just to go over the engine and 
chassis to make certain the “safety 
items” are in good working order, 
fix up the cab seats and backs and 
give the job a thorough cleaning. 


In the Rocky Mountain area, 
dealers report that the industry 
is in a better sales situation right 
now than it has been for some 
time. Much of the demand for 
trucks comes from an upsurge in 
construction and road building 
work. Dealers in this area report 
that while used truck stocks are 
greater, they have not yet 
reached an unhealthy position. 

During May dealers in the Den- 
ver area sold 205 trucks, compared 
to 142 for the same month last year. 
During the five-month period they 
sold 844 new units as against 534 
for the same period last year. Gen- 





Special Equipment Puts Profit in Trucks 


By Bernie Thomas 
Associate Editor 
ANY truck dealers across the 
nation continue to realize sub- 
stantial gross profits on truck deals, 


despite a market picture still} 


blighted by “giveaway” merchan- 
dising policies on the part of some 
dealers. 

An important secret of the 
profit-making dealers is concen- 
tration on the sale of special 
equipment. Their motto for suc- 
cess, in coping with today’s 
competitive condition, is sub- 
stantially this: 


“Truck buyers need a_ vehicle 


fully equipped for the job. It’s to} 


his benefit—and the dealer’s profit 
—that a truck buyer’s requirements 
are fully satisfied at one source.” 
* 7 t 

N EXCLUSIVE truck dealer in 

one of the south central states, 
although decrying the lack of sell- 
ing effort on the part of most truck 


dealers, boasts that he can make 
more money than any of his com- 
petitors who are giving long dis- 
counts on trades. 

“My special equipment sales so 
far this year,” he explains, “are 
| running about dollar for dollar 


weight categories.” 


That dealer emphasizes that he is 
| firmly against giving away any of 
his profit potential on chassis sales, 
but says he is powerless to do 
otherwise in today’s “demoralized” 
truck market. 
* * * 

“LJOWEVER,” he says, “my suc- 

cess in concentrating on the 
sale of special equipment has given 
|me confidence that I'll still be in 
business when the market finally 


New Products 





See Page 36 


on units in the 1%-ton-and-over 





settles down to the real truck mer- 
| chandisers.” 


Most dealers, who devote great 
effort to the sale of special equip- 
ment, weigh the problem of sell- 
ing such equipment as being no 
problem at all, 


| dealer, “boils down to making sure 
'that every new truck gets into an 
owner’s hands the way he wants 
| it.” 

That dealer is of the opinion that 
had he not decided long ago to 
|make a real play for special truck 
|equipment profits, he might not be 
in business today. 

* ae * 

“But as things stand now,” he 

says, “I’m probably sitting in 
the most enviable profit margin 
position in my area. And, as a re- 
sult, I’m accounting for the biggest 
share of sales of my make truck 
in my area.” 

Dealers who depend on special 





“It simply,” says a West Virginia | 


equipment sales for most of their 
gross on truck deals in today’s 
market seem to take it for granted 
that all truck sales prospects want 
a vehicle fully equipped to do a 
particular job. 

An Ohio dealer says that spe- 
cial equipment sales used to rep- 
resent double profits for him not 
too long ago, when he was also 
enjoying a healthy gross on 
chassis sales. 

“But now,” he says, “special 
equipment sales mean at least some 
profits, which I’m thankful for in 
today’s market.” 

x * 7 
PENNSYLVANIA dealer recalls 
how he started after as big as 
possible a slice of the special equip- 
ment market back in 1948. He says 
he asked himself this question: 

“You now sell trucks with the 
proper wheelbase, axles, tires, 
springs, etc.—why not finish the 

(Continued on Page 28, Col. 1) 








erally, dealers in the Denver area 
are reconditioning about 50 percent 
of their used trucks and are cur- 
rently junking 10 to 15 percent of 
the tradeins. 
* . = 
i. one dealer in the Memphis 
area reported truck sales under 
last year, with all others reporting 
either more sales or sales about the 
same as last year, with used-truck 
stocks generally less. 

Dealers in the Memphis area 
report good business but several 
complain about other dealers 
“giving away” their vehicles. One 
dealer says, “Too many dealers 
are virtually trying to give away 
trucks and they hurt us. One 
dealer offered an established cus- 
tomer of ours about $300 under 
list price. As it happened, he had 
a truck torn up shortly after. We 
had to come down to the price of 
our competitor in order to keep 
this customer. You can’t treat a 
regular customer worse than an- 
other dealer does. If you do, he 
won’t remain a customer long.” 


Another dealer in this area 
summed up the truck business con- 
cisely when he said, “We now have 
to get out and sell trucks, Cus- 
tomers don’t walk in to buy. Truck 
business has become competitive 
again and it takes a selling job on 
the part of our salesmen. The ratio 
on taking trucks as tradeins runs 
about 60 percent currently.” 

Five of six dealers in the Pitts- 
burgh area report sales ahead of 

(Continued on Page 26, Col. 1) 


Lighter Engines 
Predicted for 


Trucks, Buses 


NEW YORK.—Truck and bus en- 
gines of the future will follow the 
auto trend toward the lighter, more 
powerful and efficient, compact V-8- 
type power plant, it was predicted 
at a recent transportation confer- 
ence here. 


The conference, sponsored by 
Ethyl Corp., also developed in- 
formation that trailers construct- 
ed of a higher percentage of 
stainless steel and other light 
metals are on the drawing boards. 
As a result, conference delegates 
said, commercial fleet operators 
in the future will be able to haul 
increasingly larger payloads and 
still not exceed gross vehicle 
weight limitations. 


Attending the session were more 
than 100 fleet operators from the 
seaboard states and an equal num- 
ber of oil and auto industry repre- 
sentatives, 

Continued improvement in the 
antiknock quality of gasoline was 
also forecast at the meeting. Im- 
provement in the next seven years 
will make it possible to continue 
the upward trend of truck-engine 
compression ratios, the fleet oper- 
ators were told. 

The average standard compres- 
sion ratio for trucks and buses 

now is about 6.4 to 1, Ethyl scien- 
tists said. By 1960, they predicted, 
such ratios would average 7.4 to 1. 

The swing to V-8 engines is an- 
ticipated, discussion brought out, 
because the design lends itself most 
easily to further increases in com- 
pression ratios, because of better 
fuel distribution and because the 
shorter crankshaft causes less 
stress and vibration. 

Four other such conferences are 
scheduled for other cities. Develop- 
ment work on engine components 
and trends in fuel quality will be 
discussion topics. 
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Planning and Vigilance Guard Workers .. . | 


Auto Plants Safer Than Homes 


DETROIT. — Thanks to safety|1952 have been reported by two|handling of materials on the pro-| 
planning and eternal vigilance, the |major companies, AMA says. One | |duction line has done much to cut | 
average automotive plant worker |established an industry record ofthe accident rate. New electroni- | 4 
has less chance of being hurt on/1.4 lost-time accidents per million|cally controlled mechanisms are | 
the job than during leisure hours|man-hours worked. The other/|performing many potentially haz-| 
in his own home, says the Auto-/| posted a rate of 2.02. }ardous jobs that formerly had to 
mobile Manufacturers Assn. The average accident frequency | be done by hand. 

Despite plants filled with heavy | rate of all U. S. industry in 1951; Machines and employes both} 
machinery, moving conveyors, | was 9.06, says AMA. For the same /|“wear” safety guards and devices, | 
high-voltage electrical equipment | year, it adds, the comparable rate | AMA says, and safety switches pro- 
and other potential hazards, |for the auto industry was 4.49. In|tect workers against their own 
more than 99 percent of all auto- |terms of accident severity, the|carelessness and forgetfulness. 
motive workers passed 1952 with- |comparison was similar. The| New plants are laid out to pro- 
out a reportable on-the-job in- | National Safety Council says only | vide better lighting, ventilation and | 
jury, AMA says. On the other |.46 working days were lost per/fire protection. Personal safety 
hand, 2.8 percent of all Ameri- {1,000 man hours in the auto in- equipment such as shoes, hetenets, | 
cans are injured annually in the | dustry as a result of accidents. The| visors, gloves and respirators are 
home. all-industry rate was more than|available. Abrasive flooring pre- 

Record low accident rates for |twice as high at .96. vents slipping. Signs mark dangers. | Before taking over the dealership, Good was assistant regional manager for Chevrolet 
a a ee ea. oe Safety, of course, is no acci- | Aisleways are kept clear and clean | in the Great Lakes region. 


| 
i¢ 








Aluminum Trucks for Galesburg— 
The first aluminum %-ton Chevrolet trucks ever sold in Galesburg, Ill., are delivered 
| by Jeff Good (left), Galesburg dealer, to Robert Howe, of Howe-Anderson Bakeries. 


° dent. Constantly improving |to keep plant traffic flowing | naar RA oe cag : eae s - a 
Rail Truck Setup safety records are the direct re- | smoothly. | program. Posters, slogans and ex- | of Safety was organized which paid 
A S o sult of highly specialized safety And when a mishap does occur,| hibits stressing safety are utilized | dividends at the plant cafeteria 
f uccess, ay engineering. Good safety engi- |key employes trained in first aid| by many plants. In some plants, |whenever a full month passed 
Canadian Roads eae’ aan — calls a a prepared and equipped to meet) AMA says, foremen spend a |without a lost-time accident. As a 
, . | careful advance planning an e emergency. certain period each day talking | result, the plant worked 15 million 
foresight to safeguard ins T i ‘ r s wi - cuti i 

MONTREAL.—Canadian aihiiiiel potential penned, a ar the pec gy Fe gered ys, ater —_—" ee inked ae ae “for as sae tae 
: , . : , e - 

a ae aoe ane tan Ge |. The automatic — mechi hani nical part of the = prevention Int one plant, AMA says, a 1 Bank dustry. 





when the operation began on an 





experimental basis between Mon- | 
treal and Toronto. G00D BRAKES 
Spokesmen for the Canadian 
National and Canadian Pacific rail- | STOP ont YOU | | 
ways, which are carrying on the f 
operation independently, say the | . 


: : . WASTING LIVES 
plan is worthwhile and will be ex- oe 
tended to other parts of Canada as Cy 
soon as warranted. Ve 

The roads haul their own trailers 
on their own flatcars. So far as is 
known, the railways have not been 8 
approached by independent truck- 
ing companies for a specific haul- | 
age rate or a general contract rate. | 

The Canadian flatcars are loaded 
from the ends. Side loading is being 
tested in the United States. 

With loading and unloading of 
boxcars eliminated, the railways | 
say, handling costs and damage | 
have been reduced. With each com- 
pany now operating only 18 to 20 
ears, there have been no problems 
or delay in handling the end-load- | eras 
ing cars. | aaa 


Auto Parts Group | 
Moves Offices | 


DETROIT.—The Automotive | 
Parts Manufacturers Assn. has | 
moved from its offices in the Mich-| 
igan Bldg. to new quarters at 16219 | 
Meyers Rd., Detroit 35, Mich. 

Its new telephone number is! 
UNiversity 3-6322. 


New Cleveland Branch 


Is Opened by Mack | 

CLEVELAND. — Mack Motor 
Truck Corp. has opened a new} 
factory branch here. 


The _ building contains 32,000) - - 
square feet of space and there is | io) Soke We 
a large parking area. The new ad-| 'g an rare USC Jeli 


dress is 13600 Broadway. Night | 


“ : Tada a said. | WAGNER LOCKHEED 
ails Kebu HYDRAULIC BRAKE FLUID 


Truck Insurer Scorns Plea 


For Financial Aid 


RICHMOND, Va.—American Fi- | 
delity & Casualty Co., which claims 
to be the world’s largest insurer of | 
trucks and buses, stands strongly 








| 
} 
| 
| 





> 


Don’t “booby trap”? your customers of rubber parts, improper lubrication of 


behind the nation’s highway trans- cars with inferior brake fluid... for the working parts, rust and corrosion of metal 
portation industries and for that | sake of a few pennies. The ultimate cost —_ parts, gummy residue on moving parts, 
reason never has and never will | might be reckoned in terms of demolished inability to mix properly with other ap- 
own any railroad securities, ac- |  senillanes Gane nes ee ene anid proved brake fluids. 
cordi ir. your customers’ trust! Standard- : 
coum of tas Uoned Gf the Wanerenes | ize on genuine Wagner Lockheed Hy- Wagner Lockheed Hydraulic Brake 
company and its affiliate, Markel draulic Brake Fluid... the leader since Fluid No. 21 is for passenger cars operat- 
Service. Inc. the introduction of hydraulic brakes. This ing under moderate conditions. No. 21-B 
In a letter to the Federation for top quality product offers safe, sure, all- is for trucks, tractors, buses and other 
season protection against such brake fluid heavy vehicles operating under extreme 





Railway Progress, which had ap- “booby traps” 


pealed to the insurance company as:—vapor locks, freeze- conditions and for passenger cars where 


tee Geainsiel abt ts the feces of & ups, inability to absorb moisture, swelling a heavy duty brake fluid is recommended. 
subscription to its monthly publica- | See your nearest Wagner jobber, or write us for details, also 
tion, Markel asserted that the fed- ask for free copy of Hydraulic Brake Service Bulletin HU-17H. 


eration had made a serious mistake 


in assuming that AF&C shared in| Wasner Flectric Corporation 


large-scale ownership of railroad 


stocks and bonds with the insur- 6393 Plymouth Ave., St. Lovis 14, Mo., U. S. A. 

ance industry in general, The fed- (Branches in principal cities in U. $. and in Canada) rr + 
oe a cnaeed that te hl You can depend upon WAGNER QUALITY because Wagner Products are used my 5 

as Sey ds Gx One aenees of mae. | as original equipment by automobile, truck, trailer and bus manufacturers. ¥ died } 





ican railroads, for the insurance 

yng are among the largest o 

olders of railroad securities, and the best 

through the efforts of the Federa- known 1 Gaye 

tion for Railway Progress these / 

Securities are sounder today than . b Ta 
lake SE/VICE 


they have been for many decades.” 
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Searcity of Good Salesmen Hampers Dealers .. . 
eS 


Truck Sales Climb, Profits Fall wae 


(Continued from Page 24) 
last year, with three reporting 
greater used-truck stocks, one re- 
porting stocks lower and the other 


saying that his used stock Is enous | producers didn’t make another 


the same. 
* * * 


HREE of the dealers in this area 
report lower new-truck stocks, 


two with new stocks about the| 


same and one slightly higher. Five 
of the six dealers condition all 
trucks they sell at retail. 


Two of five dealers reporting 
from the Chicago area say busi- 
ness is up from last year, two 
say it is less and one reports it 
is about the same, but all look 
forward to increased sales for the 


second half of the year. Two of | 


these dealers report larger new- 
truck stocks, two report sales 
about the same and one says they 
are lower. On used-truck stocks, 
three report larger stocks, one 
about the same and one less. 


Reports from two Chicago deal- 
ers, competitive in the same price 





| class, give 


| look isn’t at all bright. The 


|; are 





the sales outlook during the 
six months. One dealer says, “Out- 
truck 


market is definitely oversold, If 


the tops and bottom for ; 
next | 


truck this year, they still wouldn’t | 


be able 
on hand today.” The other, a 
volume dealer with but four used 





Truck Permit Denied 
To Canadian Railroad 


MONTREAL.—The Provincial 
Transport Board has denied an 
application by Canadian National 
Railways to operate a trucking 
service between Montreal, Gran- 
by and intermediate points. 


The board said it was opposed 
to a Government agency enter- 
ing into competition with 
private enterprise unless public 
need required it. The board can- 
celed a temporary permit issued 
to the railway. 





to sell all the trucks there | 


trucks on hand, says: “We are very 
optimistic about the outlook. If de- 
mand keeps up, business might be 
from 20 to 30 percent ahead of the 
last half of 1952.” 

These widely different outlooks 
certainly indicate that one dealer 


has stepped up to the obligations of 


|his franchise 


and is doing some- 


thing about his truck department 


while the other evidently hasn’t 


| built up a sales force that can sell 





his allotment. 
o + * 
HILE most Seattle dealers re- 
port less sales than last year 


the area reports show an increase. | 


Here top sellers are in the two to 
three-ton class, 


although heavy- | 


duty jobs are also getting a good | 


play. One dealer in this area reports 


a substantial business in the sale | 
of new replacement engines. Con- | 
tradictory to new-truck sales, the | 


most active used-truck market in 


this area is for the light units up| 


to 1% tons capacity. 
Dealers in southern California 


| 
| 
| 





Moredock Adds Second Miami Outlet— 


Located at 4135 N.W. Twenty-Seventh Ave., the second Miami sales and service 


store of Howe E. Moredock Co., 


Internationa! dealership for greater Miami, 


has been 


established to provide convenient sales and service to truckers in the area, according 


to Howe E. Moredock sr., president. 
stead, Fla. 


report a demand for light trucks 
and a fair demand for heavy- 
mediums from two tons up. Gross 
profit, however, in this area, deal- 
ers report, has skidded badly. 
About half of the trucks traded 
in must be sold for junk as buy- 
ers won’t look at any used job 
that isn’t fully reconditioned, in- 
stead of stripping the used truck 
down to cab and chassis in this 
area, many dealers junk the worn 
body and put new bodies on the 
old chassis before offering the 
unit for sale. 

New York dealers say that sales 
are up and profits | down in the 


On the Job or on the Trade 


Eaton 2-Speed 





More than 
a Million-and-a-Half 
in Trucks Today! 


are worth more 










Eaton 2-Speeds double the conventional number of gear ratios. Trucks make more and 


quicker trips, with full payload, over all kinds of roads, in all types of service, at 


lower operating cost, with minimum upkeep. Engines operate within their best speed 


range; stress and wear are held to a minimum. Eaton 2-Speed Axle trucks last 


longer, earn more, and are worth more on the trade-in. 


EATON 


————- AX LE DIVISION 
MANUFACTURING 


CLEVELAND, 





COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves eTappets «Hydraulic Valve Lifters # Valve Seat Inserts «Jet 
Engine Parts «Rotor Pumps e Motor Truck Axles « Permanent Mold Gray Iron Castings e Heater Defroster Units e Snap Rings 
Springtites e Spring Washers e Cold Drawn Steel eStampings eLeaf and Coil Springs eDynamatic Drives, Brakes, Dynamometers 





The company operates a third outlet in Home 


metropolitan market, with new- 
truck stocks higher than last year 
at this time. Only small pickups 
and panels are moving anywhere 
near free, according to most deal- 
ers. Trades are about the same, 
with many dealers wholesaling used 
trucks, regardless of cost or loss. 

Reports on junking run from 
about 5 percent of trades to as high 
as nine out of ten jobs '48 or older. 
Pessimism predominates as to the 
outlook for the balance of the year. 
One dealer offered the following: 
“The truck market will get better 
as soon as the new-car market gets 
worse and dealers begin to realize 
that they can’t give their trucks 
away any more.” 

* + * 
OSTON and New England deal- 
ers report sales generally ahead 

of last year with current new-truck 
inventories about normal or slightly 
higher. Used-truck inventories, 
however, are reported as higher 
and static. About 25 percent of the 
tradeins must be junked, they say. 

Minneapolis dealers report 
truck sales ahead of last year 
with but one exception, Sizes sell- 
ing best range from 2%-ton to 
55,000 GVW tractors. Dealers are 
about split as to whether they 
were taking in more trades than 
a year ago. Dealers report a good 
market for tractors that can haul 
maximum payload under road 
weight laws and for used jobs in 
the $1,000-and-less price class. 

Buffalo dealers say the truck 
business is holding on about a par 
with a year ago, but they are find- 
ing it harder to move the same 
number of units. Due to state 
weight laws there is a trend toward 


}replacing heavy jobs with lighter 
| ones. 


One Buffalo dealer hits squarely 
on the problem of most dealers 
when he reported his sales being 
off 15 percent from last year be- 
cause he couldn’t find the right 
type of salesmen to go out and get 
prospects. 

* x AK 
HERE’S business to be done to- 
day, but you’ve got to go after 
it,” he commented. “It doesn’t come 
to you any more. There seems to 
be a critical shortage of salesmen 
who will really work.” 

The deep south reports from 
Birmingham that the truck busi- 
ness is highly competitive and has 
resulted in many dealers selling 
trucks at big discounts and long 
trades. Due to this practice several 
dealers report the outlook for busi- 
ness as fair for the balance of the 
year, but that dealers can look for- 
ward to making less per truck until 
the price undercutting lets up. 
Used-truck stocks are generally up 
and sales are “fair to bad.” The 
wrost price cutting and profit 
slashing is in the light-truck field, 
dealers claim. 


Recap Cost Cut, 
Seiberling Says 


AKRON. — Seiberling Rubber Co. 
has announced development of new 
“valley” die sizes of rubber stock 
which eliminates extra steps and 


added cost in top-capping truck 
tires and retreading earthmover 
tires. 

The die sizes are available in 


cold rubber stock for truck tires 
and in a natural-rubber, hard- 
tread compound for earthmovers. 

The new die sizes were developed 
for use where tire shoulders have 
“dropped” until it is impossible to 
maintain correct buffing contour, 
according to E. F. Gates, Seiber- 
ling’s manager of accessories and 
repair materials sales. 

Extra shoulder thickness of the 
valley die sizes make up for dropoff 
and make it unnecessary to build 
up with baby camelback or a simi- 
lar material, Gates said. 
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the car 
that does 
the most 
for them... 










does the most 
| Jor him too! 


thats why it pays to travel 


~ MERCURY 
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Equipment Sales Put 
Profit in Trucks 


(Continued from Page 24) 





job and sell trucks with the 
proper special bodies and equip- 
ment?” 

That dealer said the possibilities 
for more profits from special equip- 
ment sales became clear to him 
after he went through his records 
to count how many chassis only 
and chassis and cab jobs were sold 
from his dealership over the pre- 
vious 12 months. 

“I figured out pretty fast,” he 
says, “that somebody was selling 
the special bodies and other special 
equipment. And, it was just as clear 
that the profits involved were 
profits that should have been 
mine.” 


& * 


EALERS who make an allout 

effort to push the sale of spe- 
cial truck equipment, say the time 
involved brings them these bene- 
fits: 

1. Greater profits, without addi- 
tional investment, because most 
special truck equipment items are 
carried in inventory by the equip- 
ment distributor. The dealer merely 
acts as an agent between the spe- 
cial equipment supplier and the 
truck buyer. 

2. The greatest possible margin 
of gross profit per truck sale— 
and, the greater a truck dealer’s 


o 





Gasoline Savings 
Listed for Trucks 
With Hydra-Matic 


PONTIAC. Gasoline mileage 
economy in GMC light trucks 
equipped with Hydra-Matic is prov- 
ing to be better in a majority of 
cases than that of trucks with con- 
ventional transmissions, according 
to Richard C. Woodhouse, general 
sales manager for trucks of GMC 
Truck & Coach. 

A survey of GMC Hydra-Matic 
truck owners revealed that 56 per- 
cent of them reported increased 
gasoline economy over trucks in 
the same weight classifications, and 
on the same job, that did not have 
Hydra-Matic, Woodhouse said. 


Driver and owner response has | 
been so enthusiastic, he said, that | 
four Georgia dairy | 


in one case, 
truck drivers quit when their GMC 
Hydra-Matics were moved by the 
management to another route. 

Woodhouse cited these other 
cases: 





A Florida dairy operator reported | 


that with Hydra-Matic there was 


“far less driver fatigue and deliv-| 


eries are much faster than with 
other transmissions.” 


A grocer in Alaska using a GMC | 


Hydra-Matic delivery truck said his 
driver made deliveries “on an aver- 
age of one-third less time than was 
previously possible — of utmost im- 
portance particulary during the 
winter months when the tempera- 
ture ranges from 10 to 60 degrees 
below zero.” 


An Oregon operator said he was} 
“pleasantly surprised to find we are | 
averaging over 12 miles per gallon | 
with an average 3,000-pound load. | 
After over 10,000 miles of hard| 


use, we have found it completely 
free of ‘bugs’ and maintenance 
work.” 

GMC Truck has Hydra-Matic as 
standard equipment in its parcel 
delivery unit, the PM-150, and as 
optional in 19 other trucks of the 
GMC light line from the quarter- 
ton through the one-ton. 


U. S. Truck Appropriates 


Million for Expansion 

DETROIT.—C. E. Shrader, exec- 
utive vice-president of U. S. Truck 
Co., has announced that the board 
of directors has appropriated ap- 
proximately $1 million for the im- 
provement of present facilities and 
the purchase of additional equip- 
ment. 

The program includes purchase 
of additional highway tractors and 
semi-trailers, acquisition of land, 
and enlarging and modernizing of 
strategic terminals. 
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}or dump equipment, the manufac- 
|turer, in turn, ships the chassis to 

_| the special equipment outlet. Other- 
~™,|wise, the nearest distributor does 
“4|the mounting or installation. 
| The dealer gets the truck ready 
| for delivery to the buyer as a 
» | ready-to-work unit. 

By no stretch of the imagina- 
tion does any dealer have to be 
a transportation engineer to sell 
special truck bodies and equip- 
ment, Expert help is always as 















| White-Freightliners Feature Sleeper Cab— 


' F White Motor Co., in cooperation with Freightliner Corp., has introduced a truck 
Ry the more competi- | cab with a sleeping compartment “‘upstairs."’ The cab has been adapted to the WF-64 
ive he can be. dual-drive truck chassis. The sleeping compartment is 82 inches | i 

| du . inches long and 28 inches ras ; ts 
3. Satisfied owners. Truck buy-| wide. The arrangement is especially suited for the hauling of livestock and other ne we ae oe See Ce, 


ers, most dealers have found, like| Commodities where maximum loading space is needed in conjunction with the sleeper in the form of advice from field 
operation. men for the manufacturers of 


to order all their needs from a : i 
single source because it saves them | ' ; eeepc inguencee 
both time and money. | methods involved boil down to this: 
4. Satisfied customers mean more} Agreement with the customer 
repeat sales. on proper chassis, followed by an 
analysis of what the truck will be 
required to do on a particular 
job. Then, reference to a manu- 
facturer’s special equipment 


| manual, which lists equipment As regards commission arrange- 
| recommendations and sources of | ments, the dealer's own factory 
supply which cooperate with | representative should be able to 
dealers, | advise which manufacturers of spe- 
Usually, the dealer then places|cial equipment do, or do not, co- 
| operate with dealers on_ special 


the chassis order with his manu- 
facturer. In the case of bus bodies | equipment sales. 


| 


+ + | 
EALERS who hold there is 
nothing hard about merchan- 

dising special equipment, say the 






“Calamity Jane” civic disaster vehicle (42) 










The high performance characteristics of NoSPIN 
equipped vehicles in all types of service has led to 
their general acceptance by automotive engineers. 
NoSPIN units provide a practical means of over- 
coming the inherent faults common to ordinary 
differentials. 







Special dual atomic gun carriers (2-4x4 tractors) 


ee ee MILITARY 
CIVILIAN “+; 


NoSPIN products insure outstanding performance 






for wheeled vehicles under alloperating conditions... 


NoSPINs are entirely automatic in operation. 





fubine dies ania Caner canted They function positively and efficiently. 
on ao THORNTON DRIVE (6x4) 


Tens of thousands in daily operation throughout 


the world. 


Shop ond yard 
lift-truck (4x2) 


These products are manufactured under U. S. 
and foreign patents and applications. 


School Bus 


NoSPIN Differential equipped for safety (4x2) | 


Pes 
et gate LLL Le 
_ eet ood 





O 22 ton dump truck (6x4) 





THORNTON DRIVE equipped truck 
with core driller rig mounted (6x4) 
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Truckin’... 


(Continued from Page 24) 









car business (the gain in the trucks 
in use has been 100 percent since 
1941 while the gain in cars on the 
road has only been 50 percent), and 
that every truck sale creates a 
greater parts and customer labor 
potential than a car sale. 

NADA closes this bulletin with 
the sage advice that to realize the 
potential profit from his truck serv- 
ice business, “the dealer must have 
trained manpower, parts and ade- 
quate service facilities.” 

* 


by Jack Weed 











low-temperature holding ability,| truck committee, In these bulle- 
etc. | tins, they give the truck dealers 
= tn not only the results of various 

Facts and Figures surveys they have made on a se- 
I WILL be NADA’s responsibility | lected group of truck dealers, but 
to make certain that only truck| sive dealers a great deal of very 
chassis are shown which are cur-| helpful information oes = 
rently being sold through dealers| Profit possibilities in the truck | 7 +) , Catching Fish 


: .| business that I am sure many ; 
= ge wan is het in line oo that | combination car-truck dealers do . a fisherman, I got a big 
no one truck company is allowed| not know. bang out of a truck sales pro- 
to hog the show. Of course, the} In the last bulletin, put out in motional gee Ford recently got 
show would be held to exhibit the | April, entitled, “What! You Don’t po! on he oh "s truck an oe 
products of the equipment and body | Like the Truck Business?” they | 2" t s Th beans : te to sled ool. 
Cireus Pits Elephant Against Tractor— builders, and not trucks per se. |point out some facts that every a ‘Big ae le "Ede ‘Cobia 
The Clyde Beatty Circus in San Francisco recently staged a tug-o'-war between NADA has stepped into this | dealer should realize—-for instance, Big Fish—More Calls, More Sales.” 
Beatty's largest elephant and a Reo Model F22RT tractor. In all six trials, the tractor problem of truck selling with a | that there are nearly 8% million All through the booklet this same 
outpulled its opponent. In this photo, the elephant is shown being pulled backward, series of “Motor Truck Dealer | trucks in use and that over 800,000 idea is brought out. For instance 

+ at which point the animal decided no longer to compete with man-made machines.| Aid” bulletins that are issued | were sold last year; that the truck}. . , 


m ss 2 in the first two facing pages, the 
The truck was loaded with a four-ton concrete block to afford traction. from time to time by the motor | business is growing faster than the left-hand page is devoted to show- 


ing the fisherman where to fish at 
different times of the day and has 
the heading, “Good fishermen know 
the best fishing spots.” The page 
facing this has the heading, “Good 
salesmen know the best markets.” 
On the next pair of facing pages is 
the slogan “You can’t catch fish 
with your bait in the tackle box 
and you can’t sell trucks without 
making calls.” 

The next pair of pages says to 
the fisherman, “The fishing ex- 
pert adapts the method to the 
situation,” and shows different 
types of lures. The facing page 
says, “The truck specialist knows 
the right truck for the job.” And 
then comes a pair of pages that 
really jiggles my funny bone —a 
page of ‘things that take the joy 
out of fishing’ and a page of 
“prospects that take the fun out 
| Of selling,” with a little advice on 
how to handle these latter char- 
acters. 
The next pair of pages goes into 
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“Mighty Mite’ Y Ton all purpose, 
air borne vehicle (4x4) 


Fire Truck—civic 
or military (4x2) 





NoSPIN Overrunning Clutches are 


designed for transfer cases of multi-axle 












drive vehicles to automatically eliminate 
\ trapped torques and driving resistance 
' between axles as well as driver responsi- 


bility for manual declutching. 


This symbol indicates its location 
<—(*) 


in various vehicles shown. 










Governmental and civilian 
Ya ton pick-up (4x2) 





NoSPIN Differentiafs, cither 
Standard or Silent Types, auto- 
matically assure positive traction 
to each driving wheel by prevent- 
‘ing individual wheel spin under 
all road conditions. 


This symbol indicates its location 
in various type vehicles shown. 


THORNTON DRIVE with 
£) concrete mixer (6x4) 





Tractor with semi-trailer van equipped with Super LOAD- 
BOOSTER third axle (6x2) and Super L-B tandem trailer kit 





THORNTON DRIVE (*) 
dump truck (6x4) 


~ , > i 2 
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Tractor equipped with 
Super LOAD-BOOSTER 
third axle for tank 
delivery work (6x2) 





| Write or wire for complete model data and operational information. Designers, engineers 
| and manufacturers are offered consultation and engineering services without obligation. 


DETROIT AUTOMOTIVE PRODUCTS CORPORATION 


A. 
PAU 8701 GRINNELL AVENUE, DETROIT 13, MICHIGAN, U.S. 





5(s7 | Export: HERTHORNWAY EXPORT CORPORATION, Detroit 26, Michigan, U.S.A. 
ay SALVES & C., Torino, Italy—Exclusive Licensee for Italy. 
ve 







Monufocturers of THORNTON four rear wheel DRIVES and Super LOAD-BOOSTER third oxles for trucks 





“America’s favorite game fish and 
| the baits they take” and “America’s 
best built trucks and the markets 
they fit.” The last page in the book- 
let says that “big baits don’t always 
mean big business.” 

This book is keyed both to selling 
and the truck “biz.” I believe that 
a larger percentage of truck men 
are outdoor men, fishermen, and 
hunters than those in any other end 
of the automotive industry. At 
least, it seems so among my friends. 

* = + 


Equipment Boon 


ND while we are on this theme 

of truck selling, our George 
|Toles in the Buffalo area sends in 
ja note saying that the truck body 
and equipment business there is 
holding at a high level. 

He quotes Walter Maday, of Ma- 
day Body & Equipment Corp., as 
|saying that his company’s sales to 
date this year are just under the 
|alltime high hit in 1949, and that 
|the outlook is so promising that 
|\the company is building a 10,000- 
| square-foot building in the Roch- 
ester (N. Y.) area to enlarge its 
branch operations. 

Al Finley, of Watkins Body 
Corp., claims his plant is working 
| 53 hours a week and has a three- 
month backlog of orders. Sales 
are from 15 to 20 percent over 
last year. And Ellsworth Boeck, 
of Truck Equipment, says his 
company’s sales are about the 
same as last year. 

The reason why I mention these 
increases here is just to point up 
again that there is a lot of equip- 
ment business available or these 
distributors and makers wouldn’t 
~ getting it, and that truck deal- 
| 





ers who don’t try to sell bodies and 
equipment are overlooking one 
|good and natural place to pick up 
|some additional profits in their 
| business. 


Minnesota Rephrases 


Law on Mudguards 


ST. PAUL.—Restatement by the 
|Minnesota Legislature of the law 
calling for installation of fender 
flaps or mudguards on trucks re- 
| quires that “every truck, trailer 
j}and semi-trailer, excepting pole 
|trailers and rear-end dump trucks, 
shall be provided with wheel flaps 
jor other suitable protection above 
jand behind the rearmost wheels of 
|the vehicle or combination of ve- 
|hicles to prevent such wheels from 
ithrowing dirt, water or other ma- 
|terials on the windshields of ve- 
| hicles which follow.” 


Dealer 


Hires, 





Harvey celebrating his 
|Packard dealership in Santa Ana, 
| Calif., held a formal opening of his 
|new Packard Plaza. 
+ * * 

os | Toronto Nash Deal 

Car sales & Service, Ltd. (Nash), 
has been opened at 3020 Yonge St., 


Toronto, 
| house, 





Finish Oldsmobile Dealer Management Course— 
Members of the dealership management training course sponsored by Oldsmobile . * 


Thuma Changes Deals 


dealers at the General Motors Institute in Flint, receive their certificates in the office 


Seated| Gale Thuma, Troy, 
Dobbs, and L. A. Wilder, Homer, | bought Ryan Motor Co. 


of J. J. Dobbs, executive assistant to Oldsmobile’s general sales manager. 
(from left) are H. B. Anderson, Yazoo City, Miss.; 
La. Standing: E. V. Ansell, Upper Darby, Pa.; R. C. Bernard, Libertyville, IIl.; es in ie 


@.. has | 
(Dodge- 
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|first anniversary as head of the} 


with a four-day open| worth of tools. 
| Baner New President 
Of Cleveland Group 


w. €,| Plymouth), and will dispose of his | 
G. & R. Sales | 


Doings 


mechanical experience, is now serv- 
ice manager at Fuller Motor Co. 
(Ford), Beloit, Kans. 
* + ad 

Thieves Raid Southern 
Thieves who entered Southern | 
Motors, Inc., of Augusta, Ga., were | 
unsuccessful in getting the safe 
|}open, but they carried away $109 


* * * 


New president of the Cleveland 
| Lincoln- -Mercury Assn. is William 
Bauer, head of Lakewood Motors. 

Other officers are George Gannin, 





John F. Spalding. J. Thomas 
O’Brien is secretary-treasurer and 
C. F. Allen is sales manager. Used- 
car manager is David B. Olie, parts 
manager is Howard Fields and 
Donald Bloomfield is service man- 
ager. 


* * * 


\Ilingworth to Handle 


Austins in Portland 


E. H. Gallagher of Gallagher 
Motors, Seattle, northwest dis- 
tributor of Austin, has named F. 
G. Illingworth, of Portland, as 
Oregon dealer. Illingworth will 
operate under name of Motor 
Cars, Ltd. 

The new firm succeeds North- 
west Light Car Co. J. Kendall 
Hockensmith, owner of North- 
west, is secretary-treasurer of the 


new concern. 
* . . 


Blesener, Minot, N. D.; J. R. Clement, Caldwell, la.; W. R. Klein jr., St. Cloud, Minn.; | (Nash), in Troy. 
J. S$. Langdon, McCamey, Tex.; O. R. Parsons, Barbourville, Ky.; E. M. Shafer, Fargo, os « 


N. D., and R. D. Stacer ir, Vassar, Mich. Widdis-Nielsen Aides 


aan : Widdis-Nielsen Motor Sales, Pp N 
Danville, Ill, has appointed Her. | ennsylvania Nash Opens, 


say so and sell “as is.” | schel me Randall “* th, cane Gives Away New Auto 
Two dealers in the Twin Falls Bob Reese (Dodge - Plymouth), i aa smith, used-car 

(Id.) area have taken advertising | Twin Falls, asks that the cus- se & 

space to explain their used-car | tomer talk it over with him if a | ‘ . 

Genbautee, used car breaks down after the Miller Heads Service 
Northside Auto (Buick- Chevr ro- | warranty period. Raymond Miller, with 25 years of | 


GALION LEADS AGAIN! 


All Galion Allsteel Dump Bodies 
are now made of 


HIGH TENSILE STE 


lighter in weight + stronger 


| Vice-president, Gannin Motors, and 
|Henry Jacobson, secretary - treas- 


| urer, Meisel Motors. 
*” + 





| let), Jerome, says that if a car 


2 Idaho Pealers Feature can’t be guaranteed, the firm will 


U. C. Guarantees in Ads 


Indianapolis, 
|Inc., climaxed a week-long open 
house by giving away a new auto. 

President of the dealership is 






















@ Effective immediately, the complete Galion Allsteel dump body line of 3 to 27 ton 


units, will be constructed exclusively of high tensile steel. 


Use of this material, previously employed only in special extra-cost, heavy duty 
bodies will make possible over-all weight savings up to 25%. It will greatly increase 
payload capacities by cutting down body dead weight to the absolute minimum. 


High tensile steel bodies are also far stronger than previously-available standard 
dump bodies. High tensile steel has a minimum yield point of 50,000 Ibs. per square 
inch as compared to 25-30,000 Ibs. for hot-rolled carbon steel. Consequently body 
strength is greatly enhanced without adding a single pound of weight. 


OTHER HIGH TENSILE ADVANTAGES 


VY 4 to 6 times greater corrosion resistance. 
Y better paint adherence. 


Y improved resistance to abrasion. 





Ask your Galion distributor for additional high tensile body facts—today! He’ll be 
glad to tell you about the Galion Allsteel line—“‘first” in dump bodies and hydraulic 


hoists for over 40 years. 


OTHER GALION PRODUCTS: 





‘ond 


Mighty-Mite 
twin cylinder hoist 








Standard hydraulic 
hoists and bodies 


Heavy duty hydraulic 
hoists and bodies 


Telescopic hoists 
and trailer bodies 


Load-evator 
hydraulic end-loader 


ALLSTEEL BODY COMPANY: GALION, OHIO 





Beard Buys Deal 
John R. Beard, owner of the 
Beard Diamond T Truck Co., Beau- 
mont, Tex., has purchased the 
Beaumont dealership for Willys au- 
| tomobiles from Plummer Motor Co. 


A newly franchised dealership in | a ee 
Pennsylvania Nash, | 


Goodloe Appointed 


| 

Art Goodloe has been appointed 
{truck and fleet-sales manager for 
| Jordan Motor Co, (Ford), San An- 
| tonio. 
| * * * 


Fassitt a Director 


John H., Fassitt, of Philadelphia, 
retired automobile dealer and 
former president and director for 
25 years of the Philadelphia Auto 
Trade Assn., has been elected a 
director of the Public Service Co. 
of New Hampshire, the state’s 
principal producer of electric 


power. 
+ * ~ 


Staffords Sponsor League 


Stafford Bros., whose enterprises 
in Laconia, N. H., include Stafford 
Buick Co., has been announced as 
one of the sponsors of the Laconia 
Little League baseball program for 


this season. 
: + * 


'5 Denver Dealers Cited 


|For Driver-Training Aid 
Five new-car dealerships in 
Denver have earned traffic-safety 


| awards for loaning cars for high 


school driver training. 


They are Luby Chevrolet, 
George Irvin Chevrolet, Bill Reno 





Ford, Murphy-Mahoney Chevro- 
let and Viner Chevrolet. The cer- 
tificates were signed by Dr. Ken- 
neth E. Oberholtzer, Denver su- 
perintendent of schools; Mrs. 
Marguerite Juchem, in charge of 
driver education for the State De- 
partment of Education, and Clar- 
ence Werthan, president of the 
Rocky Mountain AAA Club, 
* 


* * 


Dormont’s Successor 


Bailey - Stoffan, Ine. (Chrysler- 
Plymouth), of Pittsburgh, has re- 
placed Dormont Motors, Inc., owned 
by Louis F. Stockner, who has re- 
tired. New president is William E. 
Bailey, who formerly owned Bailey 
Studebaker at Bellevue, Pa. Vice- 
president is Stephen Stoffan. 

* * * 


Kostman Switches 


Kostman, Inc., of Braddock, Pa., 
has changed from Studebaker to 
Mercury, according to Aaron 
Kostman, president. It also has 
moved its body shop into a sepa- 
rate building, allowing more space 


for service work. 
+ * * 


Humphrey-Coover Robbed 


Burglars ransacked the safe at 
Humphrey-Coover Motor Co., Junc- 
tion City, Kans., and took about $40. 
Ralph Coover, one of the owners, 
found the safe open but could not 
find where entry to the building 


had been gained. 
* Bs * 


Knapp Building Up 
Knapp Motor Co. (Chevrolet), 
Houston, plans to build a 2,800- 
square-foot, one-story addition to 
its plant at 815 Houston St. and a 
4,800 - square - foot, one-story paint 
shop. 


+* * * 


City Nash Formed 


City Nash, New Philadelphia, O., 
has been incorporated by H. G. and 
J. Mowrey and R. G. DeArmend. 

* . 


* 


Columbus Buick Expands 


Columbus Buick Co. is tearing 
down four houses and an apart- 
(Continued on Page 31, Col. 1) 
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(Continued f 


ment building in an expansion 
program. Part of the tract will be 
used for customer parking, George 
DD. Simeon is president and general 
manager. 

* * * 


Courtesy Car Pays 

Rollyson Packard, South Charles- 
ton (Va.) dealer, reports excellent 
results with a courtesy car used as 
a demonstrator. 

The car is made available to 
prospective buyers and each time 
it goes into service Rollyson sales- 
men make a full demonstration. 

a * « 


Rowden Names Moy 


Rowden Ford Sales has named 
Bobby Moy, star member of the 
Grand Rapids Rockets hockey 
team, as used-car manager. He has 
been with the organization two 
years as salesman. 

a + - 


Donahoe to Sell Austins 


Pete Donahoe, vice-president of 
Donahoe’s food stores in Pitts- 
burgh, has acquired a foreign-car 
dealership selling mainly Austin 
and Sunbeam. 

+” om * 


Soper Selected 


Donald Soper has been appointed 
sales manager for Rosenstock Mo- 
tors (DeSoto-Plymouth), of Hous- 
ton. 

* * - 


Nesmith Is Manager 
Red Nesmith, has been appointed 


general sales manager of Beach | 


Chevrolet of Long Beach, 


Calif. 


Co., 


* * * 


Hannifin Reelected 
A, M. Hannifin, general manager 
of Foothill Motors, of Pasadena. 
Calif., has been reelected as a di- 
rector of the Southern California 
Motor Car Dealers Assn. 


7 * a 
Studebaker Deal Sei 
Butler Auto Sales, Inc., East 


Providence, R. I, has secured a 
Studebaker dealership. 
* * * 


Ziegelmeier Sells Firm 
C. B. Ziegelmeier, who for 10 


vears operated Northwest Motor | 


Co., Colby, Kans., has sold his 
business to Melvin Whisnant. 


Goodland, Kans. The company will | 
be known as Whisnant Pontiac- | 


Cadillac Motor Co. 
* * * 


Wright Gets U. C. Post 


Roy Wright, veteran of 30 years | 


in the auto business, has been 


named used-car manager of Lake | 


Buick Co., Cleveland. 
* 7” *~ 


Thompson Appointed 
O’Connor Motors 
outh), of Cleveland, has appointed 
L. S. Thompson as its used -car 
manager. 
aa * * 


Hanshumaker Takes Over 
Robert Hanshumaker, who had 
been associated with the Hawisher 
Studebaker dealership in Lima, O.. 
has taken over the William Bishop 
dealership in Delphos, O. 
+ * * 


Buffalo Group Accepts 


Two New Members 


The Buffalo Automobile Dealers 


Assn., has accepted two new 
members: Moulder Motors, Inc. 
(Chrysler-Plymouth), of Tona- 


wanda, and Ranahan - McCarthy 
Marine Terminal, Inc., of Buffalo, 
an auto warehousing firm. 

* * x 


Holden Opens Branch 


Holden Motor Sales, Inc. (Lin- 
coln-Mercury), of Hamburg, N. Y., 
has opened a branch at East 
Aurora. The building formerly was 
oecupied by H. R. Hunt Motor 
Corp. (Ford), which has erected 
new facilities. 

om * oa 


Bough Wins Fourth Award 


1t 2 Ford Dealerships 


The Ford Four Letter Award has 
been given to Bough Motors, Inc., 
Milton, Mass., and Dedham Motors, 
Ine., Dedham, Mass., for the fourth 
consecutive year. 

J. Lawrence Bough is president 
and treasurer of both dealerships. 


(DeSoto-Plym- 
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The wards were presented by Rich- 
ard Ranger, Boston zone manager. 
* * * 


Watkins Buys GMC Deal 


Russ Watkins has purchased a 
GMC dealership in El Monte, Calif., 





formerly owned by Andy Crevolin. | 


The firm will be named Watkins 
GMC Truck Sales, and is located 
at 427 S. Peck Rd. 


* * a 


Reinhold Reelected 

R. E. Reinhold, owner-president 
of Metropolitan Motor Co., Ince., 
Cincinnati, has been reelected 
president of the Cincinnati Sales 
Executives Council of the Cha:¢.ber 
of Commerce. 

. - * 


| Kentucky Dealer Group 


Adds Three Members 


The Kentucky Automobile Deal- 
ers Assn. has announced three new 
members: Gentry Chevrolet Co., of 
| Dawson Springs; Hobgood Motors 
| (Dodge - Plymouth), of Dawson 











lubrication men 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


e@ America’s Favorites—Mobilgas and Mobiloil. 
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Nash Adopts Boyd's Poster Idea— 


Myron L. Boyd (left), of Honesdale, Pa., dealer who recently won the Nash Outdoor | 
Poster Idea Contest, sees his suggestion used in the company’s July outdoor ad. Boyd 
won $1,000 with the caption, ‘Stick out your chest, like you owned a Nash Airflyte.”’ 
manager, examines the 
Howard Scott from the winning poster idea. More than 4,000 ideas were submitted, | 
and several will be used in future ads, according to J. B. Huntress, advertising man- 


J. F. McMichael, district 


ager. 


Springs, and Heilman Motors, Inc. 


(Ford), of LaGrange. The member- | 
ships will be represented respec- | 
tively by Jack F. Gentry, Robert N. 
Cunningham and Albert N. Heil- | 
man. 
* * > 
Murphy in Buick Deal 
W. J. Murphy has been appointed | 





°° Socony-Vacuum will help train your °*, 


to find extra business 


e@ World’s Greatest Lubrication Experience, 


@ Exclusive “On-The-Job” Training. 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: 


<=. 
i * i owned ® ashe 


*e, for your other service departments! _.*" 


| 







illustration developed by Artist 
| 


Buick dealer at Culver City, Calif., 
taking over the agency relinquished 
by C. Earl Stoner, Inc. Murphy has 
headed Murphy Motors (DeSoto- 
Plymouth), in Culver City for 13 
years. With the change in the line 
of cars handled, the dealership will 
operate under the firm name of 
Bill Murphy Buick, Inc. 





Pontiac Dealer Award 


Presented to Cal’s 

Cal’s Pontiac Co., of North Prov- 
idence, R. I., has been named to 
the Better Dealer Hall of Fame by 
Pontiac. 

Domenic Madonna, president and 
general manager, was presented a 


| reproduction of the famous paint- 
ling of Chief Pontiac by Latham 


Clark, manager of Pontiac’s Boston 
zone. The firm has handled Pontiac 
for 17 years. 

* * 


Tidewater K-F Dealers 


Form Organization 

Tidewater Kaiser-Frazer Dealers 
Assn., Inc., a nonprofit organiza- 
tion, has been formed at Norfolk, 
Va. 

The organization, which was 
formed to promote the sale of 
Kaiser products, has Ernest R. 
Bowler jr., John T. McRae and 
Bernard J. Samuels as principals. 

+ * * 


Bromberg Names Aides 

Appointment of Bob Wilkins as 
sales manager and Frank Cowden 
as service manager has been an- 
nounced by J. L. Bromberg, pres- 
ident of Burlingame Motor Co. 
(Pontiac), Burlingame, Calif. 





RIGHT UNDER HIS NOSE 


... but does he see it? 


Scores of training centers coa 


st-to-coast—plus a staff of 


experienced instructors and salesmen to train your men 


on the job—make Socony-Vac 
program the finest of its kind. 


Trains your men in proper lu 


emphasis on the make of car y 


uum’s lubrication training 
Here’s what it does: 
brication techniques, with 


ou sell... teaches them to 


point out the need for parts and services to your custom- 


ers. Result: your service departments get extra business, 


your customers are satisfied, 


you and your lubrication 


men gain an outstanding reputation for quality work. 


Mobilg 


SOCONY-VACUUM 


MAGNOLIA PETROLEUM CO., 





as 





GENERAL PETROLEUM CORP. 
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On the Financial Front. . 





No ’53 Slump Seen 
In Manufacturing 


O SERIOUS manufacturing 

slump is expected during the 
balance of the year although the 
factory-output index indicates the 
possibility of a slight decline, ac- 
cording to the Alexander Hamilton 
Institute. 

If a slight recession does occur, 
the institute says, it does not 
seem likely that it will go far 
during 1953 because Government 
expenditures promise to remain 
sufficiently large to support a 
higher rate of activity than is 
warranted by civilian demand. 
The quantity of goods manu- 

factured in the United States rose 
to a postwar peak in March, it 
said, then dropped slightly in April. 

This decrease in volume was ac- 

companied by a renewed weaken- 
ing of prices in April after a March 
rally, the institute said. The index 
of value of goods manufactured 


hoist, for off- 


@ Marion offers a new approach to your haul- 
age problems . . . an experienced approach 
that is coupled with engineering and manufac- 
turing ability to design and produce whatever 
body and hoist equipment is needed for your 
particular operation. 


Marion produces many standard models, too 
—we feel they are the finest on the market. 
But if your transporation needs call for something 
a little different, or even radically different, 


Marion can design 


quickly and economically. 


To those who want experienced, imaginative 
assistance in the review of their haulage proce- 
dures, Marion offers a service which is unmatched 
in the industry today. 


Your inquiries are welcome. 
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Marion 10-yd. Rock Body, equipped 
with twin telescopic, double-acting 


se 


BODIES AND HOISTS 





dropped to 527.3 in April from the 


|record 529.9 reached in March. 
* + + 


however, was still far above 
this year’s civilian demand as in- 


farm income. The index of farm 
income, which provides a measur- 
ing rod of the total civilian demand 
for manufactured goods, is current- 
ly estimated at 375.9 for 1953. 

The reduction from 1952’s 
record figure of 396.3 is accounted 
for by the lower level of farm- 
product prices which has pre- 
vailed so far this year, the 
institute says. There is little in- 
dication of much recovery in the 
near future, it adds. 

The index of value of factory out- 
put in April, 
percent above the farm-income in- 
dex. The institute says this indi- 


the-road operation. 


and build it for you... 


Fa | 
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‘ia value of factory output, 


therefore, was 40.3 





| Garbage Trucks for Mexico City— 


|dicated by the prospective level of | 
y Prosp Ready for the first leg of their journey to Mexico City are these eight of 40 Gar | 


| Wood Industries Load-Packers. The trucks will be driven 1,700 miles to Laredo, Tex., 
| where Mexican drivers will continue the 600-mile trip to the capital. 


|cates a further manufacturing re- | 


| cession. The institute expects little 
|change in the cost-of-living index 
|for the remainder of 1953. 

It reported that the value of re- 
tail sales in the United States for 
the first quarter of 1953 rose to 


$39,303,000,000 from $36,324,000,000 | 


in the same period last year. The 


gain, it says, indicates that sales | 
for the full year might reach $175) 


billion. The record sales year was 
1952, with a high of $164 billion. 





METAL PROD 


New Eisele Showroom 


Has Swimming Pool 

Eisele Sales, Inc., Los Angeles, 
has held an opening party in its 
new Lincoln-Mercury showroom. 


Among unusual features are a 
| stand where customers may drink 
coffee free of charge and a swim- 
ming pool, with lifeguards on duty, 
| where customers may bring their 
|children to enjoy a swim during 
‘service or sales transactions. 

























UCTS CO. 


Marion, Ohio, U. S. A. 


Manufacturing a complete line of standard and special hydraulic hoists and dump bodies. 





Mack Introduces 


'170-Horsepower 


“Economy’ Diesel 


NEW YORK. — Mack has intro- 
duced a new diesel engine, the 
Mack Thermodyne Model END-673, 
which is said to develop 170 brake 
horsepower. 

Laboratory and field tests re- 
vealed that the engine can deliver 
greater mileage per gallon of fuel 
than any other automotive diesel 
of its size, the firm says. 

Described as its outstanding 
feature is its combustion chamber, 
which is primarily responsible for 
its fuel economy. Formed entirely 
in the piston crown, the com- 
bustion chamber is semi-toroidal in 
shape. 

The intake port imparts a tan 
|gential direction of flow to the in- 
coming air which results in a 








Mack's New Diesel— 


This photo shows the right side of Mack 
Trucks’ new 170-horsepower diesel engine, 
Thermodyne Model END-673, with injec- 
tion pump and governor, air compressor, 
three-piece exhaust manifold and breather 
caps mounted on aluminum valve covers. 
| The engine is described as more econom- 
ical than any other diesel of its size. 

* * * 

swirling movement in the com- 
|bustion chamber. As the piston 
head rises, the piston crown ac- 
celerates the swirling air into a 
vortex traveling at such speeds, the 
company says, that it atomizes the 
fuel spray as the fuel issues from 
ithe injection nozzle. 

Mack states that the Thermodyne 
combustion chamber also assures 
| more efficient injection nozzle cool- 
| ing. The pistons eliminate hot spots 
|'by reducing heat concentration in 
| the piston head, it is said, while the 
|compactness of the combustion 
chamber, with its reduced heat- 
rejection surfaces, increases engine 
| efficiency. 








| 
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ae Contest 


‘For Baseball Fans 


NEW YORK.—A “Trip to the 
World Series” contest, ending Aug. 
22, for Peak and Nor’way antifreeze 
dealers and their employes has been 
announced by Paul R. Smith, gen- 
|eral manager of the specialties di- 
|vision of Commercial Solvents 
Corp. 

The winners will be determined 
by their ability to identify pictures 
of three “mystery” ball players, se- 
\lected from among the game’s all- 
|time greats, and the best 25-word 
|statements as to why they think 
| baseball is America’s favorite sport. 
| Winning dealers will be brought 
| from their home cities by air or 
|rail to the American League city 
|where the series opens, and will 
|occupy choice seats for the first 
|two games. 

In announcing the contest, Smith 
also disclosed that Red Barber, 
sportscaster and voice of the 
|Brooklyn Dodgers, had been en- 
|gaged by Peak and Nor’way for a 
| 15-minute sports review every Sat- 
|urday from Sept. 12 through Dec. 5. 





| ACE-Brill ae Weldanate 


Trailers for Air Force 

PHILADELPHIA. A large 
number of custom-designed trailers 
to house specialized Air Force 
electronic equipment will be built 
by ACF-Brill Motors Co. 


| The order, amounting to approxi- 


mately $425,000, was received from 
Federal Telephone & Radio Corp., 
of Clifton, N. J., which is design- 
ing and building the special elec- 
tronic equipment. The mobile elec- 
tronic units will be 2%-ton, four- 
wheel trailer vans, measuring 94 
inches high, 92 inches wide, and 
162 inches long. Weight of each 
trailer will be about 3,500 pounds. 
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ONE hundred years from now, in 
the year 2053, out in Iowa City, 
la., the young men and women of 
the University of Iowa School of 
Journalism will be ready to open a 
“time capsule” sealed and buried in 


the foundation of the university’s | 


new Communications Building. 

When opened, it will reveal the 
best 1953 predictions of the dis- 
tinguished spokesmen of the com- 
munications and publishing indus- 
tries. 

Some of those forecasters fore- 
saw a world in which all citizens 
would converse in a common 
language, through electronic te- 
lepathy . .. public relations per- 
sons would hold college degrees, 
like doctors and lawyers... home 
movies would be in full color, in 
three dimensions, on simple elec- 
tronic tape ... individuals could 
“thought-cast” to each other by 
electronic device, sending a 10- 
second commercial beamed to the 
“thought frequency” of 100,000 
listeners, Bruce Rogers, a typo- 
graphical expert, foresaw the 
elimination of all movable type 
and its replacement by television. 

Yuh see, nothin’ at all—compared 

to what’s happened in Iowa in the 
last 100 years. Some wise guy will 
remark, “PURE CORN,” and won’t 
his nimble wit be justified? 

Naturally, I felt some regret that 
this time capsule idea had not been 
thought of 100 years earlier... or 

in 1853 ... 10 years before my 
mother, in girlish glee, trudged 
ahead of that ox-drawn covered 
wagon across the state of Iowa, 
“hull down on the trail of rapture,” 
toward the “miraculous west.” Her 
younger brother, Ned, after whom 
I was one day to be named, had 
been drowned while she and her 
brothers and sisters were “ferry- 
ing” the wagons across the Missis- 
sippi near Rock Island. But the 
wagon boss told young Kate that 
the “Big Missouree” was not so big 
at Council Bluffs. 

. = * 


Would He Have Known? 


PEAKIN’ of journalism, ’spose 

that boy Lafe Young had been 
able to predict the future of that 
newspaper he was probably already 
dreaming of starting in Des Moines. 
Wonder whether he knew Grandma 
Cowles . 
she was “expecting” the arrival of 
those “public relations” who finally 
controlled the Tribune ... “con- 


ceived” of Look, Quick and Flair? | 


What would the original Henry 
Wallace have predicted for the 
future of the Farmer in Iowa, or 
that lad, Meredith, who certainly 
knew something about farm jour- 
nalism? 


Gosh, that time capsule, sealed | 


in 1853 and opened yesterday, would 
have been chock-a-bloc with fabu- 
lous predictions. 

A preview of the Civil War... 
the story of the boy in blue from 
Iowa who went down the river to 
join Grant at Vicksburg... 
picture of Abraham Lincoln sitting 
on that pier at Moline, deciding 
that the Union Pacific could build 
a bridge that would not interfere 


with steamboat traffic . . . the last | 
of the big timber rafts floating past | 
Dubuque and Davenport .. . the} 


rise of the hog, coincident with the 
rise of the phenomenal values of 
Iowa farms. In other words, the 
down-to-earth human interest story 
of Iowa—the most typically Amer- 





California Cracks Down 


On Crosswalk Deaths 


SACRAMENTO, Calif. — Gov. 
Earl Warren has signed into 
California law a bill which 
makes it mandatory to try for 
manslaughter any motorist who 
violates a pedestrian’s right of 
way and kills him on a cross- 
walk, Assemblyman Patrick D. 
McGee, Van Nuys Republican, 
introduced the bill. 
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the | 








| 


| 


| 
| 
| 


| 
| 








ican state in the union. God must | 
have been looking after that state. | 
Every dollar of its fabulous riches | 


came out of the soil. 
* + . 


Pride in Red Oak 
7 boys and girls, it might be | 
an advantage among the elite 
to register from Harvard, Prince- 
ton or Yale — maybe Oxford — but 
you'll find more top men in the 
great corporations who are proud 
to boast that they were born in 
Red Oak or What Cheer. 


There is something about the | 
great middle west that gives char- | 
acter to boys and girls with am- | 
bition—and it isn’t money, It’s | 
what I call GAZOOMPAH. 
P.S. That lad, Phil What’s His | 

Name, had it in that picture “State 
Fair,” if you know what I mean. | 
That is the real America, regard- 
less of how you may try to put on 
airs or cultivate an accent when 
you get a job in an advertising 
agency on Madison Ave., in the city 
of New York. Be yourself. That’s 
the ONLY way anyone can be DIF- 
FERENT. The hog callers in the 
big city are just like those on the 
“hoop-skirts” of Oskaloosa — only 
those from Iowa are better. 


CUVEE Y Bet 
What Hundreds 
of Aggressive 
Dealers Like 
Heh mT 


Linco/n 
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Horses Do Good Turn 


For Used-Car Dealer 


SEATTLE. — Thanks to the 
fact that the automobile has 
succeeded the horse, a used-car 
dealer here has been acquitted 
of a charge of violating the 1914 
Sabbath law. 

James H,. Cleland, partner in 
Vermont Motors, was freed by a 
jury in Superior Court after his 
defense counsel argued that the 
old law made an exception of 
livery stables. The attorney de- 
clared that the auto had suc- 
ceeded the horse, and thus 
businesses serving the motorist 
enjoy the same exemption from 
the so-called “blue law” as the 
livery stables did. 

There was testimony that two 
prospective customers visited 
the firm on a Sunday and were 
shown cars by Cleland, 





A solution to the problem of axle spacing is being offered by Fruehauf Trailer Co. 
The unit not only has a variable axle position, but also an adjustable range of 
| positions provided by a movable king pin. Shown here is a workman replacing the 
| stop pin holding underconstruction in desired position. 
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Zerex by the Barrel 


WILMINGTON, Del.—Zerex, du- 
Pont’s premium-type antifreeze, 
now is being offered in 54-gallon 


Modern Design for Jurs 





drums to fleet operators, according; Jurs Motor Co. (Cadillac - Olds-| Calif. A glass-enclosed showroom 
to R. D. Scheer, sales manager for|mobile-GMC) has occupied new/is a feature of the ultramodern 
Zerone and Zerex antifreezes. headquarters in Walnut Creek, | building. 
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INCREASE Your PROFITS 
a modern 


hincoln SlEnginared 


LUBRICATION DEPARTMENT 


is the proven solution to building increased 
customer traffic and profits 


Car Owners are Lubrication-Minded because it’s the most frequently 
needed . . . the most regularly performed . . . and the most widely 
advertised Automotive Service. 


Make your Lubrication Department the Front Door to Extra Profits 
by installing Lincoln Lubrication Equipment —StylEngineered 
specifically to attract more customers... enable your operator 

to do 5 lube jobs per hour instead of one . . . make possible 
**While-You-Wait” lubrication. 


Only through Modern Lubrication Service can you get each customer’s 
car on your rack, regularly, for those quick, routine checks that lead 
to extra sales of parts, services and accessories. 


Every day, Motorists buy $8,208,000* worth of T.B.A. Increase 
your share, now, by Increasing Customer-Traffic with a Lincoln 
StylEngineered Lubrication Department. 


Call your friendly Lincoln Wholesaler . . . he will be glad to help 
you plan and select just the right combination of equipment to 
make your Lube Department an Invitation to more business, and to 
best serve your specific operation. 
*National Petroleum News 
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THE MOST TRUSTWORTHY 
NAME IN LUBRICATING 
EQUIPMENT 
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Eyes of Texas Turn to Ford— 


The governor of Texas, Allan Shivers (center), was guest of honor at a Dallas 
dinner commemorating the 50th birthday of Ford Motor Co. At left is C. F. Jessee, 
manager of the Dallas assembly plant of the Ford division; at right is John McKee, 
industrial relations manager. Some 750 persons, including Ford, Lincoln and Mercury 


dealers {rom the north Texas area, took part in the celebration. 


Blake Gets K-F Parts Post 





dates from 1928, when he entered 


the motor rebuilding and automo- 
In Western Division tive parts jobbing fields, He has 
Appointment of Spencer N, Blake | served in  Chevrolet’s Oakland 


as western divisional parts and ac- 
cessories manager for Kaiser- 
Frazer Sales Corp. is announced in 
San Francisco by Ken S. Moyer, 
western divisional manager. 
Blake’s automotive experience 


(Calif.) zone as assistant parts and 
accessories manager. 


The AUTOMOTIVE NEWS ALMANAC 
a year-round friend. Use it often for statis- 
tics, buyer information and | personnel data. 
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Jay T. Marting has joined Buck- 


| 330 


|eye Truck Body Builders, Inc., 
| N. Champion Ave., Columbus, O., 
sales representative in Columbus 
j}and Franklin County. Marting has 
been with the sales department of 
Marion Power Shovel Co. for four 
years. 


Airtex Names Giblin 


| Appointment of Francis X. Giblin 
as salesman to cover the Ohio-West 
Virginia territory for the Master 
| Parts division of Airtex Products, 


Inc., Fairfield, Ill, has been an- 
nounced by C. H. Remmel, sales 
manager. 

* * * 


Richards, Young Appointed 
By Chrysler of Canada 


Two appointments in Chrysler 
Corp. of Canada, Ltd., have been} 
announced in Windsor, Ont., by J. | 
H. Hickey, director and general | 
| parts and service manager. | 


A. C. Richards, for 14 years man-| 
ager of the parts plant at Chat-| 





ham, Ont., joins the executive staff ' 
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DUMP BODY 












Exclusive St. Paul Advantages 


@ Complete hoist line for all body lengths 
@ Most payload capacity per dollar 

@ 15 to 50% lower installation costs 

@ NEW friction-free hydraulic system 

@ Handy dash-mounted cable controls 

@ 1” to 1%” lower mounting height 


é 
aligning torque tube 

@ improved uni-flex subframe 

& 

@ Job-proved piston safety stop 

® 


Write for new descriptive literature 


ST.PAUL HYDRAULIC HOIST, Customer Service Dept. 


Wayne. Michigan 


Auto Personnel 


= Payload tons at body lengths shown 





of the general parts and service 
manager, and Wallace P. 
formerly assistant plant manager 
at Chatham, becomes general parts 
plant manager. 

* * * 


Reynolds Promoted 
Charles P. Reynolds has_ been 
named comptroller of Trailmobile, 
Inc. For the past year, Reynolds 
had been assistant comptroller and 
budget director. 


x & 


Budd Promotes 3 Officials 


In Automotive Sales 


Promotion of three executives 
in the automotive sales depart- 
ment of Budd Co., Philadelphia, 
has been announced by Raymond 
F. Littley, vice-president in 
charge of the department, 

H. K, Arnold will be in charge 
of the Studebaker account, re- 
placing Thomas J. Meyer who 
retires Aug. 1; Carson M. Wallace 
will be in charge of all automo- 
tive sales offices in Philadelphia, 
Detroit and Gary, Ind., and J. W. 


to 271/2 tons 
capacity 


HOISTS 





New equi-lift strut arms, with self- 


Replaceable bushings at key load points 


Better “‘engineered quality” throughout 








Young, | 





Humrichouse will assume Ar- 
nold’s previous duties as head of 

the Hunting Park plant sales 
office, in addition to his current 
| responsibilities of supervising 
|; Ordnance sales to the armed 


forces. 
* * * 


Wambold Goes to Gemmer 
'As Manufacturing Chief 


| Eugene F. Wambold has been ap- 
|pointed manufacturing vice-presi- 
dent of Gemmer Mfg. Co., Detroit, 
according to 
Frederick H 
Hammond, presi- 
dent. 

Wambold spent 
26 years with 
General Electric 
Co., including 10 
years with Hot- 
point, and several 
years with Carbo- 
loy. His immedi- 
ate previous con- 
nection was as 
executive vice-president of Carbo- 
loy, Inc. 





E. F. Wambold 


Motor Products Ups Rogers 


In Manufacturing Role 


Motor Products Corp. has an- 
nounced that Berton E. Rogers, as- 
sistant to the president, has been 
appointed manufacturing vice- 
president for the automotive di- 
vision. 

Rogers will be responsible for 
manufacturing, engineering and 
labor relations in all three Detroit 


plants and the Marion (O.) division. 
* + * 


New Post for Roshirt 


Randolph J. Roshirt has been 
elected vice-president of Aluminum 
Industries, Inc., Cincinnati, and will 
|be responsible for integrating pro- 

|duction and sales operations, 

| according to John W. Craig, presi- 

dent. Roshirt formerly was 

|}executive vice-president of Bohn 

| Aluminum & Brass Corp., Detroit. 
* * * 


| O’ Toole Named Sales Aide 


| At Bardwell & McAlister 


| Jack C. O'Toole has been ap- 
| pointed general sales manager of 
ithe automotive division of Bard- 
| well & McAlister, 
| according to John 


| Valianos, general 
|manager of the 
| Burbank (Calif.) 
| firm. 


| O'Toole, for the 
| past five years 
was vice-presi- 
|dent and sales 
| manager of Pres- 
tole Corp., Toledo. 
He will devote his 
efforts to expand- 
ing the activities of Bardwell & 
| McAlister in the automotive field, 
| especially in the field of sheet metal 
fabrication, the company said. 
* OK * 





O’ Toole 


Jack C,. 


Steele Gets Promotion 


Richard O. Steele jr. has been 
|named manager of the Chatta- 
|nooga (Tenn.) branch of Motors 
|Insurance Corp. Steele goes to 
| Chattanooga from Memphis, where 
| he had been claim manager. 
| * * * 


|Hollingshead Elevates 


|Laputka, Entenmann 


Promotion of Joseph L. Laputka 
| to treasurer and secretary, and 
| Lloyd L. Entenmann to controller 
and assistant secretary, has been 
announced by Wilbur H. Norton, 
|president of R. M. Hollingshead 
| Corp. 
| Laputka, former credit manager, 
|succeeds C. R. Ferris, retired. En- 
tenmann, previously assistant con- 
| troller, succeeds J. R. Flynn. 

Hollingshead also announced the 
|}appointment of two new repre- 
| sentatives, E. P. Gilsdorf Co. on the 
|west coast and R. G. Brandes Co. 


}in Texas and Oklahoma. 
of * * 


|'Packard Appoints Eustis 


| Minneapolis Zone Manager 


F. H. Eustis has been named 
Packard zone manager in Minne- 
japolis, replacing C. M. Ritchey, 
|who resigned. Eustis, who is from 
| Detroit, was with Ford Motor Co. 
|for 15 years. 


| B. E. Manning has been named 
assistant zone manager in Minne- 
apolis. He formerly was Packard 
city manager in Minneapolis and 
more recently sales manager for 
(Continued on Page 35, Col. 1) 
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Loop Motors (Packard), Minne- 


apolis. He replaces J. H. McCord, | ager. 


who has been named Packard zone 
manager i n Portland, Ore. 

* + * 
American Chain President 


Picks Wheeler as Aide 


C. N. Johns, president of Amer- 
ican Chain & Cable Co., Inc., and 
associate companies, has named 
Wilmot F. Wheeler jr. assistant 
to the president. 

Wheeler has been with the 
company for two years working 
on special assignments. 

x oe * 


Car-Skin Board Names Powell 


Sales Vice-President 

The board of directors of Car- 
Skin Products Corp., Flemington, 
N. J., has announced the appoint- 
ment of Miles 
Powell as sales 
vice-president, 

Powell formerly 
was with R. M. 
Hollingshead 
Corp. for 29 years, 
the last seven of 
which he was 
general sales 
manager of the 
automotive divi- 
sion. As sales 
vice - president, Powell will have 
complete supervision over both do- 
mestic and foreign sales, the com- 
pany said. 





Miles Powell 


* * * 
Baxter Is Sales Manager 


For Fruehauf Truck Bodies 


Appointment of Robert E. Baxter 
as truck bodies and special equip- 
ment sales manager for Fruehauf 
Trailer Co. has been announced by 
Cc. L. Schneider, sales vice-presi- 
dent. 

Baxter formerly was vice-presi- 
dent and general manager of the 
Syracuse headquarters of the Na- 


tional Automotive Parts Assn. 
x ok - 


Conti Heads Truck Sales 


For Ford at Boston 

Appointment of Rudolph F. 
Conti, of Cranston, R. I., as truck 
and fleet sales manager for the 
Ford division’s Boston district 
has been announced by R. F. 
Leonard, district sales manager. 
Conti formerly was a field man- 
ager in the district. 

Other promotions announced 
by Leonard include the appoint- 
ment of Fred O. Bergman, of 
Somerville, Mass.; James F. Gil- 


ligan, of West Roxbury, Mass., 


and Melville C. Appleton, of Kit- 
tery, Me., as field managers. 
cd * ” 


Fruehauf Elects Williams 
Engineering Vice-President 

Election of A. E, Williams as 
engineering vice-president of Frue- 
hauf Trailer Co. is announced by 
Roy Fruehauf, 


president. 
Williams joined 

Fruehauf’s_ engi- 

neering de- 


partment in 1929 
after several 
years in the engi- 
neering depart- 
ments of McFar- 
lan Motor Co. 
and Auburn 
Automobile Co. 
He also was as- 
sociated with the experimental and 
development staffs of Cord Auto- 
mobile Corp. 

In 1946, he was named Fruehauf’s 
chief engineer and in succeeding 
years headed staff development of 
armed service and commercial 
trailers. 





A, E. Williams 


* * * 


Planas Joins Plasti-Kote 

Edward J. Planas has been ap- 
pointed assistant sales manager of 
Plasti-Cote of Cleveland. He had 
been sales manager for the eastern 
United States and Canadian divi- 
sion of Joseph Weidenhoff Co. 

+ oe * 


Sales Promotion Head Named 


By Marmon-Herrington 

Robert V. Cummins has been ap- 
pointed head of the sales promotion 
department of Marmon-Herrington 
Co., Ine., Indianapolis, according to 


Auto Personnel 


(Continued from Page 34) 
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Cc. A. Campbell, general sales man- | 


For the last year, Cummins had 
been active in real estate and 
building in Indianapolis. He previ- 
ously was the director of the Cum- 





| Silver Shower for Hudson Salesmen— 


| principles in foundry practice.” 
Smith started with GM in 1915 

jas a timekeeper. 

| * * * 


|Wheeling Appoints Chiefs 
|For 4 Sales Divisions 

Wheeling Corrugating Co.,, 
Wheeling, W. Va., has announced 
|the establishment of four sales di- 
visions. 

Managers will be F. S. Neal, for 
|the fabricated sheet metal products 
|sales division; E. H. Pace, for mill 


in public speaking. 
* * * 
Hufstader to College Post 


Election of William F, Hufstader, | 
General Motors vice-president, as a 


More than 125 Hudson salesmen gathered in Los Angeles for a drawing from a | products sales; W. B. Nern, for 
giant jackpot, with prizes from $1 to $50 in silver. Each salesman got one draw for| culvert sales, and L. C. Hollerbach, 
j each new and used Hudson he had sold during the three weeks preceding the draw-/| for building material sales, 
ing. At the table (from left) are Bert Cole, picking up his prize; Noel Prew, assistant | 6.4. 
zone manager of Hudson Sales Corp.; Joe Ricketts; Rolfe Lowden; Burney Freeman; | ° ° 
| Hart Fullerton, and Willard Scott, zone manager. Tate Joins LaFontaine 


trustee of Dickinson College, Car- 
lisle, Pa., has been announced by | ' 
William E. Edel, president of the| vice-president in charge of rock | vention of the American Foundry- 
college. ; « % | drill sales, and W. B. Hunn, vice-| men’s Society in Chicago. 

. . president in charge of the Los| 
Thor Directors Elect Angeles works. | 


Four Vice-Presidents | Se 
Four new vice-presidents have| Smith, GM Foundry Chief, 


been elected by the directors of ° ° : 

Thor Power Tool Co., Aurora, IIl. “ ge ge fered 
Ty oo 0 6. eee ee ee alae ; 

sales manager; John A. McGuire, general manager of the central| The Simpson gold medal, given 

vice-president in charge of labor | foundry division of General Motors, annually, was awarded to Smith 


relations and- chairman of the| was awarded the Peter L. Simpson|“for outstanding contributions to 


Smith also took part in the 
business program with the dis- 
| tinction of being the Charles Edgar 
| Hoyt annual lecturer. He spoke on 

“outstanding opportunities for the 
| Foundry Industry.” 





John R. Tate has joined the La- 
Fontaine-Detroit sales staff as ac- 
count executive. Tate was previ- 
ously a Buick district manager and 
more recently sales manager for a 
Buick, Pontiac and International 
truck dealership in Rochester, N. Y. 


* * * 


U. S. Rubber Ups Menti 


Ronald R. Menti has been ap- 
pointed assistant to H. Gordon 
Smith, executive vice-president of 
U. S. Rubber Co. Menti formerly 
was supervisor of employe relations 





executive committee; B. H. Johns,' gold medal at the annual con-|the application of engineering! for the textile division. 

















sets—including chrome compression rings— 
for authorized replacement service. 


Automotive engineers know that the most impor- 
tant piston rings in an engine are the top compression 
rings... 





For they must operate where heat is the highest, 
where pressures are the greatest, where lubrication 
is the poorest... 


That’s why engineers specify Perfect Circle Chrome 
Rings for authorized replacement service. For the 
solid chrome plating resists wear, resists heat, and 
prevents scuffing and scoring of cylinders and pis- 
tons. Perfect Circle Corporation, Hagerstown, 
i Indiana; The Perfect Circle Co., Ltd., Toronto, 
t Ontario. 


Periect Circle 


| XY / PISTON RINGS the standard of comparison 
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HEADLIGHT VISOR—Said to serve as 
deflector, preventing dispersion of light by 
beaming it downward onto road and pre- 
venting glare. It also prevents rain, snow 
or sleet from forming on car headlight, 
says Jeffrey-Allan Industries, Inc., 3249 S. 
Morgan, Chicago 8, Ill. 

ee 





BUMPER GUARD —A redesigned Eire 
Kargard is being offered with two chrome- 
plated adaptors which fasten to the front 
bumper, helping protect grille and fend- 
ers. J & H Sales Co., 75 E. Wacker Drive, 
Chicago 1, Ill. 





CLEANING VAT—Model O Hot Vat is 
said to hold three average-size radiators 
and to clean as many as 10 radiators in 
an eight-hour day. Inland Mfg. Co., 1108 
Jackson St., Omaha 8, Neb. 

. * *@ 





SANDER-POLISHER— Designed for 
smoothing and filling base metal, feather- 
ing and polishing painted surfaces, and 
rubbing out overspray on enamel less 
than 48 hours old, according to Cyclo 
Mfg. Co., 2140 S. Delaware St., Denver, 
Colo. 





SILENCER SPRUCED UP—Val - Vin - Hed 


valve silencers for Chevrolet and Buick 

cars now come in a new package which 

illustrates the mechanical advantages to a 

potential buyer. The silencers are made of 

cotton wicks and enclosed in a heavy 

porous cover. Joe L. Estes Co., Winder, Ga. 
. 26 * 


Barrett Catalog Describes 
Material-Handling Line 


A line of equipment for floor- 
level handling of materials is pre- 
sented in the new Barrett Junior 


AUTOMOTIVE NEWS, JULY 6, 1953 


EW PRODUCTS 


|Catalog No. 535, released by Bar- 
rett-Cravens Co., 4609 S. Western 
Blvd., Chicago 9, IIl. 

The 100-page eleventh edition of 
| the pocket-size catalog contains in- | 
formation, illustrations and speci- | 
fications on fork trucks, high-lift 
electric trucks, pallet trucks, in- 
dustrial tractors, electric and hand- 
\lift trucks, steeleg skids, semi-live 
|skids and lifters, portable and in- 
dustrial elevators, portable cranes, 
stacking frames, steel storage 


racks, lifting and die tables, hand | 
|trucks, and handling specialties. 
| * * * 





ACCELERATOR CONTROL—Steadi-Drive | 
is said to save gas and tires and to re-| 
duce driving fatigue. When pressed down | 
with the left foot, it holds the car at the 
predetermined speed and relieves the 
right foot. Standard model will fit all cars, 
trucks and buses, says Automatic Tool, 
Inc., 2304 Twenty-Third Ave., Rockford, Ill. | 

. £ & 











RIBBON FILTER ELEMENT—Available as 
a substitute for metal edge or screen-type 
elements. Made of phenolic-resin impreg- 
nated cellulose, the filter is said to re- 
quire no special backup support. Accord- 
ing to the maker, it is a permanent-type 
filter, easily cleaned and with high flow 
rate in either direction. Bendix Skinner 
Division, Bendix Aviation Corp., 1503 
Trombly Ave., Detroit, Mich. 

* 


Magnus Marketing Cleaner 


To Be Sprayed on Surfaces | 


Magnus Chemical Co., South Ave., | 
Garwood, N. J., is offering a con-| 
centrated cleaner, Magnusol, which 
is sprayed over surfaces to be 
cleaned and, after a few minutes, 
flushed off with water. 

One part, mixed with eight parts 
of kerosene or _ safety solvent, 
makes a fast, non-toxic cleaner 
harmless to metals and paint, the 
maker claims. It can be used for 
engine cleaning. 

* 





* * 





CAR HITCH—Quick-Lock is. offered for 
all makes from 1946-53. It is said to ac- 


commodate all utility, farm, boat and 
house trailers up to 4,000-pound loads 
when tierods are used. Foreman Mfg. Co., 
Fifty-fourth and S. State Sts., Chicago 9, 


Mt. 
British Firm Develops 
Electric Tire Pump 


An electric tire pump powered by 
the automobile’s own battery has 
been introduced by Alverton Engi- 
neering Co., Ltd., London, England. 

For use with either six-volt or 
12-volt systems, the pump uses no 
more current than do headlights 
although it can inflate a tire in less 
than eight minutes, the company 





says. Further details on the pump | 
and on franchises for the United | 
States are available from Alverton 
Engineering Co., Ltd., Copthall)} 
House, Copthall Ave., London E.C. | 
2, England. | 

* * * | 








TRUCK LIGHTS—CL-667 (top) is a hood- 
ed clearance light with chrome-plated 
shield that concentrates the marker light 
for greater visibility. CL-665 (bottom) is a 
single clearance light with a flexible strap 
mounting. Lamp hangs free, suspended by 
a strap of rubber fabric between lamp 
and mounting bracket. Auto Lamp Mfg. 
Co., 2909 S. Indiana Ave., Chicago 16, I. | 

. + * 


Bennett Issues Booklet 
On Service Methods 


A booklet discussing air and 
water service methods, _lubri- 
cation and wheel balancing and 
alignment has been issued by the 
Bennett pump division of John 
Wood Co. 

Service units are described in 
the brochure, which is available 
free to dealers and jobbers. Ad- 
dress requests for Form AIR-31 
to John Wood Co., Bennett Pump 
Division, Muskegon, Mich. 

* x . 





TELESCOPIC HOIST—Two dump trailer 
units now in production are designed to 
increase legal payloads and improve | 
dumping performance. One is a 17-foot,| 
single-axle trailer with 10 to 17 cubic 
yards’ capacity, the other a 20-foot, tan- | 
dem-axle unit with a capacity of 12 to 26) 
cubic yards. Described as their main fea- | 
tures are the front mounting of telescopic 
hoisting mechanism and a simplified meth- 
od of packing the telescopic joints at re-| 
duced maintenance costs. Hercules Steel | 
Products Corp., Galion, O. 

* * * 








PORTABLE POLISHER—Designed for re- 
moving light scratches from glass. A 
slurry of cerium oxide and water is used 
for the optical polishing job. Glass Center 
Enterprises, Inc., 128 Summit St., Toledo 
4, O. 


* * * 


Soft-Soldering Flux 
Offered by Superior 


A newly developed soft-soldering 
and tinning flux known as Special 





No, 30.is being offered by Superior 
Flux & Mfg. Co., Cleveland. 

The flux, it says, leaves residues 
that are noncorrosive, nonhygro- 
scopic, nonfuming and _ noncon- 
ductive to electricity. A free sample 


| of the flux for testing purposes may 
|be obtained from Superior Flux 
| & Mfg. Co., 1302 Ontario St., Cleve- 
land 13, O. 





HEAVY-DUTY HOSE CABINET — HD-1| Data Sheet 


provides a visual inventory, keeps stock 


| neat and accessible and makes an attrac- 


tive display on the sales floor, according 

to Weatherhead Co., Standard Parts divi- 

sion, 300 E. 131st St., Cleveland 8, O. 
cee 





SCREW DRIVER DISPLAY—The new Vari- 
Board Catalog shows the many arrange- 
ment possibilities on the board, and its 
various uses on the wall, in the window 
and on the counter. Vaco Products Co., 
317 E. Ontario St., Chicago 11, Ill. 


* * * 
Cleaner Restores Brilliance 
To Stainless, Firm Says 


Magnus Chemical Co., Inc., Gar- | 
wood, N. J., has perfected a new | 


application of its Magnus Surface 
Cleaner. 

By scrubbing the cleaner over old 
stainless-steel truck panels, Mag- 
nus says, the original brightness is 
restored so that they match re- 
placement panels. The company 


| says the cleaner is also completely 


satisfactory for routine cleaning of 
stainless steel trailers. 
* * * 





FAST LACQUER—Designed as San Quic 
red oxide DZL-7100, this new product is 
said to have fast drying qualities and 
easy sanding properties. It is a com- 
panion product of San Quic dark gray. 
Ditzler Color Division, Pittsburgh Plate 
Glass Co., 632 DuQuesne Way, Pittsburgh, 
Pa. 





TRAVEL FUN BOOK—The 66-page book 
contains 35 games designed to entertain 
children as well as adults on a long 
auto trip. May be used by dealers as o 
goodwill gift, the company suggests, or 
as a premium with service department 
specials. Dealer's name can be imprinted. 
Leister Game Co., 30 N. Erie St., Toledo 
2, 9. 


* * > 
Covers 


|3M Sealing Ribbons 


A technical data sheet covering 
its new weatherproof, water-tight, 
synthetic rubber fabric-reinforced 
| sealing ribbons is now available 
from the Adhesives & Coatings 
division of Minnesota Mining & 
Mfg. Co., 423 Piquette Ave., De- 
troit 2, Mich, 

Specifications, application meth- 
ods and test results are given, 
including applications as a gas- 
keting material as well as a 
squeak silencer in motor vehicles 
and prefabricated metal buildings. 

* * oe 











| STOCK DISPLAY—Stockit is a combina- 
| tion stock organizer and display unit, and 
| is recommended for the counter for con- 
| venience and visibility. It features perma- 
| nent steel construction, and plastic stock 
| bins to reveal shortages at a glance. Ideal 
| corp. 435 Liberty Ave., Brooklyn 7, N. 7. 


| Alkali Cleaner Offered 


A soak tank alkali cleaner, Van- 





_| trol 5499-F, which is said to remove 


oily soils and tars, has been intro- 
duced by Van Straaten Chemical 
Co., of Chicago. The product is a 
non-dusting powder, packed in 
fiber drums. 





CAB HEATER—Model ED 75 is described 
as small in size but high in BTU output. 
Listed among its features are split core 
construction of tube and fin design; heavy 
cast brass tank; threaded bosses for tubes 
providing leakproof connections and in- 
creased air delivery. Evans Products Co., 
13101 Eckles Rd., Plymouth, Mich. 











Highways & Safety ... 


Moses Plan Hinges 


On Federal 


By Gerhardt Neumann 
Staff Writer | 
. 10-year road building| 
program developed by Robert 
Moses, New York City park com- 
missioner, in his 
essay, “How to 
Plan and Pay for 
the Safe and 
Adequate High- 
ways We Need,” 
which won the 
$25,000 top prize 
in the General} 
Motors Better} 
Highways contest, is predicated on 
the idea that a new formula of in- 
creased federal aid to the states | 
can be worked out to give the! 
program its impetus. | 
Moses suggests that the present 
federal aid of $625 million a year | 
be increased to $1,250,000,000, and | 
also urges a gas tax increase of 
half a cent and a boost in truck 
taxes which he believes will net 
the states highway user revenues 
of $3,450,000,000 a year. 

The plan envisions a total annual 
expenditure of $5 billion for road | 
building and also recommends 
“properly controlled borrowing” be- | 
cause the “pay-as-you-go slogan 
has been so ineffective.” 

At the present rate of spending, 
$2,700,000,000 goes into roads an-| 
nually. Under the Moses plan, an 
extra $2,300,000,000 would have to/| 
be raised to accomplish the ob- 
jective. Financing after the com- 
pletion of the 10-year period would 
come to $2,700,000,000 per year. 

cd * * 








| 
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Canvassing Possibilities 
nee and planning are | 
’ the watchwords, under which 
Moses puts his plan. He points out 
that, despite previous experiences, 
there must be a number of road 
types which still remain to be 
studied. As an example, he points | 
to the combined vehicular express | 
rail and rapid transit road which | 
he says has not been thoroughly | 
canvassed, and the necessity for | 
additional lanes on important | 
streets “by the device of arcading 
sidewalks within buildings where 
no large consequential damages for 
easement may be anticipated.” 

A relief of highway congestion | 
is indicated in Moses’ demand for 
a definition of the proper roles of 
road, railroad, water and air car- 
riers in the passenger and freight 
field and a study of the entry of 
railroads into bus and _ truck 
business. 

“The auto industry in all its 
ramifications,’ Moses writes, “the 
designing and inspecting engineers 
and the road material men and con- 
tractors do not work together 
enough, do not pool their infor- 
mation as much as they should, 
tend to stick too closely to their | 
own limited fields ... and depend 
too little on well directed and fi- 
nanced cooperative working 
arrangements.” 

ca * a 





‘Half-Hearted Enforcement’ 


: NE chapter is devoted to safety 

and traffic regulations. Charac- | 
terizing enforcement as “usually | 
half - hearted,” Moses considers 
speed the greatest enemy to safety, | 
because it makes the difference be- | 
tween a fatal or major and a com- 
paratively minor injury. | 

“Too many manufacturers,” he | 
writes, “advertise the speed | 
rather than the safety of their | 
vehicles. If the present accident 
rate continues, there is something 
to be said for the suggestion that 
cars, trucks and buses should not 
be allowed to be manufactured 
which can travel more than 60 
miles an hour.” 

He also points out that in-| 
spection of cars and drivers is good 
in very few areas, poor and unde- | 
pendable in others, and nonexistent | 
in some of the largest states. 

He also scores the inadequacy of | 
insurance regulations in most 
states and demands that careless | 
motorists should be penalized and | 
that interstate records should be 
established to cover registration, 
licensing, inspection and financial 
responsibility. 

It is such higher standards, in- 





Aid Hike 


Moses’ opinion, which might well 
be made “an indispensible condition 
of receiving federal aid.” 


Awards Abound 
In Safety Field 


An 18-year old college freshman 
from Braintree (Mass.), John A. 
Donahoe, has captured the Mass- 
achusetts Teen-Age-Roadeo cham- 
pionship. 

Donahoe, who finished third in 
1952, amassed 1,122 of a possible 
1,237.5 points, to outdistance run- 
ner-up Roy Billings, the Spring- 
field champion, who finished with 
1,083.5 points. 


Donahoe will represent Mass- 


'achusetts in the national Teen-Age 


Roadeo 
gust. 
The 1952 Marcus A. Dow Me- 


in Washington next Au- 









| se a 
| Sports Car Enthusiasts Gather— 


An international custom and sports car show, featuring American dream cars and 
| European sports cars, was held at the Grosse Pointe (Mich.) War Memorial Center last 


| week, Shown discussing plans for the event are (from left) the Rev. Dr. Walton E. 
Cole, First Congregational Church, who exhibited his 1953 Nash-Healey convertible; 


|R. E. Needham, president of Grosse Point 


| At right is a Jaguar. 

| morial Award of $500, established | 
to foster high standards of achieve- | 
ment in the field of motor trans-| 
portation safety engineering, was 
given to Carlton Alexander, safety 


director of McLean Trucking Co., 
Winston-Salem, N. C. 


ducing his drivers’ accident fre- 








Companion Gar Wood Platform Bodies are all-steel with built-in stake 
pockets. Grain tight . . . will not warp, rot or splinter. Insures long life and 
extra strength for dumping capacity loads or hauling farm machinery. 





Gar Wood Farm Hoist supplied as “Packaged Unit’ complete with 14’ body 


longitudinals and all drive parts 


including power take-off, dash controls, 


hydraulic pump and valve wr for -fast, easy installation on any truck 





mova 


-102” C/A. 


GAR WOOD INDUSTRIES, INC. 


Alexander is credited with re- | 
|grant of $26,400 to the North- 
quency in five years from four | western University Traffic Institute 


Sales and Service (Nash); Mrs. Cole, and 


| Tom Demetry, president of the advisory council of the Grosse Pointe War Memorial. 


accidents per 100,000 vehicle 
miles to 0.67. In addition, he has 
established a safety program by 
adapting the science of industrial 
psychology to the motor trans- 
portation industry. 

The Kemper Foundation for 
Traffic Safety will give an annual 
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to enable 32 police officers from all 
parts of the country to attend the 
nine-month course in traffic police 
administration. 

For the past 16 years, the Kem- 
per Foundation and the Avtomo- 
tive Safety Foundation have spon- 
sored these courses jointly. The 
latter will now use the grant money 
for other work in the field of 
traffic safety. 

* 


N.Y. Puts Teeth 
Into Traffic Law 


New laws enforcing safer driving 
in the state of New York have 
gone into effect. The new law de- 
mands: 

1. More courtesy by making 
drivers’ signals mandatory and de- 
fining the right of way at inter- 
sections. 

2. Stepped-up flow of traffic by 
permitting passing on the right and 
making slowpoke driving a traffic 
offense. 

3. Crack-down on violations. 

4. Compulsory chemical tests for 
drunk drivers. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





-GarWood FARM HOISTS 


Farmers comprise America’s second largest truck market 
—and this market is mushrooming as more and more alert 
farmers recognize the value of trucks in modern, mechanized 


farming. 


But, if a conventional truck is useful, the same truck 
becomes indispensable when it is converted to an all-purpose 
dump truck with a Gar Wood Farm Hoist. Unloading of fill dirt, 


fertilizer, grain crops and silage is 
hand labor . . . without touching a sh 


done in seconds without 
ovel! Farmers find dozens 


of new uses for trucks—and dozens of new reasons for buying 


trucks—when they're equipped with 


Plan now to get your share of 


Gar Wood Farm Hoists. 
this big market—and be 


sure the farm trucks you sell are equipped with Gar Wood 
Farm Hoists. You'll earn two profits instead of one from every 
truck sale. And earn extra profits, too, by installing Gar Wood 
Farm Hoists on farmers’ present trucks. Use the coupon below 


and get the full story TODAY! 


felted 


Name & Title__ 
Company 


WAYNE, MICHIGAN 


TRUCK EQUIPMENT: Dump Truck Bodies and Hoists, Winches and Cranes, Pole Derricks, Refuse Collection Bodies, Elevating End-Gates. 


36007 Main St. Wayne, Mich. 
Hoists to my farm truck customers. 








Address (or R.F.D.) . 
ei 


38121 


selling Gor Wood Farm 
ay 


-——S—See eee eee ee ee 






TZone____ Stote____ 





CONSTRUCTION EQUIPMENT: Excavators, Scrapers, Dozers, Ditchers, Spreaders, Finegraders, Truck-Mounted Road Graders. 











Inspecting New Marketing Brochure— 


Executives of Jann & Kelley, Inc.; Sales Management magazine, and the Greensboro 
News and Record inspect a new marketing brochure held by George Lemons, advertis- 
ing director of the newspaper, which published the 64-page booklet. It ranks the 
nation’s 225 metropolitan county areas according to 1952 sales in 13 major sales 
classifications. From left are Bob Hart and Dave Sampson, of Jann & Kelley's Detroit 
office; Merril Reed, vice-president of Sales Management, and Larry Sarra, national 
advertising manager of the News and Record. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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Affecting Factories and Dealers . . . 





Auto Advertising 


General Motors for the sixth con- 
secutive year has led the nation’s 
corporations in national newspaper 
advertising, according to an annual 
book published by the Bureau of 
Advertising of the American News- 
paper Publishers Assn. 

Entitled “Expenditures of Na- 
tional Advertisers in Newspapers: 
1952, the book lists the 100 lead- 
ers in national advertising along 
with the product and product- 
classification breakdown. 

Expenditures listed, however, in- 
clude only those for advertising 
known to have been placed and 
paid for wholly by the national ad- 
vertiser. Not included are millions 
of dollars invested by national ad- 
vertisers in cooperative advertising, 
which is paid for in part by retail- 
ers or distributors, or both, in addi- 
tion to the national advertiser's 
contribution. 

Also, since the figures are limited 
to advertising in towns of 10,000 
and over, the expenditures of ad- 

vertisers using substantial amounts 





Signal-Stat signaleering combines the best of 
materials, engineering, design, and construc- 
tion to create lamps that not only exceed the photometric require- 
ments of SAE but help keep the lamps that way. 


of newspaper space in smaller com- 
munities may be understated, the 
bureau said. 

Although GM expended $20,251,- 
551 for national newspaper ad- 
vertising in 1952, the firm actu- 
ally decreased its expenditures 
14.9 percent from 1951, when it 
spent $23,794,340, the bureau 
states, 

In fourth place was Chrysler 
Corp. with an expenditure of $11,- 
702,787—a decrease of 13.4 percent 
from 1951, when it spent $13,519,- 
000. Ford Motors Co., finishing in 
fifth place, showed a 1.2 percent 
jump in national advertising, with 
a $10,859,548 expenditure, as com- 
pared with $10,729,755 in 1951. 

Willys-Overland, which failed to 
finish in the first 100 in 1951, showed 
the biggest gain among auto build- 
ers when it climbed to 41st place 
in 1952. The corporation increased 
its national advertising 111.5 per- 
cent during the last year, with an 
expenditure of $1,562,201. 
Kaiser-Frazer Corp., which since 





It is signaleering that creates lamps with a beamed pattern of light 
. that creates lamps with visibility at 
maximum angles. It is signaleering that creates lamps that are sturdy 
and stand up in use. 


Signal-Stat Class A—Type 1 Signal Lamps are approved 


in all 48 states and the District of Columbia. 


SIGNAL-STAT CORPORATION, SIGNAL-STAT BUILDING, 523-539 KENT AVE., BROOKLYN 11, NEW YORK 





| has bought out Willys - Overland 
|and is now operating under Kaiser 
Motors, finished in 43rd place witl 
an expenditure of $1,499,204. This 
| however, was a 24.6 percent de 
crease from 1951, when the corpo 
ration spent $1,988,153. 


Packard showed the second 
largest jump in national adver- 
tising among the auto makers 

| during the past year with an ex- 
| penditure of $2,800,214. That was 
| a 15.5 percent increase over the 
| previous year when it expended 
$2,424,616, and gave it 15th place 
in the 1952 standings. 
| Nash-Kelvinator Corp. finished in 
|31st place with an expenditure of 
| $1,919,984, but only $1,509,010 was 
|} spent on Nash cars. This was a de- 
lcrease of 3.8 percent from 1951, 
| when it spent $1,995,095. Studebaker 
| finished in 32nd place with an ex- 
|penditure of $1,904,828, a decrease 
of 21.4 from 1951, when it spent 
| $2,423,476. 


* + * 


|Data on Retail Sales 


The Greensboro (N.C.) News and 
Record, in cooperation with Sales 
|Management magazine, has re- 
leased a 64-page booklet depicting 
|sales volume of automotive dealers 
and store sales in 225 metropolitan 
areas, and ranking them in de- 
scending dollar volume. 


In addition to the automotive 
sales figures, 12 other sales classi- 
fications for the same areas are 
listed. Seven of the classifications 
have not been published else- 
where, while the other six were 
published in Sales Management’s 
“1953 Annual Survey of Buying 
Power.” 

| Other sales and marketing in- 
|formation is also provided. The 
|225 areas are ranked by families 
}and population; and in alphabetical 
|order for 20 categories, 13 sales 
|classifications, summary of data, 
land sales in seven store groups. It 
also includes a summary of all data 
|by stores and sections, a North 
Carolina map, and North Carolina 
| county-city data. 

The brochure is available on re- 
quest from the Greenboro News 
|and Record, Greensboro, N. C. Jann 
& Kelley, Inc., is the newspaper’s 
national representative. 


* + ~ 


| Pathfinder Revises Rates 


| New rates, based on a guarantee 
{of 1,500,000 net paid circulation, 
| have been announced by Pathfinder 
| magazine. 
| The circulation figure represents 
|a 25 percent increase from the cur- 
|rent base of 1,200,000, but the new 
| black-and-white page rate of $4,650 
jis up only 16% percent from the 
current $4,000 rate, it was an- 
| nounced. This lowers the page-per- 
thousand cost from $3.33 to $3.10, 
Pathfinder said. 
Lesser increases are made in 
|rates for two-and-four-color pages. 
Black and one color page rates are 
up 14 percent, from $4,650 to $5,300; 
| four-color pages are up 10.6 percent, 
| from $5,875 to $6,500. 


* * * 


Chrysler TV Theatre 


Famous personalities will deliver 
|selling messages for Plymouth, 
Dodge, DeSoto and Chrysler on the 
|Chrysler Corp.-sponsored television 
dramatic series, “Medallion Thea- 
tre,” starting Saturday evening 
(July 11) on the Columbia Broad- 
casting System television network. 

On the initial program, selling 
messages for Plymouth cars will 
be handled by Dorothy Kilgallen, 
syndicated columnist and star of 
“What’s My Line?” and her hus- 
band, producer Dick Kollmar. 


The opening “Medallion Theatre” 
program stars Henry Fonda in 
“The Decision of Arrowsmith,” Bat- 
ten, Barton, Durstine & Osborn, 
|Ine., is the agency. 





* x * 


Telephone List Offered 


Branham Co., Detroit, national 
j advertising representative, has is- 
sued a revised telephone card for 
the convenience of business offices 

The card lists the addresses and 
phone numbers of advertising 
representatives, general agencies, 
newspapers, radio and television 
stations, ticket offices, hotels and 
clubs in the Detroit area. Free 
copies are available from Branham 
Co., 7-236 General Motors Bldg., 
Detroit. 
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In the Hopper 


Measures requiring semi - annual 
cor inspection in Illinois and 
pitting truck regulations under the 
jurisdiction of the State Commerce 
Commission have been passed by 
the Senate. 

Under the inspection bill, safety 
tests would cost motorists $1, paid 
to official checking stations which, 
in turn, would remit 10 cents to the 
State for each certificate issued. 
Cars failing the test would be| 
barred from the roads. 

The truck proposal provides for 
regulation of rates. The State 
Motor Carriers Division has no 
rate-making powers and acts chief- 
ly to enforce safety provisions. 

+ * * 





2 Automotive Measures 
Killed in Wisconsin 

The Wisconsin Legislature killed 
two automotive measures — 
recessing until November. 

Failing to pass were the proposed | 
$1 annual inspection of all vehicles | 
and a bill to increase the State) 
traffic patrol from 55 to 110 men. 

+ *« + | 


Nebraska Load Limits Hiked 


As Veto Is Overridden 


Nebraska’s Legislature has| 
passed, over Gov. Robert B. Cros- | 
by’s veto, a bill allowing trucks a| 
5 percent tolerance above the} 
State’s present axle load limits and | 
3 percent tolerance above the pre- | 
sent total permissible load of 64,650 | 
pounds. | 

Effect of the measure is to boost | 
the legal limit for a single axle} 
from 18,000 to 18,900 pounds and/| 
for tandem axles from 32,000 to 
33,600 pounds. 

* 


* * 


Michigan Used-Car Tax 
Is Signed Into Law 


Michigan’s used-car title trans- 
fer act, which is expected to in- 
crease State revenues by $4 
million annually, has been signed 
into law by Gov. G. Mennen Wil- 
liams. 

Under the law, a 3 percent tax 
is levied on auto titles when the 
transfer takes place. The tax is 
to be paid not only in purchases 
from dealers but in private trans- 
actions as well. 

Originally, the governor was 
opposed to a tax on “isolated 
sales,” while sponsors of the bill 
argued that these sales had 
spiraled into “a tax evasion 


racket.” 
~ +. * 


Illinois House Approves 
2 Pct. Use Tax on Cars 


A 2 percent use tax on cars 
bought in other states by Illinois 
residents has been approved by the 
House. 

Rep. Paul Powell said his meas- 
ure would produce $2 million a year 
for the State, protect Illinois auto 
dealers and tax Illinois residents 
trying to avoid the State sales tax. 

7 * * 


Delaware Legislature Okays 


Boost in Income Tax 


A bill increasing Delaware's state | 
income tax to raise an estimated 
$11,500,000 in additional annual | 
revenue has been passed by the| 
Legislature and sent for signature | 
to Gov. J. Cabel Boggs, who had | 
recommended it. 

Under the bill, the taxpayer mak- | 





Hot Prospect Praises 


Warm Reception 


INDIANAPOLIS. — When 
Charles G. Consodine, general 
manager of an Indianapolis 
sales and distribution firm, de- 
cided to buy two new cars for 
his salesmen, he contacted 10 
dealerships. 


Only one dealership, he said, 
followed up his inquiry, and in- 
stead of two stripped-down mod- 
els, Consodine was persuaded into 
buying three cars equipped with 
automatic transmissions, power 
steering and power brakes. 

The firm that sold him the 
cars, Consodine said in a letter 
to Packard President James J. 
Nance, was Packard Indianap- 
olis Co., Inc. Consodine added: 
“Your organization should feel 
proud of the selling that was 
done by H. O. McGee and W. A. 
Aitchison.” | 





jing $4,000 to $5,000 a year will pay 


about the same State income tax as 
he has been paying. The tax on net 
income will remain 1 percent up to 
$3,000. 

After that the rates change as 
follows: 2 percent between $3,000 
and $4,000; 3 percent between $4,- 
000 and $5,000; 4 percent between 
$6,000 and $8,000; 5 percent between 
$8,000 and $100,000, and 6 percent 
over $100,000. 


* * * 


Single Dealer License Plate 


|Approved by Ohio Senate 


A bill requiring only a single 
license plate for dealers has been 
passed by the Ohio Senate and 
has been sent to the governor for 
signature. 

The Ohio Automobile Dealers 
Assn, credits Rep. T. K. Owens, 
of Jackson, for passage of the 
bill. He was assisted by Senator 


Oakley C. Collins, of Ironton. 
* 


Ohio Denied Right to Lease 


| Subsur faces to Cities 


An Ohio bill, which provided that 


| Exeter, 





Ford Dealers Plug New England Abroad— 


The New England Journey program sponsored by Ford dealers in a six-state area 


got an international flavor recently in Manchester, 


N. H., when 13 girl scouts were 


given a sendoff by Robert F. Leonard, Boston district sales manager, on their good- 
will tour of Canada, France, Switzerland and England. They will carry special road 
maps of New England and invitations. Station wagons for the first leg of their journey 
to New York were provided by Clyde Garfield, Inc., Manchester, and Edgcomb Motors, 


N. H. 


the state could lease for a 50-year 
period the subsurface space of any 
public park or public grounds 


| under its control to any municipal- | 
\ity, was defeated in the House by 


a vote of 48 to 56. 


Nesen Adds Cadillac 
Fred H. Murray, general man-| 
ager of the Los Angeles branch of 
Cadillac, has announced the ap- 
pointment of R. D. Nesen as Cadil- 


According to the Ohio Automo-}lac dealer at Oxnard, Calif. Nesen | 


bile Dealers Assn., this bill could | 


have been the answer to parking | dealership 


has been head of the Oldsmobile | 
in Oxnard since 1948. | 


problems in some communities by |The dealership now is to be called | 


underground barking. © 
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Cleaner Air Oil-passing greatly reduced due to lack of 
high vacuum on suction stroke—again, the result of 
patented automatic inlet valves. Carbon formation prac- 


tically eliminated. 


Cooler Operation Cylinder head and block completely 
water-cooled. Valves are held open when compressor is 
idling to permit air at atmospheric pressure to pass in 


EXCLUSIVE 
PEE ss 


More Efficient Patented automatic in- 

let valves—built into cylinder head— 
permit full suction and compression 
stroke to be utilized. Less power re- 
quired per cubic foot of air. 


and out to cool compressor. 


Simpler Installation Governor connected directly to cyl- 
inder head, eliminating use of remote control, fittings, etc. 





GO 


MIDLAND 





'R. D. Nesen Oldsm D. Nesen Oldsmobile-Cadillac. 
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INa-Power Ad Cc urh 
Affirmed by FTC 


WASHINGTON. An initial de- 
cision by a Federal Trade Com- 
mission hearing examiner directing 
Radiator Specialty Co., Charlotte, 
|N. C., “to discontinue misrepresent- 
ing the effectiveness” of Nu-Power 
}or Nu-Power Upper Cylinder 
| Lubricant, gasoline additive, was 
made final last week and a report 
of compliance ordered, the FTC an- 
| nounced. 
| Among other things, the initial 
decision ordered the company and 
its officers, and I. D. Blumenthal 
and Herman Blumenthal as indi- 
viduals, to cease and desist from 
directly or indirectly representing: 


That use of the product will in- 
| crease the mileage obtained from 
| gasoline or oil. 

That the product will increase 
|engine power or improve engine 
| performance to any significant de- 
gree, or result in faster pickup, or 
| cause smoother idling. 

That its use will keep spark 
|plugs cleaner or will free sticky 
| valves. 








More than 100,000 persons read AUTO- 
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Those who know 
Power Brakes 


CHOOSE MIDLAND 


See your nearest Midland Distributor 


or write 


THE MIDLAND STEEL PRODUCTS CO. 


Export Department: 38 


3641 E. MILWAUKEE AVE. @ 


DETROIT 11, MICH. 
Pearl St., New York, N. Y. 


AND STOP 


SAFELY! 





$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—-dr. 


spt. cpe., $2,051; 
giide optional at $178.35 on Two-Ten and 
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New | Passenger Car Registrations, 32 States for May, 1953-1952 
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/ ‘52 Ni tt 54 1} 131 56) 55] 9| \ 24 3 22 554 ‘52 7 _ _ 
Maryland iil ee le ee) 5 4, 127 2; 315; |i } 10 1 5) 25) 20) 1, 1152)°53 Maryland 
‘sai | __ | 2} 100 1} 162! 70 8 4) | 2 28 22| 8 778 'S2___ _ ae 
Minnesota 53] | 692 8 8 193 | 897] 179, 388 | 10) 2, 7] eB 4/2220 '53 Minnesota 
‘52 - 406, 3) tis 324 2} +115) 9-274 9) \ 2} 42 3 31, 4133652 Le 
New Jersey 53)~Cé«*Ss 47| 754 10 15) 191 3) 678 | 188) 208) 21 7; 56 8, 36 1 2298 '53 New Jersey 
‘52 21) 28} 460,25 S| 176 2} 390 i] 158 150 43 2 4 49, 30 30 4] 1560)'520 
North Carolina a 886 | s 3) (165 622 210; 185) ; 3 l i 52 33). 31 2220 ‘53 North Carolina 
os ‘s2i 2} | BM 4 5) 174) 393 1} tet} 135 | 18 3 97, 28 30 2) (1717('52 ; = 
Ohio "53 10 2, (1140 14 15\ 339 6; 1072; || 264) 469 32 2 27 80 75 88 4, 3640 ‘53 Ohic 
'52 6 {| 718 | 7 8| 302 4) 488 1] 176) 234) | NB { 9 85 44 45} __—-7|_282/'52 - ie 
Oregon 53. 2) 371 10 | 135; 1 401 2, (165 199 5 28 2 26 3) 69 1429 ‘53 Oregon 
_ ‘52 2] 257\ 4 7 6 3) «197 HWS 173 . 42 ! 3} 29 17, 48 — 100552 - 
South Carolina ‘53 426! 90 292) 116 68 5 24 15) 5 ! 1042 ‘53 South Carolina 
52 412! I I I} 104) 4, _ 250 91, 227 8 a 2. 4! 17 9 4}_—=**72'S2 7 wie . 
South Dakota 53 181) 17 50! 134 ~46|—«148 1 WW I 17 1 607 ‘53° South Dakota 
Ms 52 192) 3 63| 129 36 137) | \ 16! 3 17 597/520 
Vermont ‘53 45 84 : 29 1 5! a 25| 42 1 7| 3 14 261 ‘53 Vermon* 
52 2; 6 i] 2 i 35 50 { 39) a 13 3} 35} 322|'52, ae 
Virginia 53 4 3! 688) 7 2; +174 508 | 185 166) 10 2 10; 65 27; «32 1883) ‘53 Virgina 
eee ‘52 i! | __—526! 2/ 7 219 340! 2; 134 159) 10 _i} 6 24 2 1519 52° : _ 
Washington 153 1 439) 4) 6) «160 374 2; 188) 214) ON i 5) 44) O14] 3 2; «1499 ‘53 Washingtor 
52 | 308 4 2| 157 207 | 134 166) 4, 12) 2 30 12 3) 2] O7O52 is 
Wisconsin 53 3 | 7 8) 8} 204) 4) 501 2; 158) 328 9 21 45) 34, 1; 2073/53 Wisconsir 
a 7 s2;. _ 528 ie 153 1] 323) 4; 142) 212, _ 6 2 26 (2; 33} 2} 452152, eee 
32 States Reported "53, s112|—s137| 16154) 1) 243) (149) 4265 42| 12761 13; 4338, 5522 17; 381 1 25,215! +1220; + 643; 1066 34; 47339 ‘53 32 States Reported 
To Date for May - 52-66) 104) :*12497)——16|__—194) ~—«129] atti! 42) 8603 23} 3427; 4552 25; 355, SS 17; 121, 1179) 493)_—918. 106) 36983) '52 7 __To Date for May 
Year "53. 663 = 817|129738| 20/1323; +867 36896, 375) 85689) 133| 34100, 40717, 278; 2632 61, 172) 1503) 10472| 4698) 7860 346) 359360 ‘53 Year 
To Date 52, 622| 655] 96409) 131] 1468) 1181) 34860) 327! 67715! 217) 28616) 33759, —275| 2736 83) 231, (1133) 10210) 4255! 6879992) 292754520 To Date 
The following advertised-delivered prices (Hy-Drive optional at $145.80 on ali 
include the — - — by e —)... . 
the factory, provision for Federal taxes, rr — Chieftain 6 Special — 4-dr 
and suggested delivery and handling i u r r & n t p r ‘ Cc e S Oo n N e W C at r S sed., $2,014.64; 2-dr. sed., $1,956.36 
charges. They do not cover transporta- Chieftain 6 Deluxe—4-dr. sed., $2,118.53 
tion costs, state and local taxes, op- 2-dr. sed., $2,060.28; conv., $2,444.21 
tional equipment or any other charges |50 (8-pass., $4,369); cl. cpe.. $3,155.50; | conv.. $2,229.92 stat. wag. $2.403.24; stat. wag., $2,825.50. (Mere-O-Matic op- | Chieftain 8 Special—4-dr. sed., $2,089.62: 
that may be passed on to the retail buyer. | Newport, $3,522; stat. wag., $3,932.75. New (Fordomatic optional at $184 on all mod- | tional at $189.81 on ail models.) 2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
Yorker Deluxe—4-dr. sed., $3,327.50; cl. | els.) MORRIS and MG—Morris Minor—4-dr. | 4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32 


ALLSTATE—Four—?2-dr. sed., $1,399. Six 


2-dr, sed., 
$2,175. 


$1,320; 
(Power- 


sed.. $1,874; 


conv., 


Bel Air models only.) 
OBR’ 


YSLER—Windsor—4-dr., sed., $2,- 


$3,184. - 


2-dr. 


sed., 
cpe., 


492.25 (8-pass., $3,433); el. cpe., $2,471.75; | $1,613.53; stat. wag., 
stat. Oe, $3,288.75 Windsor Deluxe—4-|line 8—4-dr. sed., 
dr, $2,721; Newport, $3,025.25; conv., | $1,809.45; cl. 

$5,200 75. New Yerker—4-dr. sed., 


Mainline 
sed., $1,641.59; bus. cpe., 
stat. wag., $2,018.90. Oustomline 
$1,782.69; 2-dr. 
$1,743.29. Mainline '8 — 4-dr. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe.. 
$2,095.07. Custom- 
$1,858.35; 2-dr. sed., 
wag., 


sed. 


cpe., $1,819.50; 
$2,266.76. Crestline 8—Victoria, $2,120.23; 


stat. 


$1,537.33; 
6—4-dr. 
$1,733.79; 


el. 


LINCOLN — 


$3,766; 


on, optional at $178.55 on other models.) 


— Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 


“‘hardtop”’ $3,869; conv., $4,030. 50. 


(Hydra-Matic standard on all models. ) 


250.60 ; 


$2.815. Monterey — 4-d 
hardtop, $2,451.50; conv., $2, 609. 50; 8-pass 


MERCURY — Custom — 4-dr. 
2-dr. sed., $2,193.50; 
r. sed.. 


sed., 


spt. cpe., 
$2,332.50 ; 





526; 


lim., $7,095. 
trician and formal sed., 


executive sed., 
(Ultramatic standard on Pa- 
optional at $199 


on other models. ) 
PLYMOUTH—Cambridge—4-dr. sed., $1,- 


765; cl. sed., $1,727.25; bus. cpe., 


$6,895; 


nn cpe., $3,298.50; Newport, $3,687.75; conv., FORD OF BRITAIN—Prefect 4-dr. sed., | sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
Recerca a et IS. (Sold omy bY Sears. | 53,980. Custom Imperiai—4-dr. sed., $4,- | $1,337.04; Anglia 2-dr. sed., $1,179.07; | 465. Morris Oxford—saloon, $2,150; stat. 

AUSTIN—A-30 sed., $1,495; A-40 Som- 259.50; lim., $4,797; Newport, $4,560.25. | Consul 4-dr. sed., $1.695; Consul conv., | wag., $2,385. MG/TD—standard conv., §2,- 
erset sed.. $1,795; stat. wag.. $1,895; | Crown Imperial — 8-pass. sed., $6,921.50; | $2,075 (power top, $150 extra); Zephyr | 115; Mark II conv., $2,360. (Delivered in 
conv., $1 945; ‘A-40 sports conv. $2,295: lim., $7,043.75. (Fluid - Matic optional at | Six 4-dr. sed., $1,890; Zephyr Six conv., | New York City.) 

Austin-Healey 100 sports conv... $2.985. $130.10 on Windsor, standard on other mod- | $2,425. (Delivered at New York port of NASH—Rambler Super—Suburban, §2,- 
(Delivered at U. S. ports.) : els. Fluid-Torque standard on Custom Im- | entry.) 002.60. Rambler Custom — Hardtop, $2,- 

BUICK —Special —4-dr. sed., $2,208.76; |Perial_ and Crown Imperial; optional at HENRY J—Corsair Four—2-dr. sed., $1,- | 125; conv., $2,150; stat. wag., $2,118.90. 
2-dr. sed.. $2,149.32; 4-dr. Deluxe sed.. $139.75 on other eight-cylinder models, at | 399. Corsair Deluxe Six—2-dr. sed., $1,- Statesman Super — 4-dr. sed., $2,178.35; 
$2,255.32; ' 2-dr. Deluxe sed. $2,196.88: $106.40 on Windsor Deluxe and at $236.50 | 561.18. 2-dr. sed., $2,143.55. Statesman Custom— 
Riviera cpe. $2,295.43; conv. $2,553.17. on Windsor.) HUDSON—Jet—4-dr. sed., $1,858. Super | 4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
Super — 4-dr. Riviera $2,696.17: Riviera DeSOTO — Powermaster 6 — 4-dr. sed., | Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., | hardtop, $2,433.20. Ambassador Super — 
epe., $2,610.56; conv. $3,001.59; stat. wag. $2,385.75 (8-pass., $3,281); cl. cpe., $2,364; | $2,310.87; 2-dr. sed., $2,264.12; cl. cpe., | 4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
$3,429.78. Readmaster—4-dr, Riviera, | SPortsman, $2,634.25; stat. wag., $3,107.75. | $2,310.87. Super Wasp — 4-dr. sed., $2,- | Ambassador Custom—4-dr. sed., $2,716.45; 
$3,254.36: Riviera cpe., $3,358.05 conv. Fire Dome V-8—4-dr. sed., $2,673 (8-pass. | 465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,-|2-dr. sed., $2,695; hardtop, $2,828.60. 
$3,505.56: stat. wag.. 34, 030.73; Skylark $3,558.75); cl. cpe., $2,651.50; Sportsman, | 465.84; Hollywood, $2,811.58; conv., §$3,- | (Hydra-Matic optional at $178.85 on States- 
sports car, $5,000. (Dynafiow standard on | $2:922.50; conv., $3,144.25; stat. wag., $3,- 047.50. Hornet—4-dr. sed., $2,768.86; cl. | man and Ambassador. ) 

Roadmaster models, optional at $192.50 on | 38!-_(Tip-Toe Shift optional at $130.10 on |cpe., $2,741.99; Hollywood. $3,095.15; conv., OLDSMOBILE — Deluxe 88 —4-dr. sed., 
all others.) all models. Tip-Toe Shift with Fluid Torque | $3,342.05. (Hydra-Matie optional on all | $2,327.09; 2-dr. sed., $2,261.62. Super 88 

OADILLAC — Series 62 —4-dr. sed., $3.- optional at $236.50 on V-8s only.) models at $178.03.) —4-dr. sed., $2,461.71; 2-dr. sed., $2,- 
666.26; cl. cpe., $3,571.33: Coupe devVille, DODGE—Meadowbrook 6—4-dr. sed., $2- JAGUAR—Mark VII—4-dr. sed., $4,170; | 395.25; hardtop, $2,673.39; conv., $2,852.59. 
$3,994.57; conv., $4,143.72. Series 60 Spe- 024.75; cl. cpe., $1,983; stat. wag., $2,201.- | Mark VII 4-dr. sed. with Borg-Warner | Classic 98—4-dr. sed., $2,785.82; hardtop 
cial—4-dr. sed., $4,304.88. Series 75—8- 25. Coronet 6—4-dr. sed., $2,136; cl. cpe., | automatic transmission, $4,450; XK-120 | $3,021.75; conv., $3,228.84; Fiesta sports 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- $2,109. Coronet V-8—4-dr. sed., $2,244.50; |cpe., $4,065; XK-120 cpe. with modified| car, $5,715. (Hydra-Matic standard on 
rado—conv., $7,750. (Hydra-Matie stand- | ¢!. cPe., $2,223; Diplomat, $2,385.50; conv., | equipment, $4,460; XK-120 conv., $4,039; | Fiesta, optional at $178.35 on all other 
ard on all models. ) $2,519; stat. wag., $2,527.50. (Fluid Cou- | XK-120 conv. with modified equipment, $4,- | models.) 

CHEVROLET — One-Fifty — 4-dr. sed.. pling optional at $20.40 on all six-cylinder | 434. (Delivered in New York City.) PACKARD—Clipper—4-dr. sed., $2,588; 
$1,670; 2-dr. sed., $1,613; cl. epe., $1,620; models except the Meadowbrook station KAISER — Carolina — 4-dr. sed., $2,-| club sed., $2,534; Deluxe 4-dr. sed., §2,- 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- | Wagon. Gyro-Matic optional at $130.10 on | 372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. | 735; Deluxe club sed., $2,681; Sportster 
010. Twe-Ten —4-dr. sed., $1,761; 2-dr, | 2!! models except the Meadowbrook station sed., $2,512.79; club sed., $2,459; 4-dr. | hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $1,707; cl. cpe., $1,726; spt. epe., | W2gon. Gyro-Torque optional at $233.50 on | Traveler, $2,618.55. Manhattan—4-dr. sed., | sed., $3,234; Mayfair hardtop, $3,268; 
$1,967; conv., $2,093; 6-pass. stat. wag.. | V-88 only.) $2,649.63; club sed., $2,596.76. Dragon—|conv., $3,476; Patrician 4-dr. sed., $3,735; 

FORD— 6—4-dr. sed., $1,690.47; | $3,923.91. (Hydra-Matic standard on Drag- | Caribbean conv., $5,200; formal sed., $6,- 


corporation 


$1,617.50; 


stat. wag., $2,064. Cranbrook—4-dr. sed., 
$1,872.50; 
$2,064; conv., $2,220; stat. wag., $2,207.25. 


cl, 


cpe., 


$1,842.50; Belvedere, 


conv., $2,517.66. Catalinas—Deluxe 6, $2, 
304.30; Custom 6, $2,370.43; Deluxe & 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on al! 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35.) 

ROOT iiilman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv. 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim.. 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim., 
$5,110. Sunbeam - Talbot — Sed., $2,699 
conv., $2,899; Sunbeam Alpine sports conv. 
$2,999. Rover—sed., $2,899. (Delivered at 
U. S. coastal ports.) 

STUDEBAKER — Champion Custom — 4 
dr. sed., $1,767.40; 2-dr. sed., $1,735.12 
Champion Deluxe — 4-dr. sed., $1,862.83. 
2-dr. sed., $1,830.58; 5-pass. cpe., $1, 
868.21. Champion Regal — 4-dr. sed., $1, 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe.. 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed. 
$2,088.90; 5-pass. cpe., $2,126.52. Com 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe., 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion, 
$243.08 on Commander.) 

WILLYS—Aero Lark—4-dr. sed., $1,732.- 
54; 2-dr. sed., $1,646.09. Aero Falcon— 
4-dr. sed., $1,861; 2-dr. sed., $1,796.26 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed.. 
$1,963.50. Aero Eagie—Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1,862.7¢ 
~~ drive, $2,304.55); ‘6-cyl. $1,- 
949.23. 
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150. '49 Custom (8) sedan, $425, $665*, 
175 417 SD (8) sedan, $285, $210 
H! DSON 52 Wasp sedan, $970. ‘51 PM 
edan, $880; Hornet sedan, $1,280 
KAISER—’'52 Vagabond, $1,165. '51 sedan, 


S05. ‘49 sedan, $400. 
LINCOLN —’52 Cosmopolitan club coupe 
2.505* 51 Cosmopolitan sedan, $1,400* 
MERCURY 53 sport coupe, $2,475* 50 
edan, $1,000 49 sedan, $605, $695 


sVtd. 

NASH 51 Rambler conv., $710. ’50 States- 
nan sedan, $605 

OLDSMOBILE—’'52 Deluxe (88) sedan, $1,- 
515*. °’51 (88) sedan, $1,270*, $1,535*; 
Holiday, $1,645*; (98) sedan, $1,415*. 
50 (88) sedan, $955*, $950*, $975°, 
$935*; (76) sedan, $990*. 

PACKARD—’51 (300) sedan, §$1,395*. 

PLYMOUTH—’'53 Cranbrook sedan, $1,610, 
$1,750. '52 Cranbrook sedan, $1,195, $1,- 
190, $1,140, $1,200, 2 at $1,180; subur- 
ban, $1,360. '51 sedan, $840, $1,080, $905. 

PONTIAC—’53 Catalina, $2,850*, '52 Cat- 
alina, $1,995*, $1,985*; Chieftain (8) se- 
dan, $1,700*. °49 SL (8) sedan, $835, 
$910°. 

STUDEBAKER ’53 Champion Starliner, 
$1,850. '52 Champion sedan, $1,150. ‘51 
Commander sedan, $1,005, $900. '50 Com- 
mander sedan, $705. 


FARGO, N. D. 


(Tri-State Auto Auction Co, Sale every 
Thursday. Prices are for sale of June 25.) 


(Clean cars brought top dollar. °53s 
slightly higher. Sold 51 cars out of 82 
offerings.) 

CHEVROLET—’53 (210) sedan, $1,850. '52 
SL Deluxe sedan, $1,290, $1,265, ’°51 SL 
Special sport coupe, $935; sedan, $1,045. 
"50 Bel Air, $1,015; SL Deluxe sedan, 
$845, $805; sport coupe, $890. ‘48 SM 
club coupe, $570, $430. °46 SM _ sedan, 
$315. '41 SD sedan, $235. 

DeSOTO—’41 Deluxe sedan, $140. 

DODGE—'49 Coronet sedan, $725. 

FORD—’53 Custom (8) sedan, $2,070, $2,- 
040. ’52 Custom (8) sedan, $1,465. ’'51 
Custom (8) sedan, $1,100, '49 Custom 
(8S) sedan, $700, $625; Deluxe (8) 
business coupe, $505; club coupe, $700. 
’48 SD (8) club coupe, $385; sedan, $430. 
’°47 SD (8) club coupe, $470. '46 SD (8) 
sedan, $290. 


HUDSON—’'49 Commodore (8) sedan, $375. | 


‘47 Super (6) sedan, $160. 


KAISER ’51 Henry J sedan, $515. '48 
sedan, $185. 
NASH ’51 Statesman sedan, $875. °47 


Ambassador club coupe, $335. 

OLDSMOBILE—'49 (8S) sedan, $905. °47 
(78) sedan, $345. 

PLYMOUTH — ‘51 Cranbrook sedan, $940. 
’50 Deluxe sedan, $785; Suburban, §$1,- 
050. °49 Suburban, $825. ‘47 SD sedan, 
$375. 

PONTIAC—’53 Catalina, $2,610*, $2,490*. 
’51 Chieftain (8) sedan, $1,200, $990. 
’50 Chieftain (8) sedan, $720. ‘49 SL 
(8) sedan, $500, $700. °47 SL (8) sedan, 
$445. 

STUDEBAKER "47 Commander sedan, 


$: 
WILLYS—'49 Jeepster, $365. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of June 24.) 

(Activity average. Car quality slightly 
down. Sold 50 cars out of 102 offerings.) 

BUICK—’51 RM 2-dr., $1,655*. °47 RM 
2-dr., $540. 

CADILLAC—'49 (62) 4-dr., $1,785*. 

CHEVROLET—’52 SL Deluxe 2-dr., §$1,- 
335*, $1,300. 50 FL Deluxe 4-dr., $800, 
$845; Bel Air, $1,005; SL Deluxe 2-dr., 
$670. °49 FL Deluxe 2-dr., $620. °48 
station wagon, $425. °47 FL areosedan, 
$310. 

CHRYSLER—’'53 NY 4-dr., $2,450*. '36 
4-dr., $180. 

DODGE—’53 Meadowbrook club coupe, $1,- 
625*. °51 Meadowbrook 4-dr., $960. ‘50 
Wayfarer 2-dr., $710. '48 Wayfarer 4-dr., 
$715. 

FORD—’'52 Custom (8) 4-dr., 2 at $1,505*; 
%-ton pickup $1,020; Deluxe (6) 2-dr., 

Deluxe (8) 2-dr., $795, $800. ’°49 Custom 

(8) 2-dr., $580. ’48 SD (8) 2-dr., $400. 

'47 SD (8) 2-dr., $310, $425. °46 Deluxe 


(8) 2-dr., $395. °40 Deluxe (8) 2-dr., | 


$355. '39 SD (8) 2-dr., $290. 

MERCURY—’52 Monterey, $1,720*. °46 4- 
dr., $420. 

NASH—’'46 4-dr., $200. 

OLDSMOBILE—’50 (88) 4-dr., $905. ‘42 
(88) 2-dr., $100. 

PACKARD—’50 (200) 4-dr., $695. ‘46 
4-dr., $255. '37 4-dr., $100. 

PLYMOUTH—’51 Cranbrook 4-dr., $900. 
’50 SD 4-dr., $600. '48 SD 2-dr., $375. 

PONTIAC—’53 Chieftain (8) 2-dr., $2,330*. 
’52 Chieftain (8) 4-dr., $1,905*. '48 SL 
(8) 2-dr., $725. 

STUDEBAKER—’51 Commander (8) 2-dr., 
$890. 

WILLYS—’48 Jeepster, $325. 


FLINT 


(Flint Auto Auction. Sale every Wed- 

nesday. Prices are for sale of June 24.) 

(Sold 76 percent of offerings.) 

BUICK—’51 Special 2-dr., $1,260*. ‘50 
Special 2-dr., $825; Super 4-dr., $840, 
$900. ’49 Super 4-dr., $530, $300. 

CADILLAC—’52 (62) 4-dr., $3,300*. ’50 
(60) 4-dr., $1,930*. 

CHEVROLET—’53 SL Deluxe 4-dr., $1,- 
800*; 52 SL Deluxe 4-dr., $1,260, $1,235; 
2-dr., $1,325*; °51 conv., $1,155; FL 
Deluxe 4-dr., $1,100, $1.060, $1,050; SL 
Deluxe club coupe, $1,065, $970. ’50 Bel 
Air, $1,050; SL Deluxe 4-dr., $880, $850, 
$790, $735; FL Deluxe 2-dr., $805, $715, 
$700. '49 SL Deluxe 2-dr., $655, $580. ’48 
SM club coupe, $210. 

DODGE-—’51 Coronet 4-dr., $985. '50 Way- 
farer 2-dr., $600. 

FORD—’53 Victoria, $2,110*. '52 Custom 
(6) 2-dr., $1,300. ’51 Victoria, $1,350*; 
Custom (8) 2-dr., $880, $760, $750; 4-dr., 
$1,055, $800. ’49 Custom (8) 2-dr., $700, 
$625, 2 at $565. '48 station wagon, $505. 
’46 SD (6) 2-dr., $300. 

KAISER—’51 4-dr., $740. 

MERCURY—’50 4-dr., $975. 

NASH—’52 Rambler station wagon, $1,- 
125. ‘51 Statesman 4-dr., $795; Ram- 
bler conv., $780. '50 Statesman 2-dr., 
$675, $595. 

(LDSMOBILE—’52 Super (88) 4-dr., $1,- 
900*; ‘51 (88) 4-dr., $1,430*; '50 (88) 


$900. '50 Custom (8) 2-dr., $1,020*, $875; | 








Used-Car Auction Prices 


(Continued from Page 15) 
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| SL Deluxe sedan, $1,000, $900; FL De- Super conv., $590. '48 RM 4-dr., $450. 
luxe sedan, $900, $890; %-ton panel, LA) °46 Super 2-dr., $300. 
| 








$325. CADILLAC "50 (60) 4-dr., $2,150*, ‘46 
(62) 4-dr., $470* 


CHRYSLER 51 Windsor sedan, $1,085°*, 
2 ae 50 er sedan $895. °'46 CHEVROLET. -'51 Bel Air, $1,145. °50 1 
club coupe, $3¢ | ton pickup, $400. '49 SL Deluxe 2-dr., 
; | $720. 








De TO 53 Fire Dome (8) club coupe, 
$: 5*. 49 Custom sedan, $735 DODGE—'50 Custom 4-dr., $725. '49 Cus- 
2-dr., $1,100*; 4-dr., $975*, $900, $805. | DODGE-—’'53 Coronet sedan, $2,025* "49 4 tom 4-dr., $550 


’48 (76) sedan, $505, $405 
LYMOUTH—'51 Cranbrook 4-dr., $895; 


sedan, $380. FORD—'53 Victoria, $2,150*. ‘51 %-ton 
FORD 53 Victoria, $2,250*, $2,230*; | pickup, $615. ’49 4-ton pickup, $475. ’48 





Concord wor ar., $770. ‘49 Deluxe club Ranch Wagon, $2,150*; conv., $1,900*. y SD club coupe, $435. °46 SD (8) 2-dr 
CoE) $620; ‘-dr eee 9 e ’52 Victoria, $1,860*; Custom (8) sedan, a $275. 7 
ONTIAC Steg rieftian (8) 2-dr., $1,400%, | 2 at $1.650*, $1,550; %-ton pickup, $800. MERCURY—’'49 club coupe, $525. ’47 2-d 
Sree eee ae vi Shan’ ey 1008. | °51 Custom (8) sedan, $1,090°, $1,075°; "$375, $570. Oe at 
coats "$605. (8) 4-dr., $7 wens, UP Stem (8) Poo ay oe: $800 aa OLDSMOBILE—'47 (76) club coupe, $280. 
| STUDEBAKER 50 Champion 2-dr.. $665, | Deluxe (sy. sedan, $150," $700.’ station PLYMOUTH ‘51 Cranbrook 4-dr.,. $530. 
$605, $585, $575; 4-dr., $650, $510 47 wagon, $630. '49 Custom (8) club coupe. ali ny Ons, Catalina, $1,365*. °50 Cat 
Champion 2-dr., $320. $570; sedan, $500. ‘48 Deluxe (8) sedan, MISCELLANEOUS 51 Mayflower (Eng 


$395. '47 SD (8) sedan, $400. '31 Model 


VALDOSTA A, $275. _ 


KAISER—’53 Henry J (6) sedan, $1,275. \ 


lish), $410. '51 Henry J (4) 2-dr., $400. 


FORT WAYNE 





(Tom Hewitt Auto Auction. Sale every C 
Friday. Prices are for sale of June 19.) HUDSON—’51 Commodore (8S) conv., §$1,- < “ CC (Carl Mark A A ucti 
(Prices of older models show a slight 150; Hornet sedan, $1,125*, $950. ’50 é sp whligge “er antigenic Np 
eae ae as guises. GO TEE Game ana PM sedan, $400. ‘49 PM club coupe, , . ; bay, Tuesday. Prices are for sale of June 23.) 
rea $425. ‘Stop struggling! You want to (Some prices higher, but not much 


213 offerings.) 
BUICK—’51 Super Riviera sedan, $1,300*. LINCOLN—’'53 Capri coupe, $3,570*. 


© 


Cc 


. eae . _ , 9” change, generally. Sold 112 cars out of 
be a live prospect, don’t you! 139 offerings.) 


BUICK—’'52 RM conv., $2,215*. ’51 Super 





‘50 Super sedan, $1,200*, $1,155*; Special | MERCURY—’'53 sedan, $2,200*. ‘52 sedan, 


sedan, $840. '48 Super conv., $500; sedan, $1,500*, $1,380. ‘49 conv., $690. 7 a Fone he FOG 
$325.47 sedan, $275. NASH—'52 Rambler station wagon, $1,110. | $1,270. '50 SL. (8) sedan, $920. "49 conv.,| Riviera Quin.’ $1200") 48 oper ecneet 
ADILLAC—'52 (62) sedan, $3,325", $3,-| ‘51 Ambassador sedan, $1,075; Rambler} $890, $800, '46 sedan, $235. 6. thea =< 
315*. °51 (62) sedan, $2,700*, $2,505*. station wagon, $925. _ STUDEBAKER ‘53 Commander clublg D 7 te i po eae ee 6 
’50 conv., $2,550"; (61) sedan, $1,975*. | OLDSMOBILE — ’52 (98) sedan, $2,250*,| coupe, $2,150*. °51 Commander club | CADELLAC — '50 (60) 4-dr., $2,285*. *49 
°49 (62) sedan, $1,525*, '48 (62) sedan, $1,950. °51 (98) Holiday, $1,965"; (88) coupe, $975. '50 Landcruiser sedan, $580. (61) 4-dr., $1,420*. '48 (62) 4-dr., $1,- 
$1,000*. '41 (61) sedan, $210. sedan, $1,600*, $1,420*, $1,270". ’50 (98) ata A araikis sith WAN tecscKaian BR 

HEVROLET—’'53 Handyman, $2,000; Bel| sedan, $1,110*; (88) sedan, $980*. MISCELLANEOUS—'52 MG Roadster, $1,- | CHEVROLET—'53 SL Deluxe 2-dr., $1,- 
Air sedan, $2,000*, $1,920*; (210) sedan, | PLYMOUTH—'53 Suburban, $1,920, $1,890;| °° 785*; conv., $2,120*. °52 FL Deluxe 2- 
$1,700; (150) sedan, $1,690. ’52 Bel Air, Cambridge sedan, $1,630. ’51 Cranbrook OCK. ARK oT ors * ae er'aaee “3 ah ak 
2 at $1,550*; SL Deluxe conv., $1,525*; | sedan, $1,000, $950, $850. '50 SD sedan, TTLE kK ; O69; Bel Air, , oe el Air 
sedan, $1,450*; club coupe, $1,400*; FL| $875, $820. ‘49 SD sedan, $550. '47 LITTLE R eae 5 2-dr., $1,200. '50 SL Deluxe conv., $835. 
Deluxe sedan, 2 at $1,350", $1,275, $1,- sedan, $300. (Arkansas Auto Auction, Sale every Tues- 49 FL Deluxe 2-dr., $775. ’'48 FL aero- 
225. '51 Bel Air, $1,170; conv., $1,125; | PONTIAC—’53 Catalina, $2,675*, $2,660*; | 4ay. Prices are for sale of June 23.) sedan, $600. '47 SM 4-dr., $320. 

SL Deluxe sedan, $1,100*, $1,085*, $1,-| Chieftain (S) sedan, $2,375*. ’52 conv., (Sold 27 cars out of 60 offerings.) CHRYSLER—'51 NY 4-dr., $1,400*; Wind- 
050*, $1,000; SL Special sedan, $925. ’50 $1,710*. ’51 Chieftain (8) sedan, $1,275, | BUICK "51 Special 4-dr., $1,060. ’49 (Continued on Page 42, Col. 1) 













PERFECTION 
HOISTS 


All parts of PERFECTION Hoists 
— pumps, power take-offs, and 
cylinders are engineered and 
guaranteed by PERFECTION. 
Each part is carefully inter- 
designed with all other parts, 
to produce units of excep- 
tional efficiency, power, and 
dependability. 




















Model 7780 Telescopic 


3-stage, telescopic, dual cylinder design pro- 
vides tremendous lifting capacity with least 
weight, simple construction, and smooth 
operation. Direct upward lift is applied at the 
center of the load. For mounting on trailers 
with bodies up to 30 cu. yard capacity. Extra 
heavy-duty service. 












Models 727 ¢ 827 « 1027 + 1034 Roll-A-Lift 


A constant-low-pressure-type hoist that de- 
velops tremendous lifting capacity in relation 
to its piston displacement. Engineered for 
those jobs that require a rugged and power- 
ful hoist. Four standard models cover body 
capacities from 6 to 20 cu. yards. Heavy-duty 
service. 












Models 615B 
715B « 720B 
Low- mount, double 
lift-arm hoists for 
mounting with me- 
dium and 
heavy - duty 
, platform 
and stake 
bodies. 
Three mod- 
els for bod 
ies from 9 
ft. to 16 ft. 
long. 





Models 725 « 820 « 825 


Compound-type, double lift-arm de- 
sign, for medium and heavy-duty 
service. Three standard models for 
body capacities of 6 and 7 cu. yards. 













Models 615 «715 ¢715L « 720 


Rugged double lift-arm hoists for light and 
medium-duty service. Four standard models 
cover body capacities from 
1% to 6 cw. yards. 





eh te 







TRUCK BODIES and STANDARD and SPECIAL UNITS 
HYDRAULIC HOISTS IN ALL SIZES — FOR ANY USE 


Engineered, Manufactured and Guaranteed by 


THE PERFECTION STEEL BODY CO. Dept. A-73, Galion, Ohio, U.S.A. = 
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sor 4-dr., $1,460*. '50 Royal 4-dr., $1,- | 
020°, | 
DeSOTO—’'53 Fire Dome (8) 2-dr., $2,300*. | 


"50 Custom 4-dr., $985 
DODGE—-’50 Meadowbrook 4-dr., $890 
4-dr., $675; Coronet 4-dr., $720 
FORD —’'53 Victoria, $2,195*. °52 Custom 
(8) 2-dr., $1,475*. "51 Custom (8) 4-dr., 
$1,100, $1,205; Custom (6) 2-dr., $935. 
"50 Custom (8) 4-dr., $935; Custom (6) 
2-dr., $735, $745*. '49 Custom (8) 2-dr., 


"49 


$595; conv., $645. ‘48 Deluxe (8) club 
coupe, $425. ‘47 club coupe, $295. 

LINCOLN —'48 4-dr., $475. 

MERCURY ’53 Monterey 2-dr., $2,600*, 
$2,300. '52 4-dr., $1,800. °51 2-dr., $1,- 
175. 

NASH-—'48 (600) club coupe, $220, $425°*. 
"47 (600) 4-dr., $190. 

OLDSMOBILE —’51 (98) 4-dr., $1,500", 


$1,645*. ’50 (76) sedanet, $905. '49 (88) 
conv., $975. '47 (76) 4-dr., $400. '46 (78) 


4-dr., $300. 
PACKARD—'51 4-dr., $1,140, 
PLYMOUTH —’'52 Cranbrook 4-dr., $1,150. 


’51 Concord 2-dr., $870; Cambridge club 
coupe, $925, $1,015. '50 SD conv., $860. 
'48 SD 4-dr., $375. '47 SD 4-dr., $375. 
PONTIAC—'51 SL (8) sedanet, $1,305*. 
"50 Catalina, $1,310*. '49 Chieftain (8) 
2-dr., $730. '47 SL (6) sedanet, $440. 
STUDEBAKER—’'51 Commander (8) 2-dr., 
$1,015; 4-dr., $910. '50 Landcruiser 4-dr., 
$845, $875. '49 Champion 4-dr., $625. '47 


ALBANY, N. Y. 


‘Tim Anspach's Auto Auction. Sale | 
every Monday. Prices are for sale of June | 
22.) 

(Ultra clean cars barely held ground 


last week, as average cars dropped $50 
and fixed-up body and fender jobs slid 
back $100 or more, Market lowest since 
the election, and buyers seemed indif- 
ferent except for cars for which they 
already had customers, Sold 136 cars out 


of 173 offerings.) 

BUICK—’53 RM sedan, $2,800*. °51 Super 
sedan, $1,490*; Super Riviera sedan, $1,- 
450°; RM sedan, $1,385*. '50 Super se- 
dan, $1,040*; RM sedan, $880; Special 
sedan, $990*, $900. '49 Super sedan, $840, 
$800*, $700; RM conv., $890*. '47 RM 
conv., $600. 

CADILLAC—'53 (62) sedan, $4,160*. °50 


(61) sedan, $1,860*. ’49 (61) sedan, $1,- 
400°, 

CHEVROLET —'53 Bel Air sedan, $2,080, 
$2,200"; (210) sedan, $2,100*. ‘52 SL 
Deluxe sedan, $1,250; SL Special business 


coupe, $1,025. °51 conv., $1,290*, $1,150, 
$1,085; SL Special sedan, $940, $935, 
$990; SL Deluxe sedan, $1,170*, $1,125, 
$1,050, $1,140, 2 at $1,120, $1,160"; FL 
Deluxe sedan, $1,025. 

CHRYSLER—’51 Windsor sedan, $1,280*; 
NY sedan, $1,110*. °49 Windsor club 
coupe, $740*. '47 NY sedan, $470. 

DeSOTO—’51 Custom sedan, $1,360*. '46 


Custom sedan, $240; Suburban, $280. 
DODGE 


*52 Coronet sedan, 





Commander 4-dr., $350. 


$1,450*. °51 





When the @uxtjaaip is 









PLUGGED PISTON RINGS 


STICKING HYDRAULIC VALVE LIFTERS 


SLUDGE AND VARNISH DEPOSITS 


SLUGGISH VALVE ACTION 





Sell the 





EMA ata 


£9, 
Na 


© REFINING CORP. 


+ 4. 8. a, 





No more guessing about how 
: to overcome those trouble- 
some sluggish-motor problems. 
Quaker State Special Deter- 
gent Additive lets you control 
the degree of detergency— 
gives you all the desired PLUs- 
qualities you need. Gives re- 
markable results when added 
to good quality motor oil. 


sell as it is easy to use! 


ATTENTION! DEALERS 
AND SERVICE MANAGERS 


Get in touch with your Quaker State 
distributor now. Get all the facts 
about this amazing product—and 
directions for its use! 





QUAKER STATE OIL REFINING CORP., 


You'll find it as profitable to |arise from a decrease in pro- 
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'50 Coronet club 


Foreign Markets 
For Cars, Trucks 


Coronet conv., $935. 
coupe, $870. '49 Wayfarer business coupe, 
$560; Custom club coupe, $820*. '46 De- 
luxe sedan, $355; 1-ton rack $100 


| foreign markets, as against 169,55& 
in the same period last year. 
The declining export market has 


| FORD—'52 Main (8) sedan, $1,395, $1,360; ‘ ‘ . 
Custom (8) sedan, $1,050*. '51 Deluxe hit trucks the hardest, this year’s 
(8) sedan, $935; club coupe $950; e ® shi 7 i 

| Custom (8) sedan, $960. ‘50° 1%-ton Continue Decline shipments totaling but 59,311, com- 
panel, $210; Crestline (8) sedan, $1,010* ; pared with 80,123 during the first 
"40 . . : 2 Sore € 2 a 5 rel 
oe — io Geis a) ene DETROIT.—Exports of cars and five months of 1952. 
$185. "47 ‘Deluxe (6) sedan, $290. 's6|/ trucks from U. S. plants continue| yi, year's car exports totaled 

| SD (8) club coupe, $300. to run sharply behind last year’s ‘ : ; 

eo aoe (6) sedan, $190, $310. | levels, according to figures released oe tas ae ane oa e — 
> § (6 seda $135 . Je ye le 

| LINCOLN 46 club ecupe. $150 last week by the Automobile Manu- | °V€T /@St year's total of 89,050. 

| MERCURY '53 sedan, $2,290*, $2,220*; | facturers Assn. . 5 
Monterey, 2,330°, 2,395* 19 sedan, | | ° ° 
$520, siis.” 92,598 Fee At the end of May, only 4.5 per- Book Discusses Parking 

NASH—Rambler country club, $1,690, ’51) cent of total U. S. car and truck! GHICAGO.—Leading types of ver- 
Station wagon, $920*. '49 (600) sedan, | output was being shipped t of |+; ‘ : Les 
$520*, $570°. "47 (600) sedan, $290 Pp ‘ § shipped out OF | tical garages for public parking are 

OLDSMOBILE — '50 (88) sedan, $1,010*, | the country, compared with 7.3 per-| gescribed in “Vertical Parking Ga- 

chia ue. —. on of a spony — total | rages,” a new book published by 
‘sen, ee Sp ene e same point in : Charles W. Lerch & A iates. A 
$630. arles ° re ssociates. 

PLYMOUTH—’53 Cranbrook sedan, $1,850.| During the first five months of|free copy may be obtained from 
52 Cranbrook sedan, $1,200. ’51 Cran-/this year, U. S. plants shipped a|Charles W. Lerch, 1172 Board of 
brook sedan, $1,080, $1,100; Belvedere, ] : 
$1,235, $1,050. '50 SD conv.. $900, '49| total of 153,402 cars and trucks to!Trade Bldg., Chicago 4, Il. 

P-19 sedan, $600; SD club coupe, $800. | - = oo ei sia eee 
'47 SD sedan, $375. 

PONTIAC—’53 ‘Catalina, $2,875*. $2,700*, 
$2,450*, $2,850*, $2,800*; Chieftain (8) | 
sedan, $2,175. '52 Catalina sedan, §$2,- | 
150*. °51 Chieftain (8) sedan, $1,440*; 


sedan, $1,450*, $1,460*. '50 Chieftain (6) 

sedan, $520, $890*. ‘49 SL (S) sedan, 

$950*, °46 SL (8) sedan, $360. 
STUDEBAKER—'53 Commander (8) Star- 


WANTED: 


AUTOMOTIVE BUSINESS MANAGER 


liner, $2,350*; conv., $2,311*. '50 Land- 
cruiser, $§705*. °49 Champion sedan, 
$400*; %-ton pickup, $310. ‘47 station | 


wagon, $310. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of June 24.) 
(Market continues steady to firmer. 
Clean, sharp cars in $300 to $800 class 
in sharp demand. Sold 83 cars out of 128 


| SRST ONE REMRETIAN SLR ISTO A SI 


—_ ee ee eee ee ee 


@ Man of exceptional ability and capacity who per- 
haps now is an assistant to a business manager of a 
national concern and who may feel it will be some 


offerings.) 5 
column, weee*. "ae Rat conv.” $700" “ Super | years before he can advance further. If you are such 
ee Glee, totam, GOK "at Wk eoev., a person, are seeking an opportunity to really 
ae ee ee demonstrate your creative, instructive and organiza- 
oe tional ability as a full-fledged business manager, and 
ee ee Oe feel you can contribute to Packard’s dynamic new 
sedan, $1,120*, $1,100*, $1,070, $1,000, 


program, then submit your full history and qualifications 


$970, $950, $940, $930; SL Special sedan, 
in writing. All replies strictly confidential. 


$905, $860, $850. "49 SL Deluxe sedan, 
$830; SL Special sedan, $660, $654. °47 
FL sedan, $410. 

CHRYSLER — '52 Windsor sedan, $1,750*. 
’51 Windsor sedan, $1,300*. 50 Windsor 


Address: Mr. William Beasley 


sedan, $990. '49 Windsor sedan, $890*, 
*, °46 sedan, $375. 
pesOTO—49 Custom. sedan, $960. PACKARD MOTOR CAR COMPANY 
DODGE ’51 Coronet sedan, $1,200*; 
Meadowbrook sedan, $1,140. '50 Coronet 1580 East Grand Boulevard 


sedan, $1,010; Meadowbrook sedan, $725. 
*49 Meadowbrook sedan, $880. 
FORD—’52 Victoria, $1,690*; Custom (8) 


Detroit 32, Michigan 





sedan, $1,600*. °51 Custom (8) conv., 
$1,350*. ’50 Custom (8) sedan, $1,020; 
Deluxe (6) sedan, $670. '49 Deluxe (8) 





sedan, $640, $360. 

KAISER—’48 sedan, $135. 

MERCURY — "49 sedan, $700. 
$480. 

NASH—’52 Rambler Country Club, $1,160. 
’51 Statesman sedan, $860. '50 Ambas- 
sador sedan, $675. 

OLDSMOBILE "50 
"49 (88) sedan, $750. 
$300. 

PACKARD—’52 sedan, $1,750*. '51 May- 
fair, $1,850*; sedan, $1,150. 

PLYMOUTH—’53 Cranbrook sedan, $1,860, 
$1,830; Cambridge sedan, $1,625. '52 
Cranbrook sedan, $1,190; Cambridge se- 
dan, $1,100, $1,090. ’51 Belvedere, $1,240. 
'48 Special Deluxe sedan, $525. '46 De- 
luxe sedan, $390. 





'47 sedan, 


$1,125*. 
sedan, 


(98) sedan, 
"47 (98) 


A PROFIT IN EVERY PARAGRAPH 


A Guide to Automobile Selling 
By John O. Munn 


- ¢ + 















PONTIAC—’52 Catalina, $2,125*. ’51 Chief- | 
tain (8) sedan, $1,410*. "50 SL (8) se-| : ; 
dan, $1,030*, $710, "49 SL (8) sedan, | Put this 64 page cloth bound book in the hands of 


$600; Chieftain (8) conv., $860. _ 
STUDEBAKER —’47 Champion sedan, $470; | 
Commander sedan, $400*. | 


your salesmen. Guide them in techniques that sell a 
fair used car allowance. Get more deals at a profit. 


Allocated Nickel 
To Reach ‘Open’ 
Mart If Unused 


WASHINGTON. — Under the In- 
ternational Materials Conference’s 
plan for third-quarter 1953 dis- | 
tribution of primary nickel and 
oxides, any nickel allocated to| 
countries but not used by them will 
become available for purchase by 
consumers in the U. S. and other 
countries. This is a continuation of | 
the plan started in the third 
quarter of 1952. 

Primary nickel allocated under 


Use methods proved successful during forty-four years 
of experience. 


Absolute satisfaction guaranteed. If you are not com- 
pletely satisfied, return the book within ten days after 
its arrival and your money will promptly be returned 
in full. 





John O. Munn 


Order Today 


THE JOHN O. MUNN COMPANY 


Toledo Trust Bidg., Toledo 4, Ohio 


$3.50 per copy 









the recommended plan for the 
period, just announced by the 
group, amounts to 36,315 metric 


Passenger car registrations in Oregon 

and southwestern Washington outnumber 
census dwellings . . . a market on wheels! 
And in this prime market The Oregonian 


tons, compared with 36,675 metric 
tons in the second quarter of the 
year. Of the third-period quota, the 
U. S. will receive 25,0781 metric 
tons. 


The decline in the total does not is your leading sales medium. 


Largest circulation in Portland and 


. 
‘in Oregon 
throughout the full Market. First, too, 


.-e MORE 
in automotive advertising. 
CARS -— |p ron aces nssmrs... 
largest newspaper. 
THAN 
HOUSES! 


duction, which is estimated at 124 
tons more for the third quarter 
than for the second, but from the 
fact that second period avail- 
abilities included greater “carry- 
overs” of production from previous 
quarters. 

Such carryovers represent the 
nickel which in previous periods 
was produced in excess of the 
estimates used in allocation plans. 


the Oregonian 


PORTLAND, ORIGON 
229,004 Daily 289,542 Sunday 


Represented Nationally by 
Moloney, Regan & Schmitt, Inc. 


Gar Wood Picks Dianem 


WAYNE, Mich.—Dianem Co., of 
Lodi, N. J., has been appointed a 
distributor for the Wayne division 








OIL CITY, PA, j|of Gar Wood Industries, Inc. 
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S tuation Critical, Western Dealers Say... 





- Used Cars Jam Canadian Lots 


| We have to accept a tradein on the 
|sale of every new car and then we 


By George A. Yackulic 
Staff Correspondent 

.ETHBRIDGE, Alta. Over- 
whelming numbers of used cars are | 
troubling most auto dealers across 
western Canada. 

Many dealers fear their entire 
operation may be in jeopardy be- 
cause of the unprecedented num- 
bers of used cars they have ac- 
cumulated as tradeins while sell- 
ing new models, 

Developing in this part of Canada 
for nearly two years, the situation 
now has reached a critical stage 

with dozens of dealers. They have 
been accepting a used car on the 
sale of practically every new model, 
but sales of the older units have 
come to a virtual standstill. 

The situation is regarded as a 
result of the prosperity western 


Canada has been enjoying for 
nearly 15 years with its agri- 
cultural, petroleum, natural gas, 


construction and forestry booms. 
Most families now own cars and 
have a model to trade in when buy- 
ing a later-model or new car. More 
and more buyers are turning their 
backs on used cars and demanding 
current models, especially since the 
Government eased credit regu-| 
lations, dealers say. 

“Until nearly two years ago the | 
number of used cars we sold 
regularly exceeded the number of | 
new units,” one dealer in this | 
southern Alberta city says. “We | 
had to advertise for used cars to | 


Used-Car Notes | 


ALBANY. —A pre-sentence in- 
vestigation has been ordered by a| 
federal judge in the case of an| 
Albany used-car dealer who} 
pleaded guilty to evading more} 
than $19,000 in income taxes for | 
1947. 


Judge James T. Foley deferred 
sentence on William P. Hourigan, | 
36, of 542 Warren St. Hourigan, 
who operated Bill’s Motor Sales, | 
725 Central Ave., admitted the 
government charge that in 1947 he 
had a net income of $42,972.16 on) 
which a tax of $19,718 was due. In 
his return, Hourigan listed income | 
of $4,999 and paid a tax of $673.29. 


* * ® 








Dealer-Operated Auction 


Opened in Salina, Kans. 

SALINA, Kans.— Approxi- 
mately 150 cars were put up for 
sale at the opening of the new 
Salina Auto Auction, Inc. Owned 
and operated by dealers in the 
area, the corporation gave away 
Stetson hats on opening day. 

* * * 

Coggin, of San Francisco 
Acquires Rice’s Business 
SAN FRANCISCO.—John E. Gog- 
gin, a former president of the San | 
Francisco Used Car Dealers assn., | 
has taken over the Rice Motors 
used-car business. | 

He has appointed Barney} 
Schweyer as used-car manager and | 
Ned Schwartz as wholesale depart- | 
ment manager. | 

x * * 


Osborne Accused of Forgery 


In Auto Loan Application 


ST. LOUIS. — Robert L. Osborne, 
local used-car dealer, has been 
charged with forgery in the ex- 
ecution of an application for an 
automobile loan. Osborne is alleged 
to have forged the name of Henry 
Piggs on an application for a $918 
loan from a local finance company. 

The finance company became sus- | 
Ppicious when payments stopped be- 
ing made on the loan. Investigating, 
the company says it found that 
Piggs once worked as a porter for 
Osborne, but had not bought any 
automobile and had not signed the 
loan application. 

” * + 


Traster Selling Out 


FORT WAYNE, Ind.—Richard J. | 
Traster has announced that Subur- 
ban Motors, 4101 New Haven Ave., 
is going out of business. The entire 
stock of used cars is being closed 





out at reduced prices, he said. 


be able to meet the demand and 
had to beg country dealers to 
let us sell their used cars for 
them. 

“Last year our used cars began 
to pile up on us, and this year we're 
becoming overwhelmed with them. 


GMC Putting Up 


New Denver Unit 


DENVER.—Work has started on 
a new $400,000 office building and 
warehouse at 4715 Colorado Blvd. 
here for GMC Truck and Coach, 


manager. 

The GMC retail store will be con- 
tinued at 620 W. 12 Ave., but all 
zone sales and service offices will 
be moved to the new location. The 
building also will serve as a whole- 
sale warehouse serving dealers in 
Colorado, Utah, Wyoming and 
parts of New Mexico, Nebraska, 
Montana and Idaho. 








BUY FROM THE LINE OF STRONGEST DESIGN 


Herulers. 


HOISTS AND DUMP 
/ BODIES FOR EVERY NEED 





HERCULES STEEL PRODUCTS CORPORATION 
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| tradeins and lose sales of new cars 
|or allow substantially less for 


can’t move the used cars. We're 
either going to have to stop taking 


tradeins and still lose sales until 
the problem is rectified.” 

The story one Alberta dealer tells 
is typical of many others. In the 
past he felt he should carry “be- 


|tween 60 and 70 used cars.” 


“But right now,” he says, “I’m 
over my head in them and could 


| lose the business I’ve spent 30 years 


in developing. We’ve got 225 used 


according to J. C. O'Connor, zone | C47S and no hope of selling them 


off this year if we don’t take an- 
other one in for the rest of 1953. | 
Last week we sold 12 new cars and | 
had to take in 11 tradeins to make 
the sales, and we were able to sell | 
only one used car. In the same} 
week last year we sold nine new} 
cars and 14 used cars.” 

Official statistics for Alberta | 
show that monthly sales of new 


hinge bolts. 


from tilting farther 
intended. 


1. Takes more overloading 


2. No cramping nor strain on 


3. Lift arm design keeps body 





Drivein Ticket Office— 


United Air Lines in Redwood City, Calif., 
has opened what is believed to be the 
first drivein ticket office in transportation 
history to accommodate travelers who re- 
side in the suburban area south of San 
Francisco. 


cars so far in 1953 have been 
running from 30 to 40 percent 
above 1952, with the demand for 
new cars continuing to expand. 
Alarmed over the mounting 
problem of disposing of used cars, 
some dealers have started adopting 


la policy of refusing to accept 


x 
a 


4. No hoist stresses except di- 
rect lift transmitted to 
truck frame. 


5. Uniform oil pressure. 


6. Maintenance 
are minimum. 


than requirements 


TRUCK DUMP 


ROCK BODIES 
AND HOISTS 









AND HOISTS 
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tradeins except on a consignment 
basis. 
One of these explained: “We just 
| cannot keep going on forever tak- 
ing in used cars which are not go- 
ing to be sold this year and we feel 
the time has come when we have 
to sacrifice the sale of some new 
cars to save our whole business.” 








| Battery Industry 


| Gains in Europe 
| 


ST. PAUL.— “Phenomenal” im- 
| provements have been made in the 
storage battery industry in Europe 
—especially in West Germany —- 
since 1950, John L. Rupp, vice- 
president of Gould - National Bat- 
teries, Inc., reported on his return 
from a tour of Western Europe. 


Many methods and machines in 


“| battery plants in Sweden, Belgium, 


Germany, Switzerland, France and 
England offer a distinct surprise to 
observers who consider the United 
States to lead in_ production 
methods, Rupp said. 

“Their batteries are good and 
they are cheap,” he said, adding 
that low wages accounted for the 
low prices. 
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CHOOSE HERCULES - whatever the type or capacity of the 


next dump truck hoist you buy, the name HERCULES is your strongest 
guarantee of top performance and long life. From coast to coast, Hercules 
Hydraulic Hoists are favorites because they have earned the reputation 
of having 9 lives. Owners are continually amazed at the ability of Hercules 
Hoists to withstand severe use and to outlast other makes without repair. 

One of the famous Hercules Hoists is the Model 100 for 8 to 11 ft. 
dump bodies. Here are nine reasons why the Model 100 has nine lives, 
and why you should make it your next choice in this work range: 


7. Every part can “take it''—= 


no Achilles’ Heel. 


8. Precision built of highest 


quality materials. 


9. Rigidly inspected at every 
step of production. 












PICK-UP DUMP 
CONVERSIONS 


BODIES 
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TRAILER DUMP BODIES 
AND HOISTS 


Hydraulic Tailgates, Agricultural 
Spreaders, Cement Spreaders, Con- 


crete Mixers, Coal Conveyors. 


GALION, OHIO r 
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| reasonably imposed on by a dealer. 








Ford Presents 5-Year Awards to Dealers— 


Several Wisconsin and Michigan dealers received five-year awards for efficient 
operation at a Ford Motor Co. 50th anniversary dinner. R. P. Wood (right), manager 
of the Rockford (IIl.) district sales office, presents certificates to Walter Soerent (second 
from right) and H. P. Swendson, both of Milwaukee. At left is R. H. Whitney, of 


Chicago, Lincoln- -Mercury assistant district sales manager. 





Wondering how used-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire nor every week throughout | the vent. 


NEW! 
Enamel 





Combinatio 





_|Failure to Register Car 





Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker the purchaser to mortgage or sell 


Attorney at Law 


7JERY often the higher court | amount due or the automobile. The} 
awards punitive damages to one|same relative law is applicable to 
| who is defrauded or otherwise un-| the purchaser of an auto. 


For illustration, in Pike v. Rhine, 
1/246 Pac. (2d) 963, 
| showed facts as follows: 

One Pike owned a Ford car 
with a clear title. One Rhine 
owned a Buick that was mort- 
gaged. The two persons traded 
automobiles, and Pike endorsed 


For example, in Ader Motor 
Co. v. Zimmer, 71 S. E. (2d) 270, 
it was shown that a dealer sold 
to one Zimmer a 1948 model auto- 
mobile which was in fact verbally 
represented by the dealer to be 
a 1949 model. The bill of sale also 
stated that it was a 1949 model. | his title certificate to Rhine. 

In subsequent litigation, although 


the actual difference in the tradein Rhine oor ae =a a > — 
value of the 1948 and 1949 models|™ortgage on the Buick and sen 


was only $200, the higher court|Pike a clear title. However, Rhine 
awarded Zimmer $1,000 damages, | failed to do so, and in fact secured 
saying that punitive damages were| another loan on the Buick. 
justifiable. | In subsequent litigation, the 
|higher court held that Pike could 
| not keep possession of the Buick 
AILURE of the seller of an auto) |because he had failed to lawfully 
to register its title may enable | procure a transfer by endorsement 


* * * 







RINSHED-MASON COMP AN us 
turers AUTOMOTIVE LACQUERS AND 


TAIN dita 
Pa UL Ay 








~@ New Fast Drying Combination 
requires NO EXTRA EQUIPMENT! 


>@ NO ANNOYING ORANGE PEEL! 
>@ MORE PAINT JOBS PER DAY! 


~@ ASK YOUR R-M JOBBER! 


5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 


1244 N. LEMON STREET, ANAHEIM, CALIFORNIA 
In Canada: Standard Paint & Varnish Co., Ltd., Windsor, Ont. 


Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 


it, and the seller cannot recover the | 


the testimony | 





|of Rhine’s certificate of ownershi; 
|and registration card. 
* *¢ * 


| Damage Verdict Stands 


— higher courts con 
sistently hold that a jury’s ver 
dict for damages for an injury wi 
be upheld unless it is grossly ex 
cessive or based on prejudice. 

For example, in Freight v. Prid 
71 S.E. (2d) 877, it was shown tha 
;}a man named Prid, a _ diabeti 
earned $350 per month. 

An automobile, through negli- 
gence of its driver, collided with 
an auto in which Prid was rid- 
ing and seriously injured him, He 
sued for damages, and the jury 
awarded $30,000. 

The counsel appealed to the 
higher court contending that the 
damage allowance is grossly ex- 
cessive as Prid was diseased before 
the accident. Nevertheless, the 
higher court approved the verdict, 
saying that $30,000 was not ex- 
cessive in consideration of the pain 
|suffered by Prid. 

* 
Proof of Negligence 

T IS true that an insurance com- 

pany can sue and recover from 
|a@ person, whose negligence caused 
a fire, all money the company paid 
to insured persons. However, there 
can be no recovery unless the in- 
surance company proves negligence 
on the part of the one being sued. 

For example, in Farmers Home 
Insurance Co. v. Grand Forks, 55 
N. W. (2d) 315, it was shown that 
an insurance company sued a 
garage owner for damages claim- 
| ing that the garage owner’s negli- 
gence in using an open pan of 
gasoline in which to clean auto 
parts was the proximate cause of 
a fire which destroyed an adjoin- 
ing piano factory which it had 
insured. 

As no definite proof was given 
|that the fire was caused by negli- 
|gent use of the open pan of gaso- 
|line, the higher court refused to 
hold the insurance company en- 
| titled to recover damages from the 
|garage owner. 
| * 


* * 


| Conn. High Court Clarifies 
‘Minimum Wage Statute 


| HARTFORD, Conn. —Connecti- 
| cut’s Supreme Court of Errors has 
ruled that the State minimum wage 
jact is not a wage and hour law, 
| but merely establishes base hourly 
| rate for certain occupations. 


| The court’s interpretation was 
|}handed down in a decision which 
held that Carlo Attruia of West 
|Haven, was not entitled to collect 
$4,200 in back pay from his 
brother, a Seymour grocery oper- 
ator. 


| Carlo worked for Aniello Attruia 
31 months at $50 for a 63-hour 
| week. After leaving his brother’s 
employment, Carlo claimed he had 
|been underpaid and sued for the 
$4,200 he felt was due . He lost his 
suit before Common Pleas Judge 
Vine R. Parmelee and then ap- 
pealed. In a unanimous opinion the 
|}high court affirmed the lower 
|court’s decision. 


N. J. Acts to Curb 


‘Sales to Minors 


TRENTON, N. J.—New Jersey 
State Motor Vehicle Director Wil- 
liam J. Dearden announced last 
week that he would send a bulletin 
to the 3,808 licensed automobile 
|dealers in the state seeking their 
cooperation in refusing to sell cars 
to youths under 17, the legal driv- 
ing age. 

The move resulted from a request 
by Essex County Juvenile Court 
Judge Lindeman for the enactment 
of legislation curtailing such sales 
as a highway safety measure. 

Judge Lindeman cited numerous 
cases before him in which boys 14 
to 16 years old have bought old 
cars and later become involved ir 
accidents, 

A 1952 New Jersey law stipulates 
that no person under the lega! 
driving age may obtain a moto 
vehicle registration, but places no 
restriction on the sale of vehicles 
to minors. 

Judge Lindeman expressed beliei 
that the law was not generall 
known, because some boys befor« 
him said they had not been askec 
their age when applying for regis. 
tration. Others said they falsifiec 
their age. 
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Output 


(Continued from Page 1) 


ani a victory for the union on 
straight wage and pension adjust- 
ments. On that basis, the settle- 
ment appeared to be a compromise 
of sorts. 

“We got a fair deal,” Jack Reed, 
Local 287 president, said. “We 
didn’t win 100 percent, but neither 
did they.” 

In wage modifications, 19 cents 
of the cost-of-living figure was 
attached to base rates, the escalator 
was geared to the new index, skilled 
workers got a 10-cent hourly boost 
and the annual improvement factor 
was hiked to five cents an hour, 
effective next Oct. 13. Maximum 
pensions were increased to $137.50 
monthly. 

The agreement was ratified June 
28, but maintenance workers had 
returned to the plants a day earlier. 
The first production workers re- | 
turned last Monday and Warner} 
resumed its full three-shift opera-| 
tion Tuesday. | 


od = * 

ILLYS, which halted all auto 

production May 20, got the} 
jump on other manufacturers by | 
resuming output last Wednesday. | 
This was made possible when | 
Willys sent its own trucks to)} 
Muncie to haul transmissions to its | 
Toledo plant. 

The settlement came too late, 
however, to prevent a two-week 
production suspension by Nash. 
Nash had continued to build cars 
at a reduced level during the 
tieup, using Hydra-Matic trans- 
missions, It said it would shut 
down its lines beginning today 
(July 6) until output could be 
resumed on a balanced basis. 
Studebaker, which had cut back 
from two shifts to one late in May, 
continued to produce cars with 
automatic transmissions. Truck 
production was virtually halted. 
St udebaker expects to resume 
normal operations July 8. Hamp- 
ered by the strike in its efforts to 
boost production, Studebaker said | 
some thought was being given to a 
six-day week. A shortage of labor) 
in the South Bend area, a spokes- 
man said, precluded adding a third 
shift. 

Kaiser, with other woes over- 
shadowing transmission shortages, 
is producing no cars. It had closed 
June 1-15 as a result of the Warner 
strike, then resumed output briefly | 
before shutting down to transfer 
its auto operations to Toledo. Thus, 
settlement at Muncie will have no| 
immediate effect on Kaiser. 

Other vehicle makers crippled by 
the strike will return to normal 
production as soon as they receive 
transmission shipments. 
7 * * 

ALKS in Detroit's five-week tool | 

and die strike continued last 
week in lengthy sessions. Federal 
mediators said positions of both 
parties remained “practically the 
same” as June 1, when the current 
dispute began. 

Tooling for new- model autos 
has been interrupted by the clos- 
ing of 76 shops affiliated with the 
Automotive Tool & Die Manufac- 
turers Assn. The union had 
charged a lockout; the shops 
argue the closing had been neces- 
sitated by hit-and-run strikes and 
slowdowns. 

Members of UAW Locals 155 and 
157 demanded a 15-cent hourly pay 
boost and fringe benefits estimated 
at 10 cents an hour. They rejected 
a 15-cent package offer. 

* x K 

TUDEBAKER last week joined | 

the ranks of auto makers reach- 
ing agreement with the UAW on 
modified wages and pensions. 

The Studebaker contracts, rati- 
fied by members of Local 5, pro- 
vide for changes similar to those 
at Warner, Studebaker’s improve- 
ment hike goes into effect Sept. 
1. Studebaker also granted a 20- | 
percent hourly boost to pattern | 
makers. 

Salaried employes will have their 
wages and pensions adjusted on the | 
same basis, Studebaker said. | 

In Albany, N. Y., truck mechanics 
who returned to work earlier at 
two truck outlets were on strike 
again last week. The resumed walk- 
out resulted from a misunderstand- | 
ing over a settlement reached on) 
fringe issues, according to Stephen | 
C. Davis, state mediator. The men | 





A. Warner Gear Strike Ends... 





Obstacles Cleared 


had returned to work after accept-, defeated Arthur Valenti for the 
ing a 20-cent hourly increase in an | presidency. 

agreement reached between the Valenti had challenged validity 
firms and the AFL Machinists.|of the first election. He was de- 
Workers in a third firm, who had 
also been on strike, remained on 
the job in the new dispute. 

* * * 


HE National Labor Relations 


office. 

Three other members of the 
Clark slate ousted Valenti men 
from posts won in the earlier elec- 

Board reported last week that | tion. Clark forces also captured the 
the Machinists had withdrawn peti- | executive board. 
tions for certification of represen- * * #8 
tatives at four dealerships in Mal- " . 
vern, Ark. Involved were Finley | Hart ester to Test 
Chevrolet Co., H & C Motors, Holi-| Minn. Voting Law 
man & Creason Motors and Ramsey ST. PAUL. — International Har- 
Motor Co., Inc. The NLRB said it| yester Co. says it will appeal to the 
was closing the cases. Minnesota Supreme Court a St. 

In an NLRB election at Down-; Paul Municipal Court ruling that 
town Chevrolet Co., Minneapolis, the company violated Minnesota 
new and used-car salesmen reject-|law requiring employers to pay 
ed the AFL Retail Clerks as their | workers for time off taken to vote, 
bargaining agent by a vote of 13! Municipal Judge James C. Otis 
to 1. ;on May 1 found the company 


* * * 


guilty in withholding pay of 14 em- 
N A RERUN of a contested elec-| ployes who had taken off two hours 
tion of Lincoln - Mercury Local)|to vote last Nov. 4. The violation 
900 in Detroit, Harry Clark again) is a misdemeanor punishable by a 








"We always recommend the Darubu kit, because it's the best 
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$100 fine. Company lawyers argued 
that the firm had signed a union 
contract permitting time off “with- 
out pay.” 

The Supreme Court will be asked 


to rule on the constitutionality of 


the law. 


Bond Drive 


feated by Clark after five terms in| 130,000 More Savers Sought 


In Auto Industry 


DETROIT.—A new drive to boost 
the sale of U. S. Saving Bonds 
among auto workers to an annual 
total of $65 million has been 
mapped in a meeting of Treasury 
officials with representatives of 
General Motors, Ford, Chrysler, 
Nash, Willys, Kaiser and Stude- 
baker. 

George W. Mason, president of 
Nash, was named leader of the 
campaign. 

The goal is to enlist 130,000 bond 
buyers in addition to the 275,000 
employes already enrolled in pay- 
roll savings. 


Pioneer Gets Pontiac 
Pioneer Equipment Co., Inc., 321 


| N. Cedar, Abilene, Kans., is the new 


Pontiac dealer for that area. 





looking...because it is much easier to install... 
because it requires no after-service." 


Clarence Dixon, Cadillac Hollywood 


SELL A DARUBU KIT AND YOU SELL SATISFACTION! 





Check these extra deluxe features: 


@ Stainless steel pads extend into 
bumper and fender for added sleekness 


@ Detailed chrome bumper cap gives the 
installation a complete, custom finish 


@ Added touch: plated tire 
ring: $20.00 extra 


Suggested FOB 
Los Angeles list, $210.00 


Shipping weight, 
only 100 Ibs. 


Also available for immediate delivery 
for Buick, Lincoln and Mercury. 


Darubu, Ltd, 


Trouble-free installation, thanks to perfect design and engineering by 
Coachenaft, Ltd., one of the world’s finest custom body shops. Installed in 
half the time required by most kits, the Darubu ‘Californian’ adds 
a custom flavor your Cadillac customers will appreciate. 


Immediate Shipment from Los Angeles or Chicago Warehouse 








“MORE PROF 


” Darub 


—says Cadillac dealer 
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STOC-TIK-1T 


(Patent Pending) 


Double 
forced metal 
eyelets — Hang 
keys from either 
end — Complete 
information. 


rein- 


TAGS & RINGS 


PRICED AT 

1000... $17.00 
500... 8.75 
250... 4.50 


Enclose Check with 
Order. 


Shipments Prepaid. 


Free Used Car Systems 
& Aids Catalogue. 


BARRY AUTOMOTIVE CO. 
(SYSTEMS DIVISION) 
Sta. “A”, Box 1037, Cleveland 2, Ohio 
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9015 SANTA MONICA BOULEVARD 
HOLLYWOOD 46, CALIFORNIA 
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Ask Congress for 10-Year 


Makers 


(Continued from Page 1) 
money they pay for higher costs of 
transportation and the higher costs 
of operating their own cars in con- 


gested traffic, and most important | 


of all, with in- 
juries and loss of 
life,” Cope said. 
“It costs us 
far more today 
to tolerate un- 
safe and inade- 
quate highways 
than it would 
cost to finance 
a road system 
which would 
eliminate the 
economic losses 





James Cope 
and accident penalties resulting 


from lack of needed road im- 
provements,” Cope said. 

He declared that where the 
nation now spends about $5.5 billion 
yearly on road work, highway of- 
ficials estimate $7 billion are 
needed annually to meet current 
needs. He stressed the urgency of 
stepping up Federal, State and 
local road programs as quickly as 
possible, and cited forcasts that 
traffic volume will double in the 
next 17 years. 

* * * 
OPE said the Federal road 
program should put the greatest 
emphasis on the 40,500-mile inter- 
state highway system. 


In order to permit states to plan | 


and carry out the more costly links 
of this system, he urged Congress 
to authorize matching of State 
funds on a 10-year basis. Normally, 
Federal road funds are authorized 
only for two years at a time. 

Of the estimated $3 billion 


penalty being paid by America’s 








Under the Patronage of 


38th 
NTERNATIONAL 





EARLS COURT 
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Program... 
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Present Road Plan 


! 


motorists because of inadequate 
roads, more than $2 billion is ac- 
counted for by the deficiencies of 
the interstate system alone, Cope 
said, 

In comparison, he declared, 
modernization of the _ interstate 
|system could be financed by State 
| road bonds involving a yearly inter- 
lest and debt retirement charge of 
| $1 billion. 
| * * * 

“WE ARE not suggesting that 

the states should finance their 
share of the interstate program en- 
tirely by issuing bonds to match 








Cancer Fight Cited— 


Jim Moran (left), owner of Courtesy 
Motor Sales (Hudson), Chicago, receives a 
plaque from the Illinois division of the 
American Cancer Society for his ‘Chicago 
Fights Cancer" telethon May 24, which 
netted more than $32,000. Over the past 
| four years, Moran has raised more than 
| $108,000 through his telethons. The pre- 
| sentation was made by Tom H. Hilden- 
brand, state campaign chairman. 











Her Majesty The Queen 
Lia aD | 


MOTOR 
EXHIBITION 





The World’s Greatest 


MOTOR SHOW 


in 


LONDON 


Visitors to England can be 
to this popular international 


certain of a warm welcome 


event, which is being staged 


on a more magnificent scale than ever before. The 


immense Earls Court exhibition centre will house everv 


aspect of motoring, including cars, boats, caravans and 


trailers, presented by the world’s leading manufacturers. 


Free admission and other special facilities 

are available to Overseas Visitors. Please 

write for details to the Exhibition Manager 
at the address below. 


EARLS COURT OCT. 21-31 


THE SOCIETY OF MOTOR MANUFACTURERS 


& TRADERS 


148 PICCADILLY, LONDON, W.I., ENGLAND 





the Federal share of the cost,” he| j 
added. “But if appreciable progress | 


is to be made by the states on in- 
terstate projects in the years ahead, 
there is no practical alternative, in 
a great many jurisdictions, to the 
| substantial use of general highway 
| bonds.” 
At current State tax rates, he 
said, motorist taxes earned by 
| travel on the interstate system 
would be ample to meet the full 
cost of such State road bonds. 


The auto 
present Federal automotive excise 
‘axes, now totaling over $2 billion 
yearly, 
hat they are discriminatory. But, 
he said, the industry would not ob- 
‘ect to automotive products being 
‘axed equitably under a general 
xxcise tax on all manufactured 


%roducts if Congress felt it es- 
3ential. 
* * * 
OMMENTING on toll roads, 


Cope said that they can be 
‘uilt only where a large volume of 
long-trip traffic will 
yay. He said the toll-road trend 
offers no important solution to 
-ural highway problems and no so- 
‘ution at all to the critical urban 
‘raffic muddle. 

Cope declared that the Federal 
road fund normally makes up 
about 12 cents of the nation’s 
road dollar but has been lagging 
in recent years. He stressed that 
Federal road funds should be 
limited to meeting the traditional 
Federal responsibility for helping 
the states build those roads that 
are vital to national defense, 
mail delivery and interstate com- 
merce. 


Some 10 million Americans now 


are employed in highway trans- | 
portation activities, Cope said, and | 


road modernization is vital to the 
entire economy. Road deficiencies 
are so tremendous, he said, that 
the nation should put the highway | 
construction program on a con-| 
tinuing high level for at least the | 
next 15 years. 


industry opposes the | 


Cope said, on the ground Citing outstanding design and distinctive styling, the Fashion Academy has awarded 


make them | jor’s Safety Program is being) repaired as soon as possible. 








Fashion Award for Studebaker— 


its 1953 gold medal to Studebaker. Paul R. Davis, general sales manager, receives the 
award from Mrs. Emil Alvin Hartman, president of the academy. 


INDIANAPOLIS.— The _ Gover- 


pushed during July under sponsor- 
ship of the Automobile Dealers 
Assn, of Indiana, the County 
Sheriffs Assn. and the Chiefs of 
Police Assn. 

The drive will be voluntary on 
the part of motorists, according to 
Herman Schaefer, executive secre- 
| tary of the dealer group. 

Police in cities and towns have 
set up voluntary lanes where auto- 
motive and police authorities can 
check safety factors of cars. In 
|}event the car passes the test, the 
| driver receives a sticker to place on 
the windshield. Owners of cars that 








Corvette 
(Continued from Page 1) 
Powerglide _ transmission is 
standard equipment. | 
“We expect to complete our), 
original schedule of 300 Corvettes | 
in this model year, and _ start 


getting 1,000 plastic bodies a month | 
for the 1954 production of the Cor- 
vette,” Keating said. 

~ * * 


“MPHIS occasion is historic in the | 

industry,” he said. “The Cor- | 
vette has been brought into pro- 
duction on schedule in less than 12 | 
months from designer’s dream to| 
tested reality. 


“The engineers want to keep on 
testing these first cars for a few 
thousand more miles, but it may 
be most important to Chevrolet’s 
future plans to learn the amazing 
flexibility that is demonstrated 
here in working out new design 
ideas in plastics.” 


The Corvette assembly line has 
been set up in a separate building 
at the Flint assembly plant. 


It is a miniature assembly line, 
only six chassis long, but with 
every place on the line filled with 
component parts needed to keep 
assembly rolling. However, the line 
is big enough for the initial rate 
of production which Chevrolet has | 
established for pioneering in plastic 
bodies, Keating said. | 

* - z | 

HE Corvette’s 50-a-month 

schedule compares with more 

than 7,700 cars a day which Chev- 

rolet builds in steel in its 27 manu- 

facturing and assembly plants in 20 
cities in 10 states. 


The Corvette is 33 inches high 
and is powered with a stepped-up 
Chevrolet Blue Flame engine. 

The production Corvette, like the 
show cars which have been on tour, 
has room for two persons; is 
painted white, with a red cockpit, 
and has other trim in red and 





chrome. White-sidewall tires are 
standard. 
It is 70 inches wide, and 167 


inches long on a 102-inch wheel- 
base. Its curb weight is approxi- 
mately 2,900 pounds. 


Indiana Dealers Backing 
Voluntary Safety Tests 


| fail to pass are asked to have them 


Among the items being checked 
are front and rear lights, horn, rear 
view mirror, brakes and windshield 


wipers. 
Paul A. Kuhn, president of the 
dealer association, stated that 


members are mailing information 
; concerning the drive to individual 
customers. 


Mack Buys Deal 


Highland Olds, Inc., Cleveland, 
has been purchased by Cy Mack, 
former assistant zone manager at 
| Cleveland. The firm’s new name is 
Cy Mack Oldsmobile, Inc. 








SELL CRAFTSMAN SIDE BOXES 
WITH EVERY PICKUP YOU DELIVER! 





SELL CRAFTSMAN SERVICE BODIES 





TO ALL SERVICE TRADES! 


There's no quicker way to pick 


up “Add-On” Sales than to sell 


CRAFTSMAN Side Boxes and Utility Service Bodies to Plumbers, Elec- 
tricians, Builders, Radio & Television Servicemen, Sign Painters, Con- 


tractors, etc. 


SEVERAL DESIRABLE TERRITORIES STILL OPEN FOR 
FRANCHISING TO QUALIFIED DISTRIBUTORS. 


STAHL METAL PRODUCTS, 3490 W. 140th ST., CLEVELAND 11, 0. 
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Chrysler, Plymouth Sweep Belgian Course— 


The Francorchamps race in Belgium is famous for its rugged course. Despite hills 
such as this, the Chrysler New Yorker driven by Paul Frere won in its class with an | 
average speed of 89.43 miles per hour and fuel economy of 20.08 miles per gallon. | 
A Plymouth stock car won in its class with an average speed of 81.25 miles and a 








gas consumption of 25.32 miles per gallon. 
* * * + + * 

champs race are decided on the 
basis of fuel economy and speed. 
The race is unique in that the driv- 
ers compete to see which one can 
cover the greatest distance over the 
course in two hours of driving. 

The winning Plymouth was a 
stock car four-door sedan, with 100- 
horsepower motor, driven by Andre 
Pilette. It was equipped with over- 


Belgian Races 
Won by Chrysler 
And Plymouth 


DETROIT.—Chrysler and Plym- 
out automobiles won outstanding 
victories in their classes in both 
speed and fuel economy in the 1953 
Francorchamps stock car race Over | drive transmission. 
the difficult Belgian course, it was} The Plymouth won the fuel econ- 





HARRISBURG, Pa. The 
Pennsylvania Automotive Assn. 
warned its members in a bulletin 
last week that one of their prime 
objectives should be to insist on 
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‘Crazy Credit’ Blasted 


Increased Care Needed on Installment Buying, 
Pennsylvania Dealers Are Told 


sound credit terms and to use in-| 


| fluence to discourage the extension 


of “crazy credit.” 
Increased judgement and care is 
needed, PAA said, as the pull gets 
harder and the need for credit 





omy test in its class with an aver- 
age of 25.32 miles per gallon (Amer- 
ican measure) of fuel. The car also 
won the speed test in its class by 
averaging 81.25 miles per hour dur- 
ing the two-hour contest, Thomas 
said. 


Plymouth cars also won second, | 


third and fourth in their class in 
the fuel economy ccntecst, with a 
Ford six-cylinder car with over- 
drive winning fifth. 

The Chrysler and Plymouth cars 
were entered by Ets. Beherman- 
Demoen, the Antwerp dealer rep- 
resenting Chrysler Export. 


| 


| 









sales becomes greater. Properly 
managed credit, PAA told its 
members, is like a horse: It will 
do a vast amount of good work 
and take the dealer where he 
wants to go, but if abused and 
mishandled, it will break down 
when the going gets tough and 


bring heavy loss or disaster. 


Most pressure on sensible credit 
policies, PAA _ said, is created 
primarily by misguided, panicky ef- 
forts to sell used cars. This, it said, 
is not only a disservice to the 
customer but is bad business for 
the dealer and is harmful to the 
national economy. 

Soundly based credit, the 
sociation said, brings these 
vantages to the dealer: 

1. Car stays sold. 

2. Customer relations are pro- 
tected. 

3. Dealer’s full profit is assured. 

4. Chances of selling customer 
another car are enhanced. 


as- 
ad- 





| 
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facturer and his product is safe- 
guarded, 

When dealers have oversold 
credit and loaded large numbers 
of buyers with cars they cannot 
carry, PAA said, the following 
happens: 

1. Repossessions flood the used- 
car market. 

2. Public confidence is shaken. 
3. Dealers become frightened. 

4. Risky business practices crop 
up as dealers try to stay afloat. 
5. Distress sales and bankrupt- 
cies begin to blight “auto row.” 

In granting credit on a sound 
basis, dealers were told, the 
customer’s character, capacity and 
capital are of prime importance. A 
major factor is the amount of down 
payment. Statistics show, PAA said, 
that the greater a customer’s equity 
in his purchase, the less chance 
there is of his failing to meet 
payments. PAA recommended a 
down payment of at least one-third 
of the sales price with the re- 
mainder spread over 24 months or 
less. 


Manawa Motor Sold 
Manawa Motor Sales (Ford), 


5. Reputation of the dealership is! Manawa, Wis., has been sold by 


kept secure. 





Thomas, president of the export di- 
vision of Chrysler Corp. 

The winning Chrysler New York- 
er sedan with power steering, driven 
by Paul Frere, Belgian journalist 
and race car driver, attained a| 
speed of 126.1 miles per hour at one 
point on the course laid out over a 
circuit of 8.82 miles with many | 
loops and bends through the Ar- | 
dennes mountains. 

A standard stock car Chrysler, | - 
with 180 horsepower V-8 motor, | 
won the fuel economy contest in its | 
class with an average of 20.08 miles | 
per gallon (American measure) of 
fuel, Thomas said. It averaged 89.43 | 
miles per hour to also win the speed 
contest in its class, and it ran the | 
fastest lap over the hilly course 
with an average of 91.55 miles per 
hour. A Lincoln finished second. 

Winners in the annual Francor- 


announced last week by C. : : cla 


Munn 


(Continued from Page 3) 


tion. Dealers have lots of allies. 
Legislators are one of them. Deal- 
ers are numerous. Factories are | 
few. Legislative force might be 
brought into action even without) 
encouragement or support of auto- | 
mobile dealers. 


Small businessmen are the 
backbone of our economy. Forty- 
four thousand automobile dealers 
and their opportunities for suc- 
cess are of considerable national 
interest. Legislators are aware of | 
dealers’ contribution. Should deal- 
ers suffer, Congress will pass 
legislation so that the nation’s 
economy can be kept in balance. 

This column has proposed, for 
many years, a performance contract 
which would be fair and mutual, 
protect both manufacturer and 
dealer, and set conditions whereby 
industry could advance and pros- 
per—a contract that is automati- 
cally adjusted each year on the 
basis of the current potentialities 
in each territory. 

I agree with the many dealers 
who claim that the most direct way 
to a better contract is an educa- 
tional campaign to dealers. Let all 
dealers, who now urge a change, 
see and sell their brother dealers 
on the need for one, Then there 
should be a campaign to get deal- 
ers together on the terms of the 
contract. The old truism holds 
good—united we progress; divided 
we fail. | 


DuPont 


(Continued from Page 2) 


peak production on 





veloped a permanent type anti- 
freeze, which was added to the 
GM line. 

In looking back over the suit, a 
Chicago newspaperman figured that 
the trial lasted 91 days interrupted 
by several recesses. The transcript 
has reached 7,000 pages. About two 
million words have been recorded 
in the trial. There have been more 
than 2,000 documentary exhibits and 
{9 witnesses. 

Nearly 50 defense attorneys have 
igured in the case at one time or 
another. The Government’s legal 
staff was about half a dozen at- 
torneys. 






Here at last is an accounting machine so swift, so 
efficient, so simple to operate, that it brings bigger savings 
to every job—does all jobs with unerring accuracy! 


CHANGE JOBS INSTANTLY .. 

selector knob. Any four different accounting oper- 
ations controlled by one sensing panel. Any number 
of panels can be used, so there's no limit to the 
number of jobs a Sensimatic will do. 


Cute Uo /wilute 
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oe 
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and complete keyboard control, 


every accounting job. 


Get the facts today about Sensimatic’s astonishing 
| record of low-cost, high-speed operation! Call 
the Burroughs office nearest you. It’s listed in the 
yellow pages of your telephone book. Burroughs 
Corporation, Detroit 32, Michigan. 


. at a turn of the job 





The Sensimatic’s amazing effort-free speed comes from its 

exclusive sensing panel or “mechanical brain” that automatically 
directs it through every accounting operation. Its superior 

design makes the operator’s work easy. There is less 
to do—less to learn. Automatic controls, continuous visibility 
of work in progress, 
reduce operations and chance of error—provide 


Ray Heiman to Robert Dryden, of 


6. Reputation of the manu- Black Creek. 


IT DOES THESE JOBS 
—AND MORE! 


Accounts Receivable Ledgers 
and Statements « New-Car Deposits 
Monthly Financial Statement 
General Ledger « Payroll 
Accounts Payable « Age Analysis 
Revenue Distribution 





Now there are five ! 


Sensimatic 500 with 19 totals 


Sensimatic 400 with 9 totals 


Sensimatic 300 with 11 totals 


Sensimatic 200 with 5 totals 


Sensimatic 100 with 2 totals 







WHEREVER THERE'S BUSINESS THERE'S 
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Finance Business 


Soars in Canada 


OTTAWA. Canadian 
companies are continuing to in- 
crease their volume of business in 
the second quarter of 1953 
similar purchases of retail install- 
ment contracts in the correspond- 


finance 
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Coast Plant Now Making 

| Radiator Service Items 

| HAWTHORNE, Calif. — Warner- 
| Patterson Co., Chicago, has estab- 
|lished a new plant here to manu- 
facture its line of Warner radiator 


over |service products. 


The plant now is making Warner 
liquid solder, radiator cleaner, serv- 


ing period of last year. 
Despite official warnings 


lice cleaner and cooling-system pro- 
that | tector. It also will serve as a ware- 


| 
- | 


y 


Works, 


companies go easy on expansion of | housing point providing one or two- | ¢4.4 


all west 


to J. 


truck deliveries to 
cities, according 
Warner - Patterson 


such business, there apparently has | day 
been no slowdown in purchases of | coast 
contracts, particularly where motor | Cattell, 
vehicle sales are concerned. dent. 








ASK THIS IMPORTANT QUESTION 
BAKING EQUIPMENT 


BEFORE BUYING 
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OR DOES IT USE 
OLD-FASHIONED 


BULBS THAT 
BURN OUT? 







imfra-ned 
PORTABLE BAKING PANE 


[= 





Fancy reflectors cannot 
hide the fact that infra- 
red bulbs burn out... 
are too fragile for the rough 
and tumble life of equipment in an auto paint 
and body shop. Ask the men who discovered they 
were buying a barrel full of replacement bulbs 
each year . . . and then junked costly equipment 
to buy Dry Quick Paint Baking Panels. 

Dry Quick Infra-red Baking Equipment has no 
bulbs, but has lava-coated ceramic type infra-red 
generators that last for many years, that generate 
infra-red rays more efficiently than any other 
known type of generator. 

You get an even field of baking energy with Dry 
Quick ceramic type generators. No hot spots; no 
cold areas. These pan- 
els bake a little spot 
job or a complete car 
or truck quickly and 
efficiently. 


See what a Dry Quick Infra-red Panel will do in your shop, 
with your working condiitons, your finishes, your personnel 
... and see how little it costs to get into the “factory finish” 
painting business and 
on the way to greater 
profits. 


YT ols 
alesse) 14 meee 


eRe ated 


in your shop 










 Anadhiilaeathed Se 
3 


On West Coast: Dry Quick Sales Co., 4710 Crenshaw Blvd., Los Angeles 


H. | 
presi- | 





| ing 


Road or No Road, They Got Through— 


John Zaleski (left) and Henry Ilias (center), Venezuelan travelers, recently arrived 








in Detroit after a 10-month trip through swamps, beaches and jungles in a Chevrolet 


station wagon. With them is W. G. Power, 
who checked the car found no serious defects, despite the rough treatment it had | 


been receiving. 
‘ tk » 


Motoring 80,000 Miles 
Across 2 Continents | 


DETROIT.—Two Venezuelan}! 
guests of Chevrolet last week told 
newspapermen of an_ 80,000-mile | 
trip in a Chevrolet from Caracas | 
to a point 180 miles north of Fair- | 
banks, Alaska, and back. | 

The two free Poles, Henry Ilias, | 
32, and John Zaleski, 31, fought | 


Chevrolet advertising manager. Mechanics 


* ! * 


Shortly after the end of the 
war they emigrated to Venezuela. | 


The first 52,000 miles of the 80,- | 
000-mile trip went according to 
plan, with a minimum of service | 
work being done on their 1951} 
Chevrolet station wagon. Besides 
the use of 13 tires, about “the only 


with the British Army during | service done on the car was the 
World War II. ae |adding of gas and changing of oil,” 
es |Ilias said. 

— Mechanics at Jerry McCarthy | 
Congress Urged Chevrolet Co., Detroit, failed to 


To Back Federal 


Roads Program 


WASHINGTON. A Federal) 
roads program designed to ac- 


| with it, according to W. J. Bundy, 
|owner. | 


find anything seriously the matter | 


At one place the men traveled | 
across a beach with the two left) 
wheels in water and the right} 
wheels on wet sand. They had to 


celerate state construction . 

cg : 5 satay Make the 180 miles in less than 
programs and stimulate greater sy. hours or risk being trapped in 
uniformity in state regulation of 


vehicle sizes and weights has been 
recommended to Congress. 
Testifying before the House sub- | 
committee on roads, John B. Hulse, 
managing director of the Truck- 
Trailer Manufacturers Assn., out- 
lined the expansion of the trans- 
portation industry in the past 50 
years and called upon the Federal 
zovernment to help states develop 
highways to meet this expansion. 
Highway needs were spelled out 
with reference to the ever-increas- 
use of truck-trailers. The 
necessity for regulating this truck- 
trailer movement was acknowl- 
edged by Hulse, but he said state 
legislation was lagging so far be- 


|}hind recent advances in highway 


transportation methods as to 
hinder the development of the kind 
of vehicles that can best serve the 


|national economy. 


| crazy 


Calling for a rational view of the 
size and weight problem, Hulse | 
urged that roads and bridges be 
built or strengthened “to permit 
the economical transportation of | 
commodities in interstate com-| 
merce without the hampering 
quilt of patchwork legis- 
lation.” A report of the Highway 








| Research Board tended to show, he 
| said, that “up to a point the greater 
the gross weight of the vehicle the 


greater the economy in the ton 


mile cost of transportation.” Hulse | 


|the tide on the left and a lagoon} 


on the right. 
Marty WHITMYER 


GM’s Engineers 
Turn Authors in 


‘New Magazine 


DETROIT. Publication of a 
technical magazine to present 
General Motors developments to 
educators, advanced college engi- 
neering students and GM engineers 
was announced last week by Paul 
Garret, GM public relations vice- | 
president. 

The General Motors Engineering 
Journal will appear bi-monthly 
during the school year and once 
during the summer. The first issue 
for June-July was released last 
week. 

It was pointed out that the maga- 
zine will give more up-to-date in- 
formation than textbooks because 
of the frequency of publication. It 
will cover GM's research, pro- 
duction and product engineering 
developments. 

Articles in the magazine mainly 
will be written by corporation engi- 
neers. C. A. Chayne, engineering 
vice-president, said that since GM 





has 15,000 product engineers plus |’ 


other thousands of manufacturing 





Lathe Films Available 
Details on sound and color films 
for training lathe operators aré 
available from South Bend Lathe 


425 E. Madison St., South 
Bend 22, Ind. 


Korean Conflict began, JUNE 25, 1950 
U.S. CASUALTIES 135,362 


Help put a permanent end to this unneces- 
sary maiming and killing of our youth. 


Let's strive for Prosperity Thru Peace. 


Write the President, and your Congressman, 
Now! 


JOIN WITH US IN A “CRUSADE FOR PEACE”. 


17 W. 60th STREET 
KWIK -EZEE Ine. NEW YORK 23.N Y 


ry 


11 Popular Colors | 


Use this economical, 
fast way to touch up 


hard-to-get-at, unslightly spots. With no mess 
or fuss that ‘‘new"’ look is sprayed on in just 
a few seconds. Attractive 12 can display rack 


holds a variety of popular colors. 


Available in 12 Oz. cans. 
& and 


ZACO CHROME SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 
ae Gi ober s AMhE 
ZACO LABS (Division of Zip Abrasive) 
1360 West 9th St. * Cleveland 13, Ohio 


POSITIVE REAR DOOR 


Ey N Janae tS 


$1.57 ° 
Per PAIR 


HANDLE 
INSTALL SAFETY 


100% EFFECTIVE—Cannot Fail 
The perfect door lock for all Plym- 
outh, Dodge, DeSoto and Chrysler 
cars — All General Motors cars and 
Ford and Mercury. 

Quickly Installed or Removed. Re- 
places Inside Door Handle Rear 
Doors are Always Locked From In- 
side, but can be opened from out- 
side as usual. No Mechanical 
Changes To Make. Handle can be 
replaced if desired. No Delicate 
Parts to Break and Cause Failure. 
Mounted on Attractive Display Card. 

IMMEDIATE DELIVERY 

If your jobber cannot furnish order 
direct. Write today for free cataing 
of over 200 HOUSER service items 


Greater Profits 
With 


MILITARY 
CIVILIAN 








'foresaw vehicles weighing up to 
|80,000 pounds on five axles com- 
|prising a _ significant portion of 
total traffic volume in the near 
{future. Current tests and study, he 
| added, may prove that the optimum 
| point in the overall economy is 
‘even higher. 

| Hulse expanded on his recom- 
,mendations for a Federal roads 
program by stating the position of 
|the association on several current 
|issues. Federal automotive excise 
{taxes should be repealed, he said, 
|but this in no way should affect 
|continued Federal aids to high- Be: 
| ways. , li I - . . 

| Hulse said his organization is Canadian Inventories Dip 
jopposed to toll roads and believes} OTTAWA. Inventory of Can- 
the Bureau of Public Roads should | adian auto manufacturers dropped 
be continued in order to give/|slightly in April to 203.4, compared 


|'engineers, the magazine will never 
| lack for topnotch technical articles. 
All material used will be designed 
ito assist college instructors to 
supplement their classroom pre- 
sentations with the latest technical 
| developments. 
| Circulation of the free 
cation will total approximately 25,- 
000 copies. 

Arvid F. Jouppi, former technical 
| journal editor for Sperry Gyroscope 


| porter, is editor. 
Tom Hewitt 


publi- 


| Co. and an ex-Associated Press re- | 


| 


leadership to the states in pro- 
viding highways for _ interstate 
traffic. 


to 203.6 in March, with the base 
of 100 being 1947, the Canadian 


Government has reported. 


High Quality 
JEEP PARTS 


Write today for 
NEW Catalog 


REPUBLIC SALES 
COMPANY 
1809-11 S. State Street 
Chicago 16, Illinois 
WHOLESALE ONLY 





BUILD SERVICE PROFITS 
with personalized 
name plates 
DETAILS ON REQUEST 






1281 SO. CHEROKEE 
DENVER, COLORADO 
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of new brake linings, four new 
wheels and a master cylinder. He 
wished to convince the buyer of 
his original sincerity and suc- 
ceeded to the utmost when the 
car was re-delivered without fur- 
ther charges, 

One of the first people to hear 
about this transaction was a close 
friend of the buyer, who happened 
to be the guest on my left at the 
advertisers’ luncheon. Although my 
informer had not confided the fact, 
he was in the market for a new 
car, and he has been connected for 
many years with one of the largest | 
billboard concerns in the west. His | 
company had never done business | 
with the dealership and neither had 
he, but the outcome of the story as 
told by an enthusiastic owner re- 
sulted in the delivery of one more! 
new car within a week and the | 
very probable repetition with other | 
members of the firm-——abundant in- | 
dication that right dealer tactics | 


74 Scholarships 
Won by Children 
Of Ford Aides 


DEARBORN.—Seventy-four teen- 
agers last week received certificates | 
for four-year college scholarships 
from William C. Ford, vice-presi- 
dent of Ford Motor Co. 


The awards were presented at a 
banquet. Winners were selected by 
a board of college officials who re- 
viewed applicants’ academic stand- 
ing, results of a written exami-| 
nation, extra-curricular activities 
and personal recommendations of 
teachers and employers. The com- | 
petition is limited to sons and 
daughters of Ford employes in the | 
United States. 


The scholarships, awarded by the 
Ford Motor Co. Fund, will cover 
tuition, academic fees and a major 
portion of living expenses at col- 
leges chosen by the winners. The) 
fund also makes an additional $500 
annual grant to privately endowed 
schools if they are chosen by the 
winners, 

Forty-six winners were from 
Michigan, six from New York, four 
from Illinois, three from New 
Jersey, two each from Minnesota 
and Missouri and one each from 
Arkansas, California, Florida, Ken- 
tucky, Massachusetts, North Caro- 
lina, Ohio, Pennsylvania, Tennes- 
see, Texas and Virginia. 

Judging of Ford’s Industrial Arts 
Awards program also took place 
last week. The 6,000 entries were 
screened by 30 educators and pro- 
fessional men from 23 states. The 
program is designed to develop 
craftsmanship among youth by en- 
couraging good workmanship in in- 





dustrial arts and vocational edu- 
cation classes in the nation’s 
schools. 


Names of the winners are to be 
announced this week. Prizes total 
$45,000 and there are 710 individual 
cash awards ranging from $20 to! 
$100. 


| manager, 
|qualified for that place, and any 
/real dealer would be the luckiest 


‘double bed when 


pay dividends. These are the funda- | 
mental principles which have made | 
the automobile business great. 

I am happy to conclude this ef- 
fort with the announcement that 
the sales manager of the automo-| 
bile dealership described herewith 
was among the first to telephone 
me upon receipt of your March 16 
issue, to ask if I was the same 
Smith.—Howarp B. Smirn, 3116 
Lake Hollywood Drive, Los An- 
geles 28. 

* * * 
Why? 

I have just read an advertise-| 
ment in the Atlanta Journal under | 
“Situations Wanted,” reading thus: | 
“Top automotive sales-manager- 
experience in promotion, advertis- 
ing, closing, appraising — with 
proven record, 20 years with same 
company.” Box, so and so. 

What is the significance of this? 


Here is a top man, a man I know 
personally that can show a sales 


;record better than any individual 
| salesman 


in this country. He is 
making a change for personal rea- 
sons and is seeking a place as sales 
because he is so well 


dealer in his state to secure the 
services of this man. 


This man, I know for a positive 
fact, earned enough to retire on 
before he was 40 years old, as a 
retail salesman; yet a man of this | 
calibre is not in demand. The 
successful man is not wanted in 
automotive setups, because of the 
natural jealousy imbedded there. 


I dare say if this super sales- 
man’s ad had read thus: “Never- 
do-well, manager wants to shift 
again; have been broke ten times 
and loaded every dealer I have been 
with, with high-priced used cars to 
get the override and/or bonus. I 
can't make the grade, but I can! 
antagonize salesmen into loafing 
half the time.” 


If this had been his ad, he would | 


| have been swamped; he would have | 


in demand than the 
it was first in-| 
vented, and more popular. That’s | 
the kind in demand, plus the well 
known “Yes Man,” the drawing- 


account hunter, that holds his job 


been more 


| by his “nose.” 


If automobile dealers did em- 
ploy such men as this man, who 
no one wants because he has been 
very successful, there would not 
be as many fatalities in the auto- 
mobile business as it is and al- 
ways has been and always will be 
(more than in all other  busi- 
nesses). Why? 

If the factories would see to it 
that dealers employed such men, it 
would save them many millions in 
advertising, giving out prizes, put- 
ting on contests, etc., to try to get 
business that such mis-mated sales 
heads pass up and let ride by. Such 
is most discouraging to would-be 
master salesmen and men of loyalty 
and who have the company’s inter- 
est at heart and strive for top 


| volume always. This jealousy is the 


Lowell Heads U P 


Rochester Sales 


ROCHESTER, N. Y. -Promotion | 
of F. D. Lowell to sales manager | 
of Rochester Products, division of | 
General Motors, | 
was announced | 
last week by}! 
Howard W.! 
Brandt, general | 
manager. 

Lowell will su- 
pervise sales and 
servicing of Ro- 
chester carbure- 
tors, fuel pumps, 
cigar lighters, 
keys and_ locks, 
and GM steel 





F. D. Lowell 
tubing. 
Lowell joined Rochester Products 


in 1945 and entered the division’s 
special college training program. 
After gaining experience in engi- 
neering, manufacturing and ad- 
ministration, he organized the di- 
vision’s service department. In 
1951 he was made service manager, 
in which capacity he served until 
his present promotion. 


cause of the shortage of real sales- 
men today. I think because this 


|/man can show a proven record is 


why no answer.—Roy Brooks, | 
Packard Salesman, 3428 Wheat St., | 
Columbia, S. C. 


* * * 


Excellent 


I have just finished reading John 
O. Munn’s “Letter to Salesmen” in 
the June 22 issue of AUTOMOTIVE 
News, and I think it is wonderful. | 
If you ever put these in book form, | 
I would like to receive a couple | 
dozen of them as soon as they are| 
off the press. | 


This is just another one of the} 
very excellent things you are doing | 
for our industry, and I think you 
deserve a lot of credit—H. H. Mur- 
RAY, president, Murray Oldsmobile 
Co., Cleveland. 


* * * 


Fish Carburetor 
I would appreciate any news| 
you may have on the Fish car-| 
buretor.—R. C. Alamshah, 8434 
Drexel, Chicago. 

Epitor’s Note: Haven’t heard of | 
it for some time. Does a reader 
know? | 








Detroit's Top Apprentice Mechanic— 


A. Althouse, director of vocational training for the Detroit Board of Education, | 
presents a cup to Alan Thebert, 17-year-old senior from Cass Technical High School | that car produc- 


and first-place winner in 


Dealers’ automotive service competition. 


| secretary to the dealers; Rol Anfin, Detroit district manager for the Ford division; 
| Althouse; Thebert; Lewis F. Brown, Ford dealer, and Nelson Mulligan, L-M dealer.| units, the second 
This year's program brought the dealers the services of 47 skilled apprentice mechanics. | largest first - half 


* * 


Service 


47 Apprentices in Shops 


DETROIT.—Metropolitan Detroit 
Ford and Lincoln-Mercury dealers 
last week began to reap the service 
of 47 skilled apprentice mechanics, 
all products of the dealers’ third 
annual Automotive Service Compe- 
tition program. 

At a luncheon to launch their 
automotive careers, all the boys 
were offered jobs at a starting 

rate of $1.50 an hour in the Ford 
or Lincoln-Mercury dealership 
nearest their homes. 

The boys, ranging in age from 
16 to 19, were told that they will 
ultimately be able to earn as much 

as $300 to $400 a week, after serv- 
ing a six-month apprenticeship. 

The luncheon climaxed a week- 
long series of tests to find the top 
seven boys in this year’s program. 
The winners were: Alan Thebert, 
17; Hugh Swanston, 19; William 
Brock, 17; Robert Copeland, 17; 
Waymon Robinson, 17; David 
Moore, 17, and William McKibbon, 
17. 

All are seniors from Detroit vo- 
cational schools. 

Present at the dinner with 
other Ford and Lincoln-Mercury 
factory officials, Carl T. Doman, 
Ford division national service 
manager, told the boys, “You can 
go as far as you like in this serv- 
ice business. 

“You are the boys,” said Doman, 


NOW 


AVAILABLE! 
for 1/2, 3/4¢ 

and ONE TON 
PICK-UP TRUCKS 


MOBILE 
BUMPERS 
FOR ALL 
MODELS 


EXCLUSIVE 
DISTRIBUTORS 
WANTED 

in Midwestern and 
Eastern States 

A top profit accessory 
for dealers. 

Write today 


MOBILE BUMPER INC. 


MOBILE SIDE BRACES 


Optional equipment to 
strengthen box sides; at- 
tached by welding or bolting. 


WO a 


ompetition Places | 


|Korean War, Oldsmobile was pro- 





the third annual Metropolitan Ford and Kincetn-Morcury | 


Shown (from left) are Arthur Stringari, | 





* * * | 


the cars that we in manufacturing 
miss.” 

Tool chests were awarded the 
seven winners, and the first three 
winners were given scholarships to 
the local Sun Electric engine diag- 
nosis school. | 


All of the boys will be expected to 
serve a six-month apprenticeship at 
the Ford or Lincoln-Mercury deal- 
er assigned them. As an incentive 
to serve out the whole period, each 
employing dealer will give his ap- 
prentice the right to buy a $284)! 
set of tools for $150. 

Within 10 days of accepting | 
employment, each boy has been 
-requested to bring his parents or | 
guardian in for a talk with the 


: | as that of record 
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? Oldsmobile Hopes 


‘To Match 1950 
‘Production Mark 


| LANSING. 

| circumstances, 
duction for 1953 
mately the same 


Barring unforeseen 


Oldsmobile’s pro- 
be approxi- 


will 


1950, according to 
\J. F. Wolfram, 
general manager. 
Wolfram said 


tion in the first 
six months of this 
year was 196,772 





output in Olds- 
mobile’s 56-year J. F. Wolfram 
history. 


He noted that in less than five 
years, and despite the interruption 
to normal operations caused by the 


ducing Rocket-engine cars at better 
than twice the rate established in 
the introductory year. 


Wolfram stated that total 1949 
car production was 282,885, of 
which Rocket - engine cars totaled 
188,782. In 1950, the alltime Oldsmo- 
bile production record of 396,757 
was established and 366,852 Rocket- 
engine cars were included in the 
total, or 94 percent more than 1949 
Rocket production. 

The impact of the Korean War 
was shown in the restricted pro- 
duction totals of 1951, with 285,634 
Rocket-engine cars, and 1952, with 


| 228,452. 


Dealer Digest 





employing dealer. 


| 
“We want your parents,” Arthur | Summarizes Rules 


Stringari, secretary to the dealers, | 
said, “to know something about the | 
careers you are embarking upon.” | 

The 47 boys graduating from this 
year’s Detroit Ford and Lincoln- | 


Mercury dealers’ service competi- | 


tion, compared to a total of 22 
graduates in last year’s program. 


—BERNIE THOMAS 


Dillon (Mont.) Dealers 


Elect Payne President 


DILLON, Mont. — J. Weldon 
Payne has been elected president 
of the Dillon Auto Dealers Assn. 


|J. W. Walters was selected as 
|\“who will get all the bugs out of! secretary-treasurer. 









STUDEBAKER ° 


The sturdy, one-piece Mobil 


truck and rear fenders of 4 , 3 


there are no chassis holes to 


960 N. Pennsyiva 





INDIANAPOLIS, 


New York Group’s Booklet 


ALBANY. — The 1953 edition of 
“Dealer Digest” has been mailed to 
|members of the New York State 
Automobile Dealers Assn. 


It contains a summary of exist- 
ing restrictions on the use of dealer 
plates; the Federal Trade Commis- 
sion regulations still governing in- 
stallment sales; a summary of 
truck mileage tax regulations; a 
| summary of car and truck registra- 
tion fees, and the 1953 regulations 
for dealers and transporters issued 
by the Motor Vehicle Bureau. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


Manufactured under 
license granted by 

C. G. Barden, California. 
U. S. Patent Nos. 
D-157,321; 2,492,914 








WILLYS 


GMC + INTERNATIONAL 


A sturdy, one-piece, custom-made combination rear 
bumper-step—and trailer hitch. 


e Bumper—engineered for 


maximum strength—provides all-around protection for 


4 and 1 ton pick-up trucks. 


It is custom designed for each make and style of truck 
and fits bumper holes provided by the manufacturer . . . 


drill. The Mobile Bumper 


can be easily installed in 45 minutes, attractive low cost. 


A SAFETY FEATURE THAT ADDS TO THE APPEARANCE OF YOUR PICK-UP 


AUHssoues 


MOBILE Side Tire MOUNTS 


One piece construction with 
bolt holes for mounting to 
Ye and % ton pick up trucks. 


Phone Lincoln 6323 


INDIANA 


nia 
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Canadian Firm Produces 


Sheet Steel for Bodies 
HAMILTON, Ont.—For the 


ada, Ltd., 


tions of 1953 cars. 
Recent developments have 


| 8s 


first 
time in its history Steel Co. of Can- 
is turning out steel sheets | 
which are being used for body sec- | fenders, 


AUTOMOTIVE NEWS, JULY 6, 1953_ 


stampings 
United States. 
Cold 


now turned out at the 


WHITE TRUCK DISTRIBUTOR 
Sets New Sales Record In Shreveport 





SHREVEPORT—Sales of White Trucks 
are going UP in this busy oil area! 
And parts and repair business is 
substantially ahead of last year for 
Peterson WhiteTruck Corp.,in their 
modern, enlarged truck head- 
quarters shown above. 

Report from this busy White 
Distributor: 


THE WHITE MOTOR COMPANY « 


1 siilbsaiesindeiancian 


row EOE 


. the new leader in hydraulic hoists 
for Pick-ups and 84 





“The complete line of White 
Trucks, the outstanding sales pro- 
gram we have, and the best truck 
service plan in the industry, we’ve 
got the right formula for MORE 
BUSINESS ... MORE PROFITS.” 

It’s the same story from White 
Distributors from coast to coasts 
WHITES are RIGHT for MORE 
Business! 


another WHITE fleet! 


This Remington Rand fleet in 
Shreveport is one of the recent 
WHITE sales for Peterson White 
Truck Corp., engineered right to 
the exact job. 


Cleveland 1, Ohio 


sales 
potential! 





ulted in the production of steel] for 
parts which were formerly imported 
las finished from the 
rolled sheets of steel for 
hoods and truck lids are 
cold reduc- 
}tion mill of Hamilton Works. 


CA farm trucks 


N.C. Dealers Pick 


Committee for 
Industry Relations 


RALEIGH, N. C. 


Buick, R. E. McArthur, McArthur 
Buick Co., Clinton; Cadillac, E. B. 
Gamble, Highland Motors, Inc., 
High Point; Chevrolet, C. C. Cole, | 
Cole Chevrolet Co., Yanceyville; 
Chrysler, J. Frank Davis, 


! 


| 


| 


| Jones 
| Fifth Ave. 


Jones Gets Sun Motors 


Stewart Jones, owner of Stewart|cessories of Sun 
Victor Douglas, who ownec 
auto 


Motors (Studebaker), 
Jacksonville, Fla., 


Motors 
925 | baker). 


has|Sun Motors, is leaving the 


| purchased a ‘all cars, parts and ac- motive field. 


At franchise | 


meetings held during the con- 
-|vention of the North Carolina} 
Automobile Dealers Assn.,_ the} 
following dealers were elected to 
the NCADA industry relations 
committee: 


Davis- | 


Pruett Motor Co., High Point; De- | 


Soto - Plymouth, 
Coastal Motors & Implements, Inc., 
Enfield; Dodge-Plymouth, S. T. 


A. P. Coltrain, | 


Atkinson jr., Atkinson Motors, Inc., | 


Charlotte; 
er, Bleecker Motor Sales, Fayette- 
ville; Kaiser, A. B. Carr, Carr 
Motor Co., Fayetteville; Lincoln- 
Mercury, Joe P. Temple, Temple- 
Curry Motor Co., High Point; Nash, 
John Orr, Ed Orr Motors, Ashe- 
ville; Oldsmobile, Phillip Froelich, 
Central Carolina Motors, Inc., 
Winston-Salem; Packard, H. B. 
Craig, Craig Motor Co., Inc., Con- 
cord; Pontiac, Clyde H. Harriss, 
Crescent Motor Co., Salisbury; 
Studebaker, H. M. Salisbury, Grif- 


fin-Salisbury Motors, Inc., Rocky | 
Mount; Willys, Judson B. Smith, 
Carolina Willys Co., Inc., Greens- 


boro, and trucks, E. J. Carney, 


General Truck Co., Inc., Charlotte. | 


The committee selected NADA 
Director Allan Mims, of Rocky 
Mount, to serve as chairman. 


Association President T. L. Black | 


named the following committees: 


Finance: Chairman, S. T. Atkin- 
son sr., Atkinson Motors, Inc.; 


let Co., Dunn; Wilson Yarborough, 
Yarborough Motor Co., Fayette- 
ville; 
Co., Charlotte; 
Matthews Motor Sales, Inc., 


R. E. Matthews, 
Ashe- 


ville, Rupert Atkins, Atkins Motors, 


Inc., Raleigh, and Gamble, 


Public relations: Chairman, Clyde 


Arthur P. Harriss, City 
Chevrolet Co., Charlotte; H. E. 
Stephenson, Stephenson - Wilson, 
Inc., Durham; Troy Smith, Smith 
Motor Co., Inc., Liberty; A. W. 
Thomas jr., Piedmont Chevrolet 
Co., Inc., 
F. L. German Motor Co., 


Harriss; 


Falls, and Matt Howell, Matt 
Howell Motors, Inc., Winston- 
Salem. 


Leather in Cabs 


Upholstery Withstands Abuse, | 5 


Says N.Y.C. Firm 


NEW YORK.— For ruggedness, | 


cleanliness, customer appeal and 
long-term moderate costs, leather 
for interior upholstery trim in 
taxis is the choice of New York 
taxicab companies, according to a 
report made to the Upholstery 
Leather Group by James F. Waters, 
Inc., taxicab wholesaler. 

Over a 15-year period Waters has 
operated in widely distributed 
cities, including Chicago, Buffalo, 
New Orleans, Los Angeles, and 
New York. In the latter city, it is 
said to supply 69 percent of the 
cabs, featuring the DeSoto Sky- 
view. 

Herbert F. Charters, general 
manager of the New York branch, 
33-10 Queens Blvd., says, “New 
York taxicabs get the hardest use, 
and abuse, of any cab going. We 
have turned out more than 30,000 
cabs here since 1936 and have con- 
sistently used leather on the 
driver’s seat, cushion, back of the 
rear seat and on the crash panel.” 

According to company executives, 
leather meets police department 
requirements for sanitary con- 
ditions. It is spot resistant, they 
report, and even burns are less 
serious than with _ substitutes. 
Washing with soap and water or 
merely hosing out is all the care 
needed, they add. 


Greiner Business Sold 


R. P. Greiner Co., Inc., 615 E. 
Pacific, Salina, Kans., has been sold 
to Harmon, Draper & Gregg, Inc. 
The firm handles _ International 
Harvester farm equipment and 
trucks. Dick Harmon is president 
of the new corporation, and Varvel 
Draper and Harry S. Gregg are as- 
sociated with him. 


Ear! | 
M. Westbrook, Westbrook Chevro- | 


F. D. Gossett, Heath Motor | 


Concord; F. L. German, | 
Granite | 


Hudson, Robert Bleeck- | 








(Stude 





Now! 


MORE AND FASTER 


LOWER COST... 


New and faster methods of material handling in loading and unloading 


trucks have offset the rising costs of delivering merchandise of every 
description. Now Anthony Lift Gates reduce costs still further by: 
lighter weight—to permit more payload per trip—more payloads per 


day; by using only ONE cylinder and ONE control lever for ALL 
Operations—greatly simplifies and cuts manual time per delivery—74% 
fewer operating parts minimizes maintenance. 


10 important reasons why Anthony Lift Gates can cut your delivery 
costs up to 50% are explained in New Brochure just off the press. 


Send for your copy today. 


ANTHONY LIFT GATES 


In sizes up to 4000 Ibs. for all trucks and semi-trailers. 


One Cylinder alone does all operations 
—opens, closes—lifts and lowers gate. 


Patd. & Pats. Pend. 
U.S. and Foreign 


Anthony—the Power to lower delivery costs. 


ANTHONY COMPANY 


STREATOR, ILLINOIS 
DEPT. 5C 
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Cars Set Record, Total Vehicles 1,500 Short 


Production Pace Stepped Up 








Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


Ny oy 













































































| 
(U. S. PRODUCTION ONLY) (Continued from Page 1) | ly poor car production performance closed completely this week and 
Week Week Jan, 1 Jan, 1 | half passenger car output shows| posted by the independents in the} next. 
bry oan gant, _ nae . ont 6, that General Motors produced 47.3| first-half of this year. On a share-} Kaiser Motors, despite adding 
1953 1952 1953* 1953 1952* 1953* coon se a eae ar ee soa Paclned kee bean tee ‘an Willys ue eae ae 
CHRYSLER 22,958 17,156 31,575 132,504 506,359 708,877 | bUilt in U. S. plants. GM made 42.8| and Packard have been able to hold|is accounting for a smaller share 
Chrysler 3.331 2197 4485 reap "68,665 103,191 | Percent of all cars built in the first-| their own among the independents | of 1953 car production than it did 
DeSoto 2.798 2.035 3,531 14,199 52,509 15,577 half of 1952 and 41.4 of the 1951/|so far in 1953. in 1952 and 1951, And, Willys cars 
Dodge 6,177 4,693 7,984 33,549 135,331 185,356 first-half total. — Nash had accounted for 3.3 per- | ™ake up the greater portion of the 
Plymouth 9,952 8,231 15,575 65,395 249,854 344,753| » s A result of GM's performance.| Cent of all the cars built in 1953 | Kaiser Motors production total so 
FORD 31,902 4,872 35,504 118,969 466,467 676,306 the Big Three io noi through June, the same portion far this year, 
Ford 24,477 3,279 27,955 91,458 362,279 519,344] counted for a greater share of car| it 8°t of total car output in the UDSON'S sh ‘ 
Lincoln 1,091 564 1,209 5,553 15,889 28,617 output in the first half of this year first half of 1952, but slightly H ) share of 1953 pro- 
Mercury 6,334 1,029 6,340 21,963 88,299 128,845| than in the same periods of 1962 higher than the 2.9 ‘percent rating duction at the end of June was 
GENERAL MOTORS .. 49,994 31,840 68,104 290,904 962,906 1,565,500 | and 1951, despite production-share| it earned in 1951. oe See, ee eee 
Buick . 8,598 5,807 11,923 52,358 173,155 281,047 | losses by Chrysler Corp. and Ford|. Nash's 1953 car production show- | Por rer. in en aan on ete 8o car 
Cadillac 1,998 1,778 2,473 10,968 48,411 63,815 | Motor, The Big Three are making | in& is all the more creditable when| (it0 ¢ total. Hudson 68 percent 
Chevrolet 25,702 15,710 34,339 144,665 473,505 786,766 |s9.0 percent of this year’s cars, as|it i8 considered that Nash output | UCU rola, “aueson © Pere 
Oldsmobile 6,459 3,939 9,180 38,206 = 121,944 199,935 | compared with 86.5 percent in 1952|@S been restricted for about a oes ion loss amounts to about 
Pontiac .... 7,237 4,606 10,189 44,707 145,891 233,937| and 86.2 percent in 1951 month now due to the Borg-| "po ucsnaig gh ¢ 1088 
KAISER MOTORS 428 «1,884 = 643-1211 62,244 44,799 Chrysler's share of this year’s| Warner strike. Settlement of that] s\ction at the end of June wae 18 
Kaiser 978 643 1,211 = 32,774 =—:19,562 | first-half car output dwindled to|Sttike did not come soon enough, pooent + compased with 6 rating 
i Willys : 428 oes e470 25,237 |01.5 percent, in comparison to rat-|2%4 Nash has announced it will be| Pr"4'5" borcent vor both 1862 ana 
sermesay “oeiieaieass , ------ lings Of 22.5 percent and 23.1 - = 
HUDSON . 1,088 = 1,292 1,423 6,298 = 42,148 50,802 cont, respectively, for the same | Auto Stock eon the basis of its 1953 share- 
NASH 2,306 3,385 «2,641 14,031 75,901 107,443 | periods of 1952 and 1951. UTO STOCKS el-needustion. Gtalckées Ga 
PACKARD ... 1,822 979 1,881 9,316 34,001 60,989|' Fora’s share of total > I July June 1953 e > ple 
STUDEBAKER 376 2.872 2305 14873 91.217 90.185 | rd’s otal car pro- | 1 24 High Low| so far this year is off by about 
‘ J : ee , ; , seal a a cae as - as per- |Chrysler 72% 72% 96% 170%] 32,500 — from the pace that 
» as ed wi - per- | GM 59% 60 69%, 58 normally could be expected of 
» we S. 113,1 070 144, . / 5 s e ' ™ ‘ 1 
a Cars, U. | 3,168 64,07 576 587,606 2,242,734 3,314,401 cent in 1952 and 21.7 percent in Ha dson 12% 13% me 12% Studehaker.- al a 
: ; aiser 3% 3° 5% 3% owever, the Borg-Warner strike 
It is estimated that Chrysler and | Nash 20% 21% 25% 20%] has forced Studebaker to produce 
COMMERCIAL CARS Ap Mage Rane rine second. « rarer Packard 5% 5% 6% £65 «‘|at half-speed for the past month. 
(U, 8, PRODUCTION ONLY) a al ne ry 
— ma one x 2. Oe shortages. — | Average 29.30 29.50 As a result, Studebaker has ac- 
July 4, Week, June 27, June, July 5, July 4, Compiled from orts of trading on t counted for only 3 percent of this 
ia : P report tr g on the 
1953 1952 1953* 1953 1952* 1953* UPPLIER strikes can take most | American and N. Y. Stock Exchanges. year’s car output, as compared with 
CHEVROLET 4,998 5,761 6,584 27,865 175,111 215,923 of the blame too for the relative- | -| 4.0 last year and 4.1 percent i in 1 1951. 
CROSLEY .. maenist ieee ite 203 : ao 
DIAMOND T 160 162 177 737 4,021 
DIVCO ........ 40 59 50 220 1,810 
DODGE ......... 1,666 2,827 1,996 9,460 87,659 
FEDERAL 55 36 67 197 857 a . 
FORD 4,288 1,145 4,892 15,807 118,525 
GMC ...... 1,742 1,798 2,257 «9,729 «62,444 , a S$. S$ q fad q@ 
INTERNATIONAL 3,123 60 1,094 5,957 78,362 
MACK . 244 160 319 1,131 5,973 
REO . 180 267 240 «1,287 —Ss« 9,478 FOR RATES, ETC., SEE NEXT 
STUDEBAKER 239 1,042 258 1,124 33,191 
WHITE 248 180 310 1,358 6,967 
WILLYS ...... 554 2,095 Pr et 56,417 R 
MISCELLANEOUS | 232 228 270 1,192 7,976 7,966 HELP WANTED | HELP WANTED 
we an emer i ene” Kindly Acknowledge WANTED — GENERAL SALES manager. | WANTED—Truck sal i 1 
Total Trucks, U.S. .... 17,769 15,825 18,514 76,014 648,994 647,328 Y 3 Must be a live wire, an organizer and 4 New York. Applicants. nes 3 
Total Cars, Trucks — Advertisers availing themselves of this uae dan Ghana kee - ~ ave > oe — We _— ee 
y s ahead, A man who wi world’s mos ar an 
U. S. ...130,937 79,895 163,090 663,620 2,891,728 3,961,729 MCT ro Salle Me to SA Lom Coole) =, a —- wae on sins of commercial’ moter trucks, Salasy and 
F vy SEPP ae ee about it. eferz tw 3-4 ission. W , 
- Total Cars, Trecks H * vise all respondents if and when their old. We are “one "el the inrgest Ford an aun, an tet ae 
Canada ............ 10,512 6,189 10,714 49,538 201,372 276,843 | Bnet llCt Mee We -lerimeeel ae dealerships in the midwest. Potential replies held in strict confidence. Box 2720, 
—~Grand Total ag a es aoe rey oe ane oe te — a c/o Automotive News, Detroit 26. 
wil o an your courtes will 3) yvho ¢ iver volume at a 
Cars and Trucks us maintain the present high regard profit. Will pay salary plus percentage. | WANTED — MANAGER for Dodge and 
U. S. and Canada 141,449 86,084 173,804 713,158 3,093,100 4,238,572 eR Besse Bas F i 2745, c/o Automotive News, Detroit a ee een of pee 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel a Hy é giver tengo Sndentelneed gaetien "of ‘es cout 
Drive, Sterling, Nash, ete. AUTOMOTIVE NEWS AUTO PARTS SALESMAN. Aggressive Applicant must be young. experienced. 
N. B.: All U. S. totals include cars and trucks for military orders, salesman seeking better future. Oppor- able to invest $10,000 and assume 
wie - eee tunity to earn $6,000 to $8,000 per year management of _ business. Deakennle 
HELP WANTED ae tical distethutee eager anufacturer. | established twenty years ago. Address 
= : stributor. Salary, commission | Box 2761, c/o Automotive News, Detroit 
REPRESENTATIVES WANTED to sell and bonus. Protected territories open now 26 
e ai Se id ar a es and supervise installation, operation of on Ms expansion a ee ee : an a 
1 vi handisi d 1 ishe accounts. t s s. - 
5 anew Bae = ar " pd "inal, ment auto ‘parts, key machines. ‘Selling “.. PER wee ‘ ———_ 
° proven and_ successfully operated by experience necessary. Car required. Pay over em a needs an caus oo 
OW Z nerease many of the largest dealers. Must have while training in field. Write fully, Curtis used car y os alot Th "ae wumeen’ 
automotive background, sales or service. Industries, Inc., 1130 E, 222nd St.,/ patwe a" — “we 4 ‘ave - ; 
Able to work with new car dealers, be Cleveland 17, Ohio. forty gg OE. _~ . coeien 
(Continued from Page 6) aggressive, willing to accept direction. | s>Rvick MANAGER. Rarely does the op-| capacity but interested in bettering his 
} P 


Preferable age 30 to 55 years. Unusually situation. Starting salary of $7,800 per 


of the smaller lots. Small used- 


weakening market 


was Tim An- 


LaCienega Blvd., Los Angeles 35, Calif. 
Phone: Bradshaw 2-3441, 


executive ability to handle an outstand- 
ing crew of mechanics and co-workers in 


a P portunity present itself where an ex- 
car sales are reported “satisfac-| ported that the market there was = aule tae aes aan perienced Ford or Lincoln-Mercury (pre- year will be paid to man capable of 
tory.” | good at his last sale. Carl Marker,| ment available. Our rej iv y| ferred) manager can step in and assume} handling all phases of used car oper- 
. ’ \. presentatives enjoy ae cee se : 
Memphis has reported that the | 3+ Fort Wa Ind dH permanent, dignified positions. Expansion | ‘he responsibilities of a rapidly growing ations, with special emphasis on closing 
. ae yne, ind., an arry program provides for immediate openings popular service department, in one of the own and salesmen’s deals. Southern 
used-car market there is very /Goit at Mason City, Ia. said the| in these cities and their state territories, | {@8test growing communities in southeast a, SE NS See hi: ee 
bad. A number of the larger used- : Bes Seat , ; '| Florida—right in the heart of the Gold| nah, Ga. 
° tle, Washington—Denver, Colorado— 7 ; , ; 
car firms are combining opera- | market was steady last week. | Portland, Oregon—Salt Lake City, Utah a ee ee oe 
tions, and are closing down some Typical of the reports of the ca ee ee Pinon: Arizona. rite or | tegrity, honesty,’ willingness to work, an 


POSITION WANTED 


spach’s, at Albany, N. Y. He said 
that ultra-clean cars held prices of | 
a week earlier, but that average | 
cars were off about $50, and that 


car dealers are being forced out 
of business. 

Springfield, Mass., reported that 
used-car lots are loaded, and the 


order to qualify for this top salary plus 
percentage of profit paying job. Only 
men with highest references need apply. 
P. O. Box 638, Fort Lauderdale, Fla. 


| SALESMAN—-EXCELLENT OPPORTUNI- 





AUTOMOTIVE SALES MANAGER—A ma- 
jor Midwestern manufacturer of a high- 
grade line of automotive maintenance 
products which includes granulated and 











retail market is slow. = 4 | Powdered hand cleaners, dispensers, wa- I 
Denver. on the other side of the repainted and rebumped jobs were terless skin cleanser, special purpose TY for young man who has auto sales 
; off as much as $100. Buyers, he | cleansers and degreasers is seeking a| experience and wants to better his con- 


dition with a Chrysler-Plymouth dealer in| ARE YOU LOOKING for a general man- 


picture, said used-car sales are Sales Manager to head up the Automotive | 





good. The report said that dealers| said, were indifferent unless they | sales Division. This man must be thor- | Florida. Wonderful place to live and| ager that has the know how and the 

j w = f the oughly familiar with the automotive field. | ideal working conditions. rite San} ability to operate your dealership on a 

lots were ae prices : ere at-/already had a buyer for CSF! Gs mua have salen uses automotive | Marco Motors, 185 San Marco Avenue,| sound and profitable basis? If you are, 

tractive and there was a large se-| offered. jobbers, know the selling techniques and | St. Augustine, Fla. & then I am your man. Since 1948, I have 
1 





been general manager of a 500 car 








lection of good cars to choose from. | all trade practices. He must have a suc- a , 

: 2 2 | cessful sales background in this field and | SAVES MANAGER — Assistant icive vox, | dealership for one of the ‘‘Big 3.” I have 

: f ° | be capable of developing and directing a| jovienced men Approximately 100 to 150| ‘thorough knowledge of all phases of 

q aeD-CAn promotions of many 2 Dealers allie | program for National product distribu-| Perenced man. APProximate yy ov to | «dealership =management. Age 38, 2 

kinds have appeared on the clas- | tion, Must be able to meet travel re-| Virerences required, Give detailed infor. | Children, sober, honest and willing. My 

; ; quirements. This company, the leader in | references required. Give detatied infor- employer has knowledge of this ad. 
sified sections of the newspapers : : ; , | mation and photo. Box 2746, c/o Auto- ome ' ; 

n ax rau the industrial skin cleaner field with over| motive News. Detroit 26 Satisfaction guaranteed. A Florida or 

across the country. Many dealers 25 years experience, is creating this po- | © News, Detrol <0. cease California dealer preferred but not es- 

| NEW CAR SALES MANAGER for Lincoln- sential. Box 2750, c/o Automotive News, 


are following a program of offering INDIANAPOLIS. — Two Terre] sition so as to continue its growth and eeeeat ae 
Jetroi «5. 

















100 gallons of gas with the purchase | Haute auto dealers, Wilford H. Mc-| expansion program. Please reply in detail) Mercury dealership. Must be under 45 
K 64. and his former artner giving complete information concerning | years of age, experienced and able to | ————————————————————— 
of any used car. ee, , Pp , qualifications and personal background. produce. Dealership located in Texas| TRUCK SALESMAN, 44 years of age, 18 
Others are offering to pay the | Samuel Rodgers, 56, last week were| Replies will be kept confidential. Box| Gulf Coast City of approximately 10,000 yeane experience in all types of truck 
first payment to a finance company |sentenced to prison by Federal 2772, c/o Automotive News, Detroit 26. | people = much ce em ome. ” a ee ee a 
* * * WELL FINA ED 9EAL 8 s £ y . : . 
—some are offering free paint jobs Judge William E. Steckler, who} 1. ae ie poe sty A ny y itines on year, Salary plus commission and bonus. selling where the potential earnings will 
with the customer naming the col- | denied probation on tax charges On| igh commission rate. 4. Demonstrator| In reply give age, qualifications, experi- - above aes sa Bid rite M. G. 
or. and one West Coast dealer is|grounds that there was clear evi-| provided. 5. Nine separate branches in| ence and references. Write Box 2747, c/o) Mermody, I essau Sivd., Chartotte, 
offering combined real estate and|dence of intent to defraud the| ‘astest growing cities in southern Cali- | Automotive News, Detro —-.& aaieericisieiie fais 
ae Government. Seam. ©. Sees Genes oy So en oo Te Cauwenes LEADING | SALES MANAGER — new or used with 
used-car buys. . : our own employes. oo over 4,500 | automobile dealers has openings for ex-| dealer who means business. No family 
. ¢ *# E. Andrew Steffen, assistant dis- ll oo, 2 ie oe perienced service salesmen with sales operations. Now employed, married, 37. 
t N THE whole, auction operators |trict attorney, said the men kept] {Oe ye for an organization like. this ee eee er eee ee Agressive. Experience, ~~ ant 
Sen : 8. ' , ae es 
say that activity is off, and that | separate sets of books in 1946 and contact us immediately. J. R. Townsend plus bonus on sales with opportunity to| at profit. Percentage basis where results 
prices are dropping slowly. 1947, one for tax purposes and the poe Coa a San Diego, Att:| make excellent income. No investment] count. Box 2748, c/o Automotive News, 
e howing unreported income. Ss required. If you have successful con- Detroit 26, 
Tom Hewitt, at Valdosta, Ga., = Ss id ‘ Pp led i SERVICE MANAGER for large dealership | sumers selling record, you owe it to a 
reported that the older cars are | Steffen said the concealed income | ‘in upstate New York. High salary, ex-| yourself and family to investigate this | MANUFACTURER'S AGENT. Midwest or 
stronger in e area, but that |came from “used” cars which had cellent working conditions, permanent} opportunity. (Present openings include southwest. Truck specialty preferred. 
. ; b ed ly by th ’s f position. Give complete background and Chicago, Detroit and Cleveland areas.) Experience with major truck manu 
i i y e men’s fam- 08 . Gly c ; ’ , . 2 r c ° 
Mower Cars Wete correspondingly = — Our present employes know of this ad. facturers and truck equipment of all 


references. State salary and bonus de- 
sired. Box 2762, 
Detroit 26. 


c/o Automotive News, 





kinds, Box 2749, 


ilies, and then sold for prices in 
Detroit 26. 


excess of new-car ceilings. | 


If interested write Box 2717, c/o Auto- 


c/o Automotive News, 
motive News, Detroit 26 for interview. i 


weaker. 
Jacob Ruhl, at Manheim, Pa., re- 








— 


52 





POSITION WANTED 

RETAIL SALES MANAGER, Seek 
portunity with volume ‘‘Big 3’’ 
ship in New York metropolitan 
Presently assistant manager for 1,000 
plus L.-M dealer. Know only volume, A 
realistic used car merchandiser. Have 
heavy administrative experience. A_col- 
lege graduate and ex-naval officer. Have 
top performance record and references 
are the best. Write Box 2723, c/o Auto- 
motive News, Detroit 26. 


op- 
dealer- 


TRUCK MANAGER, now employed, 
41, family, 19 years successful selling, 
saies and dealer management. Specialized 
heavy-duty gas and diesel. Desire lucra- 
tive selling, sales direction or dealer 
management away from metropolitan 
cities, Excellent character references. 
Prefer south or west coast. Box 2763, 
c/o Automotive News, Detroit 26 


SALES MANAGER, employed southern 
metropolitan ‘‘Big Three’’ dealer, S800 
car and truck contract, Unusually excel- 
lent background, hard worker, prewar 
experience. Married, sober, age 39, know 
used car values. Looking for real op- 
portunity and future. Florida or eastern 
seaboard preferred. All correspondence 
confidentiai, Box 2764, c/o Automotive 
News, Detroit 26. 


Cc HRYSLER- PLYMOUTH “MANAGER. 100- 
12u car franchise. ‘‘horoughly familiar 
all phases operation. ideal man for 
dealer wishing to ease up. Top refer- 
ences, Available July. John O'Toole, 
WOwreaktlt, N. Y. Phone 168 or 1276. 


DEALERSHIPS A VAILA BLE 


LIQUIDATION — Bank liquidating dealer- 





ship, handling Dodge-Plymouth, in Tay- 
lor, Texas city of 10,000. Equipment 
vaiued at $14,000, handled by local bank 
without down payment for $200 per 
month, Parts will be consigned. Factory 
requires $12,500 working capitol. DeSoto 
franchise available if preferred. Contact 


Daniel J. 
1373W. 


LEADING INDEPENDENT located in rich 


Hurta, Taylor, Texas or phone 


Central Valley, California, population 
center. Attractive lease, no used cars or 
receivables. $25,000 cash full price. Box 
2758, c/o Automotive News, Detroit 26. 


DEALERSHIP, handling Dodge- -Plymouth, 
in west Texas town on coast-to-coast 
highway. ‘Territory of 15,000 population. 
$2u,000 cash will handle parts, acces- 


sories, furniture and fixtures and shop 
equipment. Box 2682, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING STUDE- 
BAKER. Located in heart of southern 
textile area. One of south’s most pro- 
gressive and fastest growing cities. 
Large, steady payroll. Good lease on 
building at very reasonable rent. Owner 
selling because of health. Part of 
purchase price can be arranged on terms 
if mecessary. Must be approved by 
factory. Box 2757, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE, han nd lin ng 
Ford, in lowa. Long established and 
located in prosperous town of some below 
2,000 population. Very large prosperous 
trade area, Total cash price for building, 
modern shop and office equipment and 
including physical inventory of all parts, 
accessories, tires, oils, anti-freeze, etc.— 
only $40,000. Factory approval necessary. 
Write Box 2736, c/o Automotive News, 
Detroit | 26. 


EXCEPTIONAL SMALL ~ INVESTMENT 
opportunity—400 car dealership, handling 
Dodge-Plymouth, located in central Mich- 
igan’s most prosperous town, Need buy 
only equipment and parts at reasonable 
price. Good building with excellent facili- 
ties and location—low rental. Might con- 
sider working partner on half. Apply 
Rowley and Watson, 2116 E. Michigan 
Ave., Lansing, Mich. 


DEALERSHIP HANDLING CHEVROLET 
and Oldsmobile in Nebraska on two main 
highways. Established for over ten years. 
100 car contract. No real estate to buy. 
Will sell at inventory or flat price. Box 
2756, c/o Automotive News, Detroit 26. 


area, | 


age | 





SOUTHERN CALIFORNIA 


AUTOMOTIVE NEWS, JULY 6, 1953 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 
eth t- la eae hae hee 
Wanted Ads accepted 


readers. Count initials 


address at regular rates, but if signed "Box No. ........, 
One Dollar ($1) per insertion for address and extra service as replies are forwarded, 


same day received. Display Ads: 
WANT AD DEPT., 


DEALERSHIPS AV AILABL E 


DEAL ERSHIP 
handling Dodge-Plymouth. Most desirable 
suburban community in southern Cali- 
fornia. New and up-to-date facilities. 
Gross sales last year nearly two million. 
This requires investment of $100,000 
upwards. Confidential information to re- 
sponsible parties. Must have factory ap- 
proval. Reason for selling — owner has 
other interests. Write or wire Box 2704, 
c/o Automotive News, Detroit 26. 








DEALERSHIP 


909 Fisher Bidg. 


FOR 


AVAILABLE, popular in- 
make, together with combined 
parking garage. Two. story, 
fireproof building with sales- 
car repair, body and fender shop, 
offices, parts and service departments, 
gas pumps, tow cars, complete garage 
servicing equipment. Located centrally 
industrial city of western Massachusetts 
with 60,000 area population. Building 
and land can be bought separately or 
as a going concern. No new or used 
cars to buy. Immediate possession. Box 
2766, c/o Automotive News, Detroit 26. 


dependent 
155 car 
modern, 
rooms, 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 





SALE AGENCY handling Nash. 
Located about 100 miles from Detroit in 
a thriving city of about 8,000. Located 
in the central part of town. Employing 
three to four mechanics. Busy all the 
time. Same location for twenty years 
Reason for selling--wish to retire. Box 
2767, c/o Automotive News, Detroit 26. 





OLD 


ESTABLISHED DEALERSHIP, 
handling Nash, in rich San Joaquin Val- 
ley—central California. Community of 
approximately 12,000 with 60,000 drawing 
area. Been in one location for eighteen 
years on main street, three blocks from 
center of main part of town. Approxi- 
mate price $37,000 includes parts, acces- 
sories, equipment, furniture, fixtures, all 
very modern. Retiring from _ business. 








Box 2768, c/o Automotive News, Detroit 
26. 

MIAMI DISTRIBUTORSHIP doing $3,000, - 
000 annually selling 1,200 new cars. 
Modern quarters, excellent used car lot 
adjoining. Desirable lease, factory ap- 
proval necessary. Reason for selling, 
other interests. Box 2769, c/o Automo- 
tive News, Detroit 26. 

AGENCY HANDLING FORD in a small 


W. Virginia town. Box 2752, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP WANTED 








CHEVROLET—NORTH JERSEY. Factory 


approval assured. Write full particulars. 
Strictest confidence. Box 2343, c/o Auto- 
motive News, Detroit 26. 





c ENTRAL ILLINOIS DEALERSHIP, 
handling Nash (Packard available). 
Handles under 100 new cars. Prosperous 
town, good payrolls, on main east and 
west highways, 5,000 population. Good 
service business. $100 month rent. In- 
ventory about $15,000 complete. Box 
2733, c/o Automotive News, Detroit 26. 


DEALERSHIP, HANDLING FORD, of ap- 
proximately 100 units and connecting fill- 
ing station for sale with or without real 
estate. Excellently located 60 miles from 
Chicago on east-west highway in a very 
desirable rural community. Modern facili- 
ties. New apartment above station. De- 
tails to qualified buyer. Box 2754, c/o 
Automotive News, Detroit 26. 








AUTO AGENCY 


FOR SALE. Automobile agency with entire 


county franchise for the hottest of the 
“Big 3°’ cars. Building, inventory also 
farm machinery. Wide-awake coinmunity. 
Owner wil! finance. Inquire details. Lake 
Real Estate Agency, N, A. Bierman, 
Realtor, Green Lake, Wisc. 





DEAL ERSHIP, HANDLING ‘Hudson, in 


California. San Francisco Bay area serv- 
ing over a million inhabitants. Gross 
sales over $1,000,000 yearly. Excellent 
modern facilities and attractive lease. 
Parts $17,000, accessories $3,000, shop 
equipment $18,000, bin equipment $4,000, 
furniture and office equipment $4,000— 
service cars, signs and improvements 
$19,000. Total $65,000, Sacrificing for 
$35,000 or best offer to settle partnership 
estate. No used cars, accounts receivable 
or real estate involved in deal. Box 2755, 
c/o Automotive News, Detroit 26. 


— 1952 sales $400,000. 
Present sales $35,000 month; completely 
equipped modern showroom; repair shop; 
parts department; building 46’x235’; rent 
$300; price $22,000 plus used cars. Apple 
Co., Brokers, Cleveland, Ohio. 


DEALERSHIP AVAILABLE handling Hud- 


son. City 175,000 population, trading area 
over 1,000,000 population. Located in fast 
growing Pacific northwest. Will sell for 
inventory of approximately $50,000. 
$25,000 will handle. Box 2685, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING Dodge 


and 
Plymouth. Located in northern Indiana. 
One of the best small towns in the state. 
Good new car quota, An old established 
business of thirty-two years. Details to 
qualified buyer. Box 2753, c/o Automo- 
tive News, Detroit 26. 





DeSOTO-PLYMOUTH or Pontiac { in an In- 


of 30,000 to 50,000 
Automotive 


diana or Ohio city 
population. Box 2765, c/o 
News, Detroit 26. 





WANTED 
GM OR FORD DEALERSHIP 
anywhere 
We will buy only if 400 or more units in- 
volved. Factory approval. Absolute con- 
fidence guaranteed. Box 2698, c/o Automo- 
tive News, Detroit 26. 





WANTED CHEVROLET DEALERSHIP 
not to exceed $40,000. Missouri, Kansas 
or Oklahoma. Former Chevrolet dealer. 
Replies confidential. Box 2751, c/o Auto- 
motive News, Detroit 26. 





WANTED AUTO AGENCIES 


We have qualified buyers for all size auto | 


agencies throughout the United States. 
replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 


All 








DEALER SERVICES 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
Procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 8. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 

Parts Accessories 

ge and Small Dealerships 
mesma taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Ill. 
ESsex 5-8300 





156,000 readers engaged in all branches of the automotive industry from Maine to 
TWENTY CENTS 
at half-rates to encourage this 


PER WORD for each insertion. Cash in advance. Position 
classification for the ‘benefit of our employing 


(20c) 


and groups of numbers as one word. Ads may be signed with your full name and 


in care of Automotive News, Detroit 26, Mich.’ add 
unopened, the 


$11.20 per inch, per insertion. 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 




















| 10040 Freeland Detroit 27, Mich. 





DETROIT 26, MICH. 


DEALER SERVICES CARS FOR SALE 





INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; | 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced | 
organization — in business since 1939. Free 
booklet on Parts Department operation sent | 
on request. Call or write for service details. | 


Automotive inventory Service Co. 
WE 3-6449 


USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 





Seeseaneeei | 
INESS OPPORTUNITIES 





FOR RENT, LEASE or sale--A used car | 
lot. Modern, complete building with of- ; 
fices. Lot is 150’x300’, asphalt paved. | Used Car Prices 
Garage for reconditioning. Complete with | 
lights and signs. Most attractive lot in SEE HANSON 
west Detroit. Call Mr. Butman, Logan | 
-2310 i 
ae coe. _______j| GiVRO@AET CO. 
ESTABLISHED RENTAL CAR, used car | 


Ten years in this 
Lower Florida east 


and garage business. 
location. Good lease. 


Two Lots and 200 Cars 





coast—$35,000 required. Will net price in 

one season, Box 2738, c/o Automotive 14601 E. Warren 

News, Detroit 26. + 
FOR SALM—Boty, pat aad tim shop 13130 Gratiot 


Detroit—Tuxedo 1-5840 


Good established business at very reason- 








able price. Community of 25,000. Only | 

auto trim shop in town. Canon Auto | 

Beauty Shop, 112 S. 10th St., Canon 

City, Colo. | 
LAKE FRONTAGE on Long Lake near 

Alpena, Mich. Good location, excellent 

fishing and hunting. Write Charles De- | . L & V —E L A N D 
France, Route No. 1, Posen, Mich. 





AUTO 
AUCTION 


4305 EUCLID AVE. 
CLEVELAND, OHIO 


AVAILABLE FOR 
RENT OR LEASE 


A Very Good Used Car Lot 
Over 200 Feet On Gratiot Avenue 


All ready with lights, office and equipment | 
| for immediate occupancy. This lot has been 
selling cars for years. Reasonable deal to | 
proper party. 


TEAL BROTHERS 


7641 Gratiot Avenue Detroit, Michigan | 
For further information call | 
WAlnut 1-2480 


Every Wednesday Noon 
Phone Henderson 1-9219 


Inside Sale—Rain or Shine 








CARS FOR SALE 





1952-75 CADILLAC, two tone green, 1,200 | Chester Davis, Auctioneer 
actual miles, power steering, W.S.W., 
fully equipped. A beautiful car. $4,250. ' 
A. A. Gould, Huntington, Ind., Phone | Wm. Bill Cunchula, Owner 
1200. ° 
Manny Weiser, Mgr. 
1930 CHRYSLER SEDAN, straight eight, 
23,123 miles, finish and _ upholstering | 


about like new, 
$350. Write W. E. 
Box 709, Newton, 


runs fine, six wire wheels | 
Denniston Estate, | 
Iowa. | 
' 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER | 
| 
1950 


Plymouths — Fords —Chevrolets | 
1 to 500 


BUYING or SELLING 
Your Greatest Dollar Value’s at 
CARL E. MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Indiana's Oldest Auction 
One of America's Best 
Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 
Phone E-1254 Phone E-5209 





Heaters 





CARS FOR SALE 














| WANT TO BUY. Late model 


WE PAY TOP DOLL 


| WANT TO BUY 


EIGHT PASSENGER CADILLACS, 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars | 

“New and Used" 

And Trucks on Hand 
At All Times 


{ 

} 

Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


CARS ON 
CONSIGNMENT 


Large Eastern Pennsylvania GM dealer 


has heavy inventory of low mileage 


cars. Will consider placing a number 


on consignment to responsible parties. 


Write Box 2771, c/o Automotive News 
Detroit 26. 





AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany- Schsatchody Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





CARS WANTED 

taxi cabs 
and police cars. Interested in small or 
large fleets within 400 mile radius of 
Cleveland. Call or write William Scher. 
Disney Motors, Sales, Inc., 13607 St. 
Clair Ave., Cleveland, Ohio, 


AR for clean, foreign 
cars. MGs, Jags, Hillmans, Austins, 
Fords or any other. Franchised dealer. 
Write, wire or phone Holiday Motors, 
Inc,, 11647 Ventura Blvd., Studio City, 
Calif. STanley 7-6266. 





WILL BUY 1949 to 1953 Chevrolet or Ford 


2 or 4 door sedans. Insurance total losses 
that can be towed on four wheels. In 
North Georgia, Tenn., Kentucky or Ohio 
area. Marks Auto Sales, Box 165, Sum- 
merville, Ga. 

late model taxicabs and 
within 400 mile radius of 
Box 2759, c/o 


police cars 
Chicago. Any quantity. 
Automotive News, Detroit 26. 

Chrys- 
exceptionally 
McClin- 


DeSotos. 
models 
Lansing, 


and 
late 
tock-Cadillac, 


lers 
sharp 


Only 
considered. 
Mich. 





WANTED—DUSENBERG model SJ, double 


cowl phaeton or roadster. Good condition 
Box 2760, c/o Automotive News, Detroit 
26. 





FAIR MARKET PRICES 
for 


YOUR LATE MODEL CARS 


Premiums for Caddies and Hardtops 





vim 


SARATOGA 7-2300 








1637 N. Cicero Avenue, 





MORRIS FREEDMAN | 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SHERWOOD 7-1700 | 


| 
| 
| 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 





| Dealers Meet at the Cross-Roads of America 


wey eng INDIANA 


Grandi, Auctioneer 
CORNER ACAPITAL AND MORRIS STS. 
Market 8541 — Belmont 0/5! 


IN THE HEART OF INDIANAPOLIS 








USED CARS 
WHOLESALE 


100 CAR SELECTION 
AT ALL TIMES 


Clean and Ready for Sale 
MAKE YOUR OWN DEAL 


H. D. MAGGIO, INC. | 


Dodge-Plymouth Dealer 


Chicago, Illinois 
Phone BErkshire 7-3122 


| 
| 
| 


We currently have for sale a nice selection 


| sale—Tow Bar Service— Storage 


| R. S. HENRY 


324 West Main Street, i 
es jain Street, Fort Wayne, Indiana Phone 6230 New Brighton, 


We Guarantee All Checks 
Dealers Only 


Pa. 

















ATTENTION! 
USED CAR BUYERS 


Wholesalers 
“WORLD'S LARGEST DEALER 


of low mileage 195! and 1952 Chevrolets, OF GENUINE BUICK PARTS” 
Fords and Plymouths in coupes, two and four 


Quantity Shippers—All GM Parts 
door sedans. | Shipped Same Day 


WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WAbash 2-1030 





These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA. 
|. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 








ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 





Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middi 
west. Shipments made promptly. 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 


Woodward at 13 Mile Royal Oak, Mich. | 


Lincoln 5-1100 | 
“Home of Michigan's Finest Automobiles" 





GREBE OLDS 


340) S. Kingshighway 


Flanders 0800 St. Louis 9, Mc 





[BUICK PARTS 
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PARTS FOR SALE 


Chevrolet - Oldsmobile 


Parts 
WHOLESALERS 


Largest stock of parts in 
Northern Illinois 


Genuine Parts 


Quantity Shippers 


Write or Wire 
All Shipments C.O.D. 


TED KELLER 


CHEVROLET OLDSMOBILE 


865 Main Street 


: BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 


Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“'Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. 
Direct Phone—AM 2-7117 
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HYDRAULIC WINDOW 
AND TOP PARTS 


Motor and pump assemblies; switches; 
frames; top valves; seat, window and top 


cylinders. Catalog on request. 


MAYFLOWER SALES CO., INC. 
10538 Bedford Ave. 
Phone MAin 2-8785 


GENUINE 
STUDEBAKER 
PARTS 


* Large Complete Stock 


® Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 


Antioch, Illinois 





Chicago 26 


Brooklyn 16, N. Y. 








AUTOMO 


PARTS WANTED 
WANTED—TWO NEW front fenders and 
LH running board. 1936 Ford car. Give | 
price. Covington Motor, Ford, Covington, | 
Va, | 
TRUCKS FOR SALE a 


FOR SALE. 1948 International 4 to 6 ton | 
heavy duty truck, low mileage 26,000, in 
excellent condition. Model KBS 11, wheel- 
base 197’’, platform bed, roller tail, gin 
poles, Braden winch rated capacity 45,000 
pounds, 1100x20x12 ply tires. Inquire 
Leonard Drilling Co.,, Dusenbury Build 
ing, Mt. Pleasant, Mich. 











FOR SALE. Two traffic transport car 
convoy trailers. 825x20 tires. One has air 
One has vacuum brakes. $1,750 each 
Hobbs Motor Co., Fort Smith Ark 


Phone 2-8213 “ao 
“BUSES FOR SALE : 
USED BUSES. 1947 Ford Superior, 45 
passenger. 1947 Dodge Superior, 60 
passenger. 1946 Ford, 29 passenger, high 
headroom, 1952 GMC Oneida, 60 passen- 
ger. 1952 Ford, 48 passenger. National 
Bus Sales Co., Inc., 101 N. 33rd St., 
Philadelphia 4, Pa. Phone BA. 2-7605. 
SHOP EQUIPMENT WANTED 
WANTED—SET Hydramatic and Dynafiow 
tools. Call or wire collect. Jarrard Mo- 
| tors, 1013 West Garden St., Pensacola, 
Fla. 7 
| WANTED OPENING Hudson agency, 
need special tools, sign, possibly late 











parts. Write Box 2770, c/o Automotive 
News, Detroit 26. 


ANTIQUE CARS FOR SALE 
1918 MILBURN ELECTRIC coupe, original 
—like new, new batteries — $1,200 
Charger included, 1923 Ford roadster, re- 
stored like new, a showroom piece 
| $750. 1913 J. 1. Case hose carri2r built 
on car chassis. Only one in existence. 
3,600 original miles—$1.000. O. Pitch- 
ford, 2200 Douglas Ave., Racine, Wisc. 
ANTIQUE CARS FOR SALE. 1918 Dodge 
with special limousine body, good tires | 
and in excellent running’ condition. 
Bailey-Smith, Inc., 425 S. Grand, Lans- 
ing, Mich. 


MISCELLANEOUS 


INFORMATION TO RECOVER 1949 GMC | 
% -ton~ truck, pickup. Motor’ No. | 
B228209319. Ohio title John Edward | 
Stevenson (Cherokee Indian). Follows | 
pipeline construction. Call collect Colum- | 
bus, Ohio FR 7-4318. Reward. | 


|ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 


FOR SALE 


Secondary Nickel 
| Plating Grade 


No Allocation Necessary 


SABIN METAL 
CORPORATION 


366 Broadway New York 13, N. Y. 
Telephone—COrtlandt 7-4077 




















AIRPLANE 
1947 Stinson Voyager, full panel and gyros, | 
Narco Omni and L. F. receivers plus 3023.5 | 
and 5 crystal VHF transmitter, metal prop, | 
Narco flasher, Grimes instr. light, Bonanzo | 
ignition switch, 650 hours T.T. Always han- | 
gared, waxed every six months. Never} 
cracked. Deliver in U. S. Will trade for new 
or used cars or $2,802 cash. Call or write | 
L. D. Timmerman, Ford, Lima, Ohio. 





ENGINEERED 
DUAL CONTROLS 


DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS ©° Prov.., R.I. 
119 Snow St. GAspee |-4848 


AUTO AUCTION 


CLEVELAND, OHIO 


Every Monday at Noon 
13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 





ATTENTION—TRI-STATE DEALERS 


Southern Indiana—Southern Illinois and Western Kentucky 
A new auto auction is open for business in Evansville, Indiana. 


Plenty of sharp cars are being consigned. 
The day is Tuesday—12 Noon Sharp 


TRI STATE AUTO AUCTION 


1602 S. Kentucky Ave. on U. S. 41 South 


Evansville, Indiana 








Phone 5-5537 or 5-5780 


MISCELLANEOUS 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
- - « also Safety Chains 


BE SAFE — BUY 
Automatic Braking 


The ORIGINAL "YELLOW" 
Tow Bar. The ONLY Unit 
That Gives You A Full Floating 
WRIST ACTION Ride and Tow 
on all type roads 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 


Meets ALL 1.C.C. Requirements! 


WITH BRAKE HOOK-UP 


ONLY . . $514 curse 


CABLES 
Meets 1.C.C. Strength Requirements 


STEEL (Tow B. CARRYING 
CASE witha Wheels & Handles $1 3.95 


(Add 55¢ for Padlock with 2 keys) 


—SPECIAL— 
Protecto Covers (Tailor Made) $6.95 
Carrying Bags $1.00 & $3.50 
SAFETY CHAINS, set of 2, only .....$2.50 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 


CASE-LOT 6 UNITS, only.... 
* * + 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar $42.50 
(Folding ''V" Type) 


All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Hil. 





DEALERS PREFER 
THE 4 COUPLER V TYPE 
BRAKE - MOBILE 


TOWePILOT 
Trade-Mark — Patents Pend. 
WITH LUBRICATED 
AUTOMATIC BRAKE 


FOR SAFE AND SMOOTH STOPS 
Meets All 1.C.C. Requirements 


ONLY 
Factory With Brake 
Net Price $52.3 Hook-Up 
Federal Tax Included 
Fits '39 through ‘53 Bumpers 
Steering Cables Optional $9.90 


4 COUPLER V TYPE 
MOTO - MATIC 


TOWe GUIDE 


Trade-Mark — Patents Pend. 
Meets 1.C.C. Strength Requirements 
ONLY 


Factory Fed. Tax 
Net Price $44.85 Included 
Fits '39 through '53 Bumpers 


MINUTE - BOY 
TOWe PILOT 


Trade-Mark — Patents Pend. 


For Rapid Instaliation 
In Intrastate Service 
2 Perfection Couplers 


Fits '39 through ‘53 Bumpers 
Meets Strength Test Requirements 


ONLY 
Ne Price 934.80 iiides 


LIBERAL QUANTITY DISCOUNT 
TO DISTRIBUTORS 


WRITE, WIRE OR PHONE TODAY 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 All Dept's. 


LEADERS IN THE INDUSTRY 
SINCE 1939 


TIVE NEWS, JULY 6, 1953 


GREAT 











in the mornin’ 


for FORDS, CHEVROLETS, PLYMOUTHS 
Late Models, 2 & 4 Door Sedans, Club Coupes 


Land sakes, you never saw such buys! You'll say it's a great 
day when you see what we're selling . . 
make you fat profits, fast. One thing ‘tho, you've got to be 
a dealer. If you are, come see our indoor dispiays now... 
and have a great day. 


Write, Phone 


MR. ARTHUR SCHEAR 
4038 Chestnut St., 


MR. W. A. WRIGHT 


13315 Brookpark Road, 
Philadelphia 4, Pa. Cleveland 11, Ohio 
EVergreen 2-0400 Winton 1-7600 


We'll Sell You 1 or 100 Cars! 








2423 N. Clark St., Chicago 


FOR SALE 


1 AND 2 YEAR OLD CHEVROLETS 


ALL COLORS - - - - ALL MODELS 


DELIVERED RIGHT TO YOUR DOOR 
A Year Round Source of Supply 


ALL CARS DRIVEN BY ONE PERSON 
These are not abused Taxis or Fleets 


You Appraise the Units 


If Your Price is a Fair One, They're Your Automobiles 


If Interested Write or Phone 


TRANSPORTATION VEHICLES INC. 


230 Greenpoint Ave. 


EVergreen 3-4800 
PLEASE — SUPPLY BANK REFERENCES — PLEASE 


WE ALWAYS HAVE HUNDREDS OF CARS 
TO WHOLESALE 


HENRY SUSK 


DODGE - PLYMOUTH DEALER 
49's 50's 51's 52's 


WE WHOLESALE 


MAX BERGER 


Manager 











Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [] 
for which check is attached ["] or send bill [_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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- at prices that'll 
























Brooklyn 22, N. Y. 



















Phone Eastgate 7-1000 
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Needs of truck buyers vary enormously. 


They’re as different as dairy farming and dry-cleaning. As hauling 
logs and delivering orchids. As a flat run across Kansas and a high- 
altitude climb in the Rockies. 


So there simply is no ‘““Mr. Average Truck Buyer.” 


This fact gives the International Truck Dealer an overwhelming 
advantage. For he can offer thousands of specialized variations—Amer- 
ica’s most complete line of trucks. 


He can supply 168 basic models, from 12-ton to 90,000 lbs. GVW 
off-highway models. Widest practical choice of gasoline, LPG, or diesel 
fuel systems. 296 wheelbases. He can furnish exactly the right truck 
for any buyer’s needs. 


Besides, he can offer trucks that have been proved all three ways. 
Proved BEFORE they’re built. Proved AFTER they’re built. And proved 
IN SERVICE, 


Get all the facts about a profitable International Truck Dealer Fran- 
chise. Phone your nearest International District Office. Or write to 
International Harvester Company, 180 N. Michigan Ave., Chicago 1. 


International Harvester Builds McCormick Farm Equipment and Farmall Tractors... Motor Trucks... Industrial Power... Refrigerators and Freeze 


Better roads mean a better Americ 


INTERNATIONAL TRUCKS: 


‘Standard of the Highway ™ 





